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This chart shows that the cost of living is up nearly 70% from the 1935-39 average (see black lines and black 
figures on chart), while gasoline prices (see red figures and red lines on chart) are up only 39% from the base 


period average. 
to the Senate Banking Committee last week. 


Platt in England 


Though more and more opposition is being voiced 
to the socialistic actions of the Labour Party in Britain, 
the program of nationalization of industry in England 
can be expected to continue and to expand. 

Warren C. Platt, editor and publisher of National 
Petroleum News, in this second article in a series based 
on first-hand information obtained during his trip to 
Europe presents a graphic account of the current poli- 


A. L. Nickerson, Socony-Vacuum director of domestic marketing, presented the chart in testimony 
Story on Senate gasoline price hearing on p. 15 


tical situation in Britain and how it may affect the oil 
industry abroad and in the U.S. For a detailed report 
from an oil man’s viewpoint, see p. 22. 


The Economics of TBA 


Important role of TBA in oil marketing is emphasized 
by the rapidly growing volume of these sales. For a 
story of the economics of TBA, how it got started in the 
oil business and how TBA marketing works today, see 
story on p. 25. 








Put New Life W),on the Island -- 


T’S a fact, you can’t stand still in service 

station operations, for somebody down the 
street, or across the street is always sprouting 
out with newer paint, bigger smiles, extra ser- 
vices or seasonal bargains. It’s a fact that 
when new pumps are installed — the tempo 
perks up. Customers are quick to notice and 
the boys at the station are quick to sell that 
faster service and longer reach. 
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Yes, and more cars drive in, and that’s what 
counts. It pays to modernize to catch the 
motorists’ eyes. 


Lift your station out of the rocking chair class isl meg 
with a new lineup of Erie ‘‘Nu-Lo’’s. 

Model 748-10 at each end will reach out 13 ft. 

to keep em happy with faster service. Model 

748 will cover the middle zone O. K. 






ERIE METER SYSTEMS, INC. 


Main Office and Plant, Erie, Pa., U.S. A. 























' ie e) is the foundation for 


tomorrow’s antiknock compounds 
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ali a Always looking for something 
iA Ml better. T'wenty-six years of con- 
wan tinuous research has enabled 
Ethyl to develop antiknock 
compounds which have paral- 
leled the progress in both the 
automotive and petroleum in- 
dustries. In the past, Ethyl] re- 
search has resulted in five major 
improvements in ““Ethy!”’ fluid. 
And this continuous research is 
the foundation for future 


“Ethyl” antiknock compounds 





of even greater value to the 
automotive and petroleum in- 
dustries. 








*E 26 is Ethyl’s twenty-six years of experience 
in providing a complete antiknock service. 


. 
ETHYL CORPORA TION, Chrysler Bldg., New York 17, N.Y. 


Oducts said under tie ‘ETHYL'’ trade-mark: Antiknock Compounds. . . Salt Cake Ethylene Dichioride Sodium Metallic Chiorine (liquid Oi! Soluble Dye 





~ 


Benzene Hexachioride (technical) 
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which becomes an integral part of the 

| coupling. Seal is completely gas-tight even 

when subjected a long time to freon gas 

OU re under 200 psi! 

securing coupling to hose without injury. 

After 7 million “flexes”, coupling held secure 

4 REE WAYS and line showed no sign of failure. And the 
full flow passage (inside diameter of both 


When You Order Hose Equipped ee eae ai 
with Scovill Couplings brass forgings for greatest strength. A wide 


ch, 





TRIPLE TESTING PROVES 
SCOVILL DEPENDABILITY 


PRESSURE test proves Scovill 
coupling holds beyond 
bursting pressure of hose. 


FLEXING test proves Scovill 
coupling does not weaken 
hose. 


PULL test proves Scovill 


coupling holds beyond ten- 
sile strength of hose. 
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YOU'RE SAFE with Scovill’s permanent 
machine-applied couplings. It’s the only way 


to get a sure static connection. 


YOU'RE SAFE with Scovill’s lock-on ferrule 





YOU'RE SAFE with Scovill’s unique method of 


coupling and hose identical) means no flow- 
impeding turbulence. 


So you prevent accidents, leaks and hose 


for easier handling, machined from solid 


range of ferrule sizes provides uniform as- 
semblies regardless of variations, within 
commercial tolerances, of hose wall thickness. 





Write us for Bulletin 520-H 


SCOVILL MANUFACTURING COMPANY 
MERCHANDISE DIVISION, 81 MILL STREET, 
WATERBURY 91, CONN. 


GIVE MAXIMUM FLOW, 
SAFETY AND HOSE LIFE 
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COMING MEETINGS 


JULY 
Texas Oil Jobbers Assn., Roosevelt Hotel, 
Waco, Texas, July 13-14 
Georgia Independent Oil Men’s Assn., mid-year 
convention, General Oglethorpe Hotel, Wil- 
mington Island, Savannah, Ga., July 13-14 
National Oil Jobbers Council, Grove Park Inn, 
Asheville, N. C., July 17-20. NEWS SECTION . . . . . . . . . 7 7 15 
Oil Industry Information Committee, Statler 
Hotel, Washington, D. C., July 25-26. 
American Petroleum Institute Board of Direc- 


tors meeting, Washington, D. C., July 27. FEATURE INDEX 
AUGUST 


society of Automotive Engineers, National rogram of nationalization ft industry ir 
SS <a See, eee PLATT IN ENGLAND—Program of nationalization of i 
Portland, Oregon, Aug. 15-17. 


England can be expected to continue in spite of more and mor 
bh lorida independent Petroleum Marketers : 


are eatin ‘ons of the Labour 
Assn., summer meeting, Sheraton Plaza opposition being voiced to the socialistic action: { the Lak 
Hotel, Daytona Beach, Fla., August 19  —" latt, NPN : » 1 publisher, gives a sn-the 
: . arty arre ; att J editor and publisher, gives an on-th 
Kentucky Petroleum Marketers Assn., fall out- si adie nC P aa . F 22 
ing and golf tournament, Lexington Country scene account of latest develor ments 
Club, Lexington, Kentucky, Aug. 24-25 ; } i 
Tennessee Liquefied Petroleum Gas Assn., An- TBA SECTION—Important role TBA merchandise plays in oll mar 
drew Jackson Hotel, Nashville, Tenn Aug . _ FE 1 at astan Caemnenio 
29 keting is emphasized by the growing volume of sales. Econom 
SEPTEMBER of TBA is discussed, p. 25 . . Pictorial layout of TBA merchan 
Interstate Oil Compact Commission, quarterly dise displays ie 30 . . Change both oil and filter regularly t 
meeting, Stanley Hotel, Estes Park, Colo., 


Sept. 1-3. 


save engines, filter company executive says, p. 31 . Brief 

Second Annual Liquefied Petroleum Gas Assn.- P a . ol. : 

Eastern LP-Gas Service School, University items on news in the TBA field, F 31 , 25 

of Pittsburgh, Pittsburgh, Pa., Sept. 7-9 rneyv aives implication 
North American Gasoline Tax Conference, STANDARD-DETROIT DECISION—Oil attorney gives implication 

a. a a Sen eae ee and effect on jobbers of the Federal Trade Commission action 

AP } QD laine neriod 
Michigan Petroleum Assn., Grand Hotel, Mack- against Standard of Indiana at Detroit. He explains that a period 

inac Island, Michigan, Sept. 9-10. 


t 1 ~ + ] TY T +) ‘Y ractices will he necesscarv 

New York Oil Heating Assn., Hotel Statler, of adjustment in oil marketing practice: will be necessary 35 
New York, N. Y., Sept. 12 

National Truck Tank and Trailer Tank Insti- 
tute, Wentworth-By-The-Sea, Portsmouth, 
New Hampshire, Sept. 12-13 DEPARTMENTS 

Society of Automotive Engineers, National 
Tractor Meeting, Hotel Schroeder, Milwau- 











kee, Wis., Sept. 13-15 About Oil People 58 
National Congress of Petroleum Retailers : Te 64 
Ine., annual convention, Atlanta Municipal Advertisers’ Index 
Auditorium, Atlanta, Georgia, Sept. 13-15. ‘ . 56 
National Petroleum Assn., Hotel Traymore Advertising and Promotion 
Atlantic City, New Jersey, Sept. 14-16. . — oe 9 
American Petroleum Institute Lubrication Ahead of the News 
| Committee, Division of Marketing, The — on . ‘ ll 
Traymore, Atlantic City, N. J., Sept. 14-15 Atlantic Coast Comment 
; Liquefied Gas Assn., North Eastern District, , 21 
Hotel Statler, New York, N. Y., Sept. 15-16 ial 
American Association of Oilwell Drilling Con- ae we 4l 
tractors, ninth annual meeting, Dallas, Tex MarKets 
Sept. 19-21 see ~~ , 12 
National Butane - Propane Assn., Jefferson Midwest Comment 
Hotel, St. Louis, Mo., Sept. 19-21 — 46 
Mid-Continent Oil and Gas Assn., 27th annual Oil Prices 
convention, Louisiana - Arkansas division - =f: ~~ s 13 
Roosevelt Hotel New Orleans, La., Sept Pacific Coast Comment 
22-23 o : 52 
Colorado Liquefied Petroleum Gas Assn., fall Statistics 
convention Shirley Savoy Hotel, Denver, 
Colo., Sept. 25-27. TBA Section 25 
Independent Oil Compounders Assn., 2nd an- . P 
aand meeting Hotel Sherman, Chicago, Ill., Washington Commen ll 
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Petroleum Division Conference, Oklahoma PUBLICATION OFFICE: 1213 West 3rd Street, Cleveland 13, Ohio, CHerry 7672 
Sitmere Hotel, Oklahoma City, Okla., Oct Cable Address: ‘“‘PLATTOIL, Clevelandohio’’. Cable inquiries are answered by mail 
on s . 4 ; 
National Lubsieating Grease lastitute, Hotel unless sufficient funds in United States money are advanced for cabled reply. 
Roosevelt, New Orleans, La., Oct. 3-5 NEWS BUREAUS 
California Natural Gasoline Assn., 24th annual New York COlumbus 5-1695 Chicago HArrison 7-590] 
oe oom —— ae, es Ae 50 West SOth St., New York 20 59 East Van Buren St., Chicago 5 
Pennsylvania Petroleum Assn., semi-annual Washington NAtional 3477 Tulsa 3-7132 
convention 3edford Springs Hotel 3edford 1046 National Press Bldg., Washington 4 901 World Blidg., Tulsa 3 
Springs, Pa., Oct. 9-11 Houston ATwood 8-0413 
Kentucky Liquefied Petroleum Gas _ Assn., 320 First National Bank Bldg., Houston 2 
a Hotel, Louisville, Kentucky, Oct Editors of National Petroleum News accept no responsibility for unsolicited manuscripts. 
Texas Mid-Continent Oi1 & Gas Assn., Rice Subscription rate $5 per year in United States, Mexico and Pan-American Countries; 
Hotel, Houston, Tex., Oct. 13-14 $6.50 in Canada and Foreign Countries. Current copies 20 cents, except special issues; 
Indiana Independent Petroleum Assn., Inc., back copies more than two months old 30 cents per copy. Trade Mark Registered U. 5S. 
= Severin Hotel, Indianapolis, Ind., Oct. 13-14 Patent Olfice. Copyright 1949 by the National Petroleum Publishing Cempany. Entered 
American Gas Assn., annual convention, Chi- 


as second class matter January 17, 1910 at Cleveland, Ohio, post office under act of 
March 3, 1879, by the National Petroleum Publishing Company 





cago, Illinois, Oct. 17-20 


July 6, 1949 


3 








YOU CANT OFFER A | 
MORE ACCEPTABLE 














4 NATIONAL PETROLEUM NEWS 





> SPARK PLUG 
TO MORE PEOPLE THAN 


PION 


for over a quarter century... 
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SPARK PLUGS 











Roadside Report 

















FORD<“:TRUCKS «=H. 4. witts 


Lafayette, La. 











Ford Model F-8 BIG JOB shown, has Gross Com- 
bination ip ow rating of 39,000 lbs. as a tractor; 
Gross Vehicle Weight rating of 21,500 lbs. 


“Our FORD F-8’s use 20% less 
fuel than other heavier trucks” 








; UR EXPERIENCE with the 145-horsepower Ford F-8 

Big Jobs has been so satisfactory we're converting 
our entire fleet to F-8’s,” writes H. J. Wills, Secretary- 
Treasurer of the Prudhomme Oil Co., Lafayette, Louisi- 
ana.‘ Our Ford F-8’s use 20% less fuel than other heavier 
trucks ... and they’ve got the power to handle the same 
loads perfectly!” 

Gas and Oil truckers like Mr. Wills are going all-out 
in their praises for the new 145-horsepower Ford Big 
Jobs. For one thing... the new Ford 337 cu. in. engine 
outperforms anything in its class. For another . . . there’s 
the luxurious comfort of the new Ford Million Dollar 
Cab--mighty important when your drivers have to oper- 
ate over long distances on tough roads. And Ford Big 
Jobs are Bonus Built—a feature of every one of over 150 
Ford Truck models. Bonus Built is the superstrong con- 
struction that contributes to long truck life. Life insurance 
experts prove Ford Trucks last longer. 


BULT STRONGER TO LAST LONGER 


USING LATEST REGISTRATION DATA ON 6,106,000 TRUCKS, 
LIFE INSURANCE EXPERTS PROVE FORD TRUCKS LAST LONGER! 








ONLY tue toro BIG JOB 


HAS ALL THESE FEATURES 


New 145-h.p. Ford V-8 engine for top performance. 


Ford exclusive concentric dual-throat carburetor 
for more power, more economy. 


New heavy duty 5-speed transmissions — overdrive 
or direct-in-fifth—for operating flexibility. 


+ + + + 


Big Ford power-operated hydraulic brakes; front 
16-inch by 2'%-inch; rear 15-inch by 5-inch double 
cylinder on F-7, 16-inch by 5-inch double cylinder 
on F-8. Air brakes also available for F-8. 


- 


Ford Super Quadrax single speed axles; two-speed 
axle availabl. in Model F-8. 


Large diameter (10-inch) wheel bolt circle with 8 
studs to allow for extra-strong hub construction. 


* Million Dollar Cab with Ford Level Action suspen- 
sion for greater driving comfort. 


* Nationwide service from over 6,400 Ford Dealers. 


* Ford Bonus Built construction for long truck life. 


Gross Vehicle Weight ratings: F-8 up to 21,500 Ibs., F-7 up to 
19,000 Ibs. Gross Combination ratings: F-8 up to 39,000 Ibs, 
F-7 up to 35,000 Ibs. 
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goalie lite pews 


In these days of lower price trends, it is well 
for every manufacturer to take a critical look 
at the price of his product. Among the ques- 
tions that should be asked—and answered— 
is this leading question: Are we giving full 
value for the price we charge for our product? 


’ ‘ ’ 
al- «l- al- 
oe 7 ~ 


In no other product that we know of is there 
more value for the money than in the new 
RAPIDAYTON Series 1500 Computing Pump. 
For instance, 

1. It gives you accessibility PLUS. Gone 
are the days when you literally had to tear a 
pump apart with unwieldy wrenches and a trunk- 
ful of other tools to get at the works. With the 
new RAPIDAYTON, you merely remove the 
panels, exposing the principal working parts, 
any one of which can be removed without dis- 
turbing the others. This permits easy, quick, low- 
cost installation (or service, if necessary ). 

2. This completely new design is years 
ahead and offers eye-arresting appeal in any 
service station, regardless of size. It is a real 
triumph in new, low design. 


3. RAPIDAYTON'S “‘Siteflo” consists of 
resilient, brightly-colored plastic balls, impervi- 
ous to gasoline. These balls are in constant 
motion behind glass while the pump is in oper- 
ation. This provides a self-cleaning action for 
the interior of the “Siteflo” glass and attracts 
much favorable attention to the pump. 


4. The dials are extra large and compete!) 
illuminated. Panels above dials can display your 
brand name or the slogan “Drive Safely.”” Pump 
is so designed as to be attractive with or without 


advertising globe. 


5. Into every RAPIDAYTON Series 1500 
Pump goes the accumulated knowledge of 42 
years’ experience building pumps, There is no 
substitute for this experience. 


We could mention many other features 
about this new and distinctive unit. The mere 
fact that a great many of the nation’s finest 
service stations are using new RAPIDAYTONS 
and constantly installing more is the best proof 
of this pump’s real popularity among actual 
users. 

When you install a new RAPIDAYTON 
with all its many advantages, you are putting in 
a piece of calculating equipment that delivers 
the desired amount of gasoline into the tank as 
well as computing and registering the price ac- 
curately and immediately as the gasoline flows. 
It is dispenser, adding machine and cash regis- 
ter. The new RAPIDAYTON Series 1500 is 
making its mark as a truly efficient business 
machine, 


* oe * 


We have considered the foregoing carefully. 
And we ask again, “Are we giving full value 
for the price we charge for our product?” 
And we answer again, “In no other product 
that we know of is there more value for the 
money than in the new RAPIDAYTON Series 
1500 Computing Pump.” 


The Dayton Pump & Mfg. Company 
Ohio 


Se ae 


President 


Dayton, 











fia 1, 7 Yds General Electric 


Resins, varnishes, shellacs 
and other liquids play an im- 
portant part in the manufacture 
of many General Electric products. 
The quality of these liquids must be 
high. And to make sure that shipments 
can be made with security from tampering 
Tri-Sure Closures* are used. 


Many firms in the first rank of American industry 
have used Tri-Sure protection since the inception 
of the Tri-Sure Closure in 1932. And during those 
17 years, hundreds of shipments of G-E chemicals 
have attested the efficiency of the Tri-Sure fange, 
plug and seal. 





Play Safe by Specifying 2 la 


So 
















has used 
Tri-Sure Closures 


in shipping 
/ RESINS 

/ VARNISH 

/ SHELLAC 

/ FORMEX ENAMEL 
/GLYPTAL SOLUTION 
/ HEAVY PAINT 


Leading manufacturers of 
products shipped in drums 
will not accept a substitute for 
Tri-Sure Closures*—because their 
experience has proved that there is no 
substitute for 100% security from leakage, 
seepage, tampering and contamination. You can 
give your shipments that kind of security — and 
give your product complete protection — by 
always specifying ‘“‘Tri-Sure Closures’’ when you 
order drums. 

* The “‘Tri-Sure’’ Trademark is a mark of reliability backed 
by 27 years serving industry. It tells your customers that 


genuine Tri-Sure flanges (inserted with genuine Tri-Sure 
dies), plugs and seals have been used. 





°@ On Every Drum Order 


CLOSURES 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 
TRI-SURE PRODUCTS LIMITED, ST. CATHARINES, ONTARIO, CANADA 
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DIVORCE AND SUPPORT—Sen. Gillette (D., Iowa) 
has enlisted some support in the House of Represen- 
tatives for his oil divorcement bills. However, several 
midwestern congressmen who have discussed the 
matter rather thoroughly with the Iowan and have 
said they would go along with him are not likely to 
drop companion bills into the House hopper until 1950. 


UNIFORMITY — Though exact details have not 
been divulged, it is known that Ohio’s state high- 
way director, T. J. Kauer, is hoping that a future 
meeting he plans to call will result in more uniform 
truck regulations in at least nine states in the East 
and Midwest. He contemplates a conference of high- 
way directors from New York, New Jersey, Pennsyl- 
vania, West Virginia, Kentucky, Indiana, Michigan 
and Illinois. Ohio would act as host to the meeting, if 
and when it materializes. Truck and trailer manu- 
facturers think well of the idea. 


A SOLVENT SOLUTION? — The Senate Banking 
Committee is giving consideration to a proposal that 
its investigation of gasoline price increases be ex- 
panded to include prices of solvents. Request for 
such a study was made to Chairman Maybank (D., 
S.C.) by a group. of North and South Carolina 
launderers and cleaners. 


SPRINGBOARD — Supreme Court decision in the 
California Standard exclusive dealing case was the 
cue for which the Justice Department was waiting to 
file its big antitrust suit against du Pont which 
involves allegations of exclusive dealing between Gen- 
eral Motors and U. S. Rubber and resort to such 
devices by du Pont itself. California case ruling also 
is expected to serve as the precedent for filing a 
number of other cases involving other industries. 
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ROUND ROBIN RAPPROCHEMENT What 
looks like an attempt at clearing the air on the di- 
vorcement issue may be found in the mounting pile 
of correspondence quietly being exchanged by mem- 
bers of National Oil Jobbers Council and officials 
of National Oil Marketers Assn. Letters started flow- 
ing back and forth after NOMA, which is all for 
outright divorcement and the sooner the better, took 
a critical view of NOJC’s stand on the problem. 
Central theme of the instigator of the exchange 
reportedly is that the two groups should reconcile 
their differences, get together on a central program 
because, after all, aren’t all jobbers in the same 
boat ? 


SELLING OIL CHANGES—AMidwest division of one 
major oil company appears to have hit on the right 
formula for selling oil changes. Division representa- 
tive told NPN that intensive training campaign for 
service station personnel emphasized, among other 
things, importance of selling motorist on 1,000-mile 
chassis lubrication. Recommendations of car manu- 
facturers—which call for 1,000-mile chassis lubrica- 
tion—are used to push sale of lube job. Once cus- 
tomer becomes regular lube bay caller, next step is 
to ask if he doesn’t want oil changed while car is on 
the lift, or over the pit. Station personnel reports in- 
dicate sales resistance at this point is most vulnerable. 
As a result of this approach, stations in this partic- 
ular division report motor oil sales have gone up to 
2% of gasoline volume. 


FRENCH SURPLUS—Some oil trade sources de- 
clare the French now have an exportable surplus of 
both heavy fuel and Diesel fuel. They point to recent 
sale of Diesel made to India recently, and French 
offers of residual for shipment to “other countries.”’ 
They further question if ECA funds will now be 
authorized for purchase of either product in the U. S. 
by the French in view of the turn of events. French 
buyer is in the U. S. market currently for a cargo 
of gas oil. 
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While it is axiomatic that return on investment—the ultimate earning power of a refinery unit when actually on stream— 
is the only true evaluation of competitive engineering recommendations, initial plant costs remain a major factor in 
refiners’ decisions on plant installations. M. W. Kellogg takes specific steps to minimize initial plant costs consistent 


with the achievement of highest ultimate earning power. 
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HOW A GIANT BENDER 


In today’s huge Fluid cat-crackers, catalyst lines are a 
transportation system for the equivalent of some 600 
freight cars of material every 24 hour period. Fabrica- 
tion of pipe big enough to handle this job (up to 60 
inches in diameter) has always been time-consuming 
and expensive. 


First, the curved pipe has always been tediously 
formed by welding together several, carefully-mitered 
sections. And then, the resulting irregular contour re- 
quired the field-installation of wear plates to absorb 
erosion during on-stream periods. 


To accomplish fabrication economies in this important 
part of the modern “cat”, Kellogg’s mechanical and 
metallurgical specialists produced something that had 
never been made before. They made continuous one- 
piece bends—in diameters up to 96 inches—by creating 
an exclusive pipe-bending machine. 

All latitudinal welding, all special mitering is elimi- 


nated. In addition, because the insides of these new bends 
are smooth and in a continuous arc, wear plates are un- 











LOWERS “CAT” COSTS 


necessary ... reducing field labor on just this one refinery 
part by more than 50%. 

Thus the giant bender brings initial savings in addi- 
tion to long-term protection . . . providing improved 
operating characteristics, radically lower maintenance 
costs and a reduction in down-time during turn-arounds. 

This accomplishment could result only from pooling 
the talents and knowledge of an integrated organization, 
such as Kellogg, which includes fully-staffed groups 
versed in all phases of refining 
engineering, equipment fabri- 
cation and plant construction. 
Savings shown in this case his- 
tory reflect only a small part of 
the overall opportunity for 
lowering costs, but they do em- 
phasize that completeness and 
integration of the engineer-con- 
tractor are the soundest ap- 
proach to LOW INITIAL PLANT 
COSTS. 





tHE M. W. Kextoce Company 


A SUBSIDIARY OF PULLMAN, INC 


ENGINEERS TO THE PETROLEUM INDUSTRY 
HOUSTON 


JERSEY CITY LOS ANGELES TULSA 


TORONTO LONDON PARIS 
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A. L. Nicker- 
son of Socony- 


Vacuum, and 
Sen. Charles H. 
Tobey, the rambunctious New Hamp- 
shire Republican, are going to fill 
this space this week. 

The reason why is that the ex- 
change between the two, during Mr. 
Nickerson’s able presentation before 
the Senate Banking Committee last 
week, offers as good an illustration 
as you'll find anywhere of what has 
been going on in the public mind 
since reading in a national magazine 
that motorists would do better using 
regular than premium gasoline. 

Jt will appear from this exchange, 
in the form of questions and answers, 
that Sen. Tobey is as confused as the 
next car owner; also that he is as 
anxious to find the right answer to 
what, after all, is a matter of proper 
concern. 

Whether by his answers Mr. Nick- 
erson dispelled entirely the senator’s 
doubts you will have to decide for 
yourselves. We present: 

Sen. Tobey—The Reader’s Digest 
of April, 1949, contains an article 
saying the consumer is a fool to buy 
so-called high test, premium gasoline 
as opposed to regular when the latter 
fuel is just as good and a car oper- 
ates as well. The question is this: 
How the profit ratio compares on 
your premium gas with the ordinary 
gas? 

And Mr. Nickerson We make 
more money on premium. 

Q. Is that a true statement that 
people are fools to buy high test 
gas? 

A. I most certainly do not agree. 

Q@. And will ordinary gas work as 
well for a car and operate as well? 

A, No, sir. 

Q. In what respect won’t it? 

A. I don’t agree with what Read- 
er’s Digest has to say. 

Q. Did you read it? 

A. I did; yes sir, and I have heard 
a great deal about it. As to whether 
or not you should buy premium gaso- 
line depends entirely on the type of 
automobile that you use, its mechan- 
cal condition, and the way you drive 
t. I have a car which works as well 
on regular gasoline as it does on pre- 
mium. 

Q. What make? 

A. A Dodge, and it is a ’46, and it 
hasn't its spark advanced and I just 
lrive around town. But if I had a 
‘ar with a compression that exceeds 
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WASHINGTON—By Herbert A. Yocom 


Premium Gasoline Controversy 


Crops up in Senate Probe 


7.5 to 1, I would most certainly use 
premium gasoline. 

Q. Especially for long trips? 

A. Yes. 

Q. What would you say about a 
Mercury ? 

A. I would say premium for a Mer- 
cury. 

Q. That is what I am using. I feel 
better now. 


(At this point, Sen. Cain (R., 
Wash.) laughingly whispered in an 
aside to Tobey: “You're getting a lot 
of free advice here.” Tobey agreed, 
and then, with a grin, remarked to 
Cain, “That’s about all we're going 
to get out of this investigation.”’) 

Resuming 


Sen. Tobey—Do you know Ernest 
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O. Thompson of the Texas Railroad 
Commission. 

Mr. Nickerson—I have heard of 
him. I never met him. 

Q. Is he looked upon as an au- 
thority? A good man, is he? 

A. I think so. 

Q. Would you take anything he 
said at par? 

A. I would not think so for any- 
body. 

Q. This is what he said: (quoting 
from General Thompson’s testimony 
before the same committee during 
the 80th Congress in which he stated 
the motoring public is spending 2c 
per gal. more for premium “and get- 
ting nothing in return, just a little 
antiknock). That is gospel, is it not? 

A. No sir. 

Q. Is that heresy? 

A. I would say so, yes sir. 

Q. When he reads Reader's Digest 
and the statement by a member of 
the Texas Railroad Commission, 
what is John Q. Public going to 
think about it? 

A. He will use his judgment and 
buy what he thinks he ought to. 





Among major 
company market- 
ing executives 
there’s a strong 
feeling that the jobber and distribu- 
tor of heating oil in the Northeast 
has an obligation to both the industry 
and the public to discharge in the 
matter of summer fills. 

And there are those, within and 
without the majors, who suggest that 
performance of this “duty” isn’t 
likely to be accompanied by pain in 
the region of the pocketbook at- 
tributable to the workings of the 
price climate. 

(One trade source of our informa- 
tion, outside the majors, is even will- 
ing to bet that the price of No. 2 
fuel isn’t going down any more. He 
may or may not be wrong. But, of 
price, more later.) 





Mr. Bjorkback 


* > * 


The average marketing official of 
the big East Coast supplier feels—as 
he might be expected to—that the 
next move is up to the jobber and 
distributor, now that most suppliers 
here have brought forth their price 
protection plan. 


ATLANTIC COAST—By Raymond E. Bjorkback 


Lag on Summer Fill Seen as 


Trouble Source for Winter 


But the average jobber and dis- 
tributor feels the plan affords too 
little protection (see June 29 NPN, 
p. 9), and No. 2 just hasn’t been mov- 
ing, except in some rare instances. 

Citing this latter fact, this execu- 
tive and that one declares that if 
resellers’ storage and consumers’ 
tanks don’t get filled while both 
product and transportation are avail- 
able, spot shortages of both are most 
likely to develop later, to the dis- 
tress of the consumer and the em- 
barrassment of the entire industry. 

They are recalling, of course, the 
embarrassment of winter before last, 
the hue and cry over that season’s 
“shortages.”’ 

* . * 

They point out that refinery runs 
to stills have been cut back in the 
overtaking of demand by supply, re- 
finery yields of gasoline have been 
maximized for the season and yields 
of fuel oil thereby minimized, several 
Independent Gulf Coast refiners have 
been, and remain, shut down, and 
there has been, and still is, consider- 
able cracking of distillates for gaso- 
line. 

Also, as one marketing vice presi- 
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dent puts it, “you can’t make three 
months’ deliveries in one.” 


He insists it is “the patriotic duty 
of the jobber to co-operate so there'll 
be no jam like the one everybody was 
in two years ago,” and thinks “it 
would be a grave mistake on the part 
of the jobber” if he doesn’t fill his 
own tanks and persuade his cus- 
tomers to fill theirs. He’s glad the 
price protection plan was advanced 
early in the game. 


He emphasizes he isn’t indicting 
anyone for a failure not yet com- 
mitted, that jobbers and distributors 
yet may close the industry’s ranks in 
this respect. The plan, he submits, 
should suggest that the jobbers’ 
problems have been “taken to heart,” 
and that “we've tried to come up 
with something.” 


Another company’s marketing ex- 
ecutive, expressing himself similarly, 
decries the price protection plans as 
“unsound” from both an economic 
and social standpoint. Others call it 
“a bad precedent” or “not a good 
way to do business” or speak of it 


as something ‘“‘we had to do” because 
storage was needed. 

“What about next year? Will more 
storage be available?” 

Several of the officials canvassed 
said their companies will be in a bet- 
ter position in this respect. One 
cited storage already added and pipe 
lines built. Another’s company was 
“putting up additional storage at 
terminals and has more terminals in 
view.” A third said plant facilities 
and other tanks have been, and are 
being, installed by his company to 
keep pace with “the normal increase 
in business we expect to do each 
vear.” 

The official who describes the price 
protection idea as unsound, expresses 
the conviction that No. 2 fuel prob- 
ably has dropped in price all it’s 
going to. He wouldn’t, however, ven- 
ture to predict that it will go up in 
the heating season. Another sug- 
gested that it might. 

The man who'll lay you a bet that 
it isn’t going any lower refers you 
to the way refineries are operating 
and aren’t-—and cites particularly the 
cracking of distillates to provide 
more gasoline, 








Jobbers and 
distributors say 
the key has been 
turned only par- 
tially in unlocking one of the big- 
gest buying strikes the Midwest has 
ever seen. Summer-fill programs 
with price incentives and “price pro- 
tection” are only a step toward open- 
ing the consumer’s door according to 
a nine-state survey of jobber and 
distributor opinion made by this re- 
porter. 

Resellers say they are amused by 
refinery salesmen who talk “short- 
age’ for next winter and at the same 
time try to sell fuel oil from surplus 
refinery stocks. These resellers can- 
not see a shortage on the horizon, 
they say, when suppliers’ tanks are 
bulging now and there remains per- 
haps another 100 days of production 
ahead before call for product can be 
considered important. 

* * * 


Mr. Holman 


This bottleneck of price and sup- 
ply in distillate fuels may have been 
aggravated to some extent by the 
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MIDWEST—By Frank Holman 


Summer Fuel Oil Fill Incentives 


Are Inadequate, Jobbers Declare 


recent “incentives” offered by refin- 


ers, for the evidence indicates their 


plans, so far, are not meeting with 
reseller acceptance. In other words, 
jobbers say, refiners have missed 
their marks by wide margins. 

Although it is still early in the 
season, there is nothing now to indi- 
cate there will be any change of di- 
rections in jobber thinking, which 
there must be if any of the present 
plans are to succeed. 

Generally these resellers, who ap- 
pear to have control of the present 
fuel oil market, say recent cuts at 
Minneapolis and Chicago are only 
part of what is needed to start oil on 
its way to the consumer tanks. 

While several jobbers said they 
were unable to define accurately 
“what was wrong,” they did say 
that price and tightening of ready 
cash ‘‘seemed” to be basic both with 
their customers and themselves. 

* * * 

A well known Midwest jobber gave 

four reasons why he was not filling 





his tanks now. His reasons, which 
generally summarized popular think- 
ing among jobbers were: Product 
cost will have to come down. He 
could see no reason to tie up his 
money when he already was guaran- 
teed price protection. Why should 
his customers take a chance when 
they were losing nothing by waiting. 
It was also a matter, he said, of 
extending credit and additional book- 
keeping cost to fill customers now 
with the possibility that prices will 
come down. 


* * * 


A distributor with big storage in 
a large city gave eight reasons why 
his storage level was at an “all-time 
low.” 

By subjects his reasons were: 


1. Credits—-Additional bookkeep- 
ing expense created by the plans 
and the matter of tying up a big 
sum for months. 


2. Customer credit—Still generally 
good, but accounts are slower so why 
establish a precedent of long-due ac- 
counts. 


3. Experience—Last winter's ex- 
perience of buying high and selling 
at continually declining prices. (This 
was mentioned by most of the larger 
fuel oil marketers). 


4. Production There remains 
three months or more before product 
will actually be needed for heat in 
his marketing area. 

5. Incentive—If everyone fills now 
there will be no incentive for the re- 
finer to lower his price. 


6. Spot market—If his supplier 
would agree to sell him at the open 
market price for products instead of 
@ contract price established above 
the spot level, he would fill immedi- 
ately. 


7. Crude—He strongly believed 
crude prices will drop before the end 
of summer, bringing a reduction in 
distillate prices. (A widespread opin- 
ion ameng jobbers.) 


8. Recent reductions—-Recent price 
reductions and summer-fill discounts 
at Minneapolis and Chicago emphas- 
ized that prices might come down 
even more. It was generally felt 
that prices ‘certainly can’t go up” 
as the momentum in the opposite 
direction was too great. 


* * * 


A bill to increase the Illinois state 
tax on gasoline from 3c to 5c per 
gallon met with defeat in the last 
hours of the General Assembly here 
last week. 

Unless a special session is called 
by the governor, the gasoline tax 
question is considered dead until the 
State Legislature reconvenes in 1951 
when it is expected to be reintro- 
duced. 
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In the West, 
the OWIU (CIO) 
Mr. Breese is laying the 
groundwork for 
long range program which has a 
two-point objective: a 36-hour week 
and a $100-a-month pension plan. 
Last week the bellwether of the 
Southern California units, Local 128 
of Long Beach, voted to adopt that 
program. District leaders conferred 
with OWIU President O. A. (Jack) 
Knight during his short visit here. 
Although his visit was.described as 
“routine”, it coincided with com- 
mencement of a series of elections by 
the individual locals to accept or re- 
ject the objectives. Local 128 was 
the first to discuss and buy the pro- 
gram. 
OWIU was not expected to try to 
force its program on the oil com- 
panies, and no main-line action was 


anticipated during the foreseeable 
future in the West. A reliable union 
source said the OWIU objectives 


would be raised as negotiations come 
up to cover expiring contracts. 

Although contracts with National 
Supply Co. and Wilshire Oil Co. ter- 
minate in July, the union is not ex- 
pected to make its demands on them 
at this time. The same source said 
union leaders feel they would be criti- 
cized for unfair tactics if they made 
a guinea pig of one of the smaller 
companies on such an important is- 
sue. 

Until a test case arises, OWIU 
leaders will carry out an active cam- 
paign to promote and merchandise 
their twin objective so it will be un- 
lerstood by members and so it may 
be acceptable to the companies. 

Unemployment among oil workers 
s becoming critical, and an estimat- 
d 2,000 are now idle in California, 

R. Thornbury, OWIU international 

epresentative told NATIONAL PETRO- 
EUM NEWS. 
Mr. Thornbury said that figure rep- 
sents about 6 to 7% of the total 
‘orkers. He said the situation start- 
| getting critical about four months 
go and has been growing steadily 
orse. With production declining 
nd surpluses mounting, Mr. Thorn- 
iry said the outlook for oil workers 
dismal and more unemployment is 
kely. 

The OWIU leader ascribed the sit- 

ition to importation of low-priced 

ude oil from abroad and to slack- 
ning domestic consumption. “Ee 
sed to be that California supplied 
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PACIFIC COAST—By Frank Breese 


OWIU on West Coast Lays Plans 


For Shorter Week and Pensions 


Arizona, New Mexico and Nevada,”’ 
Mr. Thornbury said. “We don’t do 
it now because Texas supplies them. 
The Gulf area takes the cheap crude 
oil from overseas, and they can proc- 
ess it for less than we can in Cali- 
fornia.” 

Unemployment has caught the 
OWIU in California on the rebound 
from its costly strike last autumn 
which worked economic hardships on 
members who went without pay for 
two to four months. 

By the time the strike ended, 
OWIU had built up a California wel- 
fare fund of over $200,000 from con- 
tributions all over the country. This 
enabled the union to protect its mem- 
bers from distress such as loss of 
property and inadequate food sup- 
plies, according to Mr. Thornbury. 

Now the welfare fund is available 
to provide the unemployed with re- 
lief when the cases require it. 

Six months ago, the oil workers’ 
strike ended, but the after-effects are 
still here. Mr. Thornbury sized up 
the situation this way: 


1. Locals are busy rebuilding mem- 
bership. He said membership in in- 
dividual locals.is healthier than be- 
fore the strike and the outlook for 
union strength is described as “op- 
timistic.” 

2. OWI1U has switched its original 
intention of disciplining members who 
crossed picket lines. It was decided 
that many did so because of confu- 
sion or economic concern. 

About 50 members were dealt 
with, said Mr. Thornbury, because 
they were “Communists, fellow trav- 
elers or saboteurs.”’ Their chief role 
in the strike was organizing and en- 
couraging back-to-work movements. 
They have been expelled from OWIU 
as punishment, Mr. Thornbury said. 

3. Reinstatement of members who 
were dismissed by various companies 
for their strike activities is one of 
OWIU’s big tasks. Procedure is for 
hearings held before regional NLRB 
representatives to record individual 
grievance cases. Records are sent to 
Washington for review and judg- 
ment by an NLRB panel. Since this 
may be a long-time process, out-of- 
court settlements are being sought 
by the union. So far, an agreement 
has been reached with Lloyd Oil 
Corp. 

+ x * 

Action by Standard Oil Co. of Cali- 
fornia in cancelling its crude oil pur- 
chase contracts was viewed in re- 
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sponsible oil quarters as most signifi- 
cant step taken in California since 
crude surpluses posed a problem. 

Several companies have shut in 
wells, but this was the first wide- 
spread move to meet the problem by 
forcing curtailment of production on 
an equitable basis. Price cuts already 
have worried heavy crude producers 
who feel that further price slashes 
will be ruinous. 

California production reached a 
new low of 918,500 b/d for the year. 
The decline from an early-year av- 
erage of 950,000 b/d doesn’t ap- 
proach the wholesale slashing in Tex- 
as. But it is a graphic reflection of 
the rather sharp voluntary reduction 
effected in the past two months when 
over-production has been felt most. 

* * * 

Self-serves scored another victory 
in California. In the San Francisco 
Bay area, City Council of San Lean- 
dro voted 3 to 2 to authorize a self- 
service station to operate within 
town limits. The station will be op- 
erated by Heaton Co. which controls 
several self-serve stations in San 
Jose (California). 

7 * * 

Cut-rate shale gasoline has been 
forecast as a real possibility. 

In San Francisco, W. C. Schroeder, 
U. S. Bureau of Mines, told American 
Society of Mechanical Engineers that 
gasoline and other liquid fuels can 
now be produced synthetically from 
shale oil for as little as 8.4c a gal- 
lon. He said similar fuels can be 
made from coal for 9 to 12c a gallon. 

* * * 

Construction on a new gas pipe 
line from Texas to Northern Cali- 
fornia began last week. Ground was 
broken in the hills near Hollister, in 
the San Francisco Bay area. Pacific 
yas & Electric Co. plans to use the 
line to pipe natural gas from Texas 
and New Mexico fields, nearly 1600 
miles away. First deliveries are ex- 
pected Jan. 1, 1951, at the rate of 
150,000,000 cubic feet daily. 

. * * 

Richfield Oil Corp., affiliate of Sin- 
clair Refining, has started distribut- 
ing “rust-proof” gasoline. Describ- 
ing it as the “world’s first rust- 
proof” gasoline, Richfield said that 
both premium and regular grades 
contain an anti-rust compound called 
Sinclair RD-119. Richfield claims 
that the rust-fighting compound pre- 
vents corrosion and rust in the gas- 
oline tank, gasoline lines, fuel pump, 
carburetor and manifold. Sinclair 
began marketing “rust-proof” gaso- 
line in the East some time ago. 
Richfield said the price is unchanged. 

Six weeks ago, Richfield followed 
the super-premium trend by intro- 
ducing its new premium fuel which 
it called “rocket action’ and de- 
scribed in general terms as the top 
premium on the market. 
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Tank Truck Driver of 1927 Owns Three Companies 


Heads lowa Jobbers 


New president of the Iowa Inde- 
pendent Oil Jobbers Assn. is E. F. 
“Ed” Bock of Garner, who started in 
the oil business as a tank wagon 
driver 22 years ago and now owns 
three prosperous business concerns 
in northern Iowa. 


Mr. Bock was born on an Iowa 
farm near Klemme in 1905, attended 
public schools in Klemme and was 
graduated from Garner High School 
in 1922. He attended the State Uni- 
versity of Iowa for one year but 
then decided he wanted to become 
an oil man. 


He first took a job with Standard 
Oil Co. (Indiana) as a tank wagon 
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Mr. 


driver, which he held for one year 
before becoming an Independent job- 
ber in 1928 when he founded the 
Bock Oil Co. in Garner. He gradually 
built up the bulk plant until today it 
has a capacity of 73,000 gals., serv- 
ing his own station as well as sev- 
eral others. 

In addition to selling Mid-Conti- 
nent petroleum products to stations 
and farmers, Mr. Bock serves six 
airports in the Garner area with Pure 
Oil aviation products. Besides the 
30ock Oil Co., Mr. Bock owns the 
Bock Transport Co., which operates 
four units and delivers 12,000,000 
gals. of gasoline and fuel annually 
to jobbers in northern Iowa, and the 





Bock 


Bock Motors, which sells and services 
Pontiac cars. 


Mr. Bock has been a member of 
the Garner City Council for 10 years, 
is secretary of Garner Airways, Inc., 
is a past master of Masonic Lodge 
A.F. & A.M. No. 319, and a member 
of the official board of the Methodist 
Church. He has been a director of 
the Iowa Independent Oil Jobbers 
Assn. for the past 12 years. 


He has a private pilot’s license 
and has more than 200 hours flying 
time. He and Mrs. Garner are the 
parents of two girls, Mary Margaret, 
a high school junior, and Virginia, 
a seventh grade student. 
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‘Gas’ Price Hike Defended 
In Face of Attacks on Oil 


Nickerson Tells Senate Group Composite Oil Price 
Less Than Year Ago; Jobber Hurls ‘Squeeze’ Charge 


By NPN Staff Writers 


WASHINGTON Launching its 
probe of gasoline price increases 
and the reasons therefor, the Senate 
Banking Committee last week heard 
a welter of charges to the effect that 
the oil industry is “fleecing’’ con- 
sumers and putting the “squeeze’”’ on 
its jobber members. 

At the same time, from a volunteer 
witness it received the lone defense 
by any major company of recent price 
trends and industry profits. 


He was A. L. Nickerson, director 
in charge of domestic marketing for 
Socony-Vacuum. What he had to say 
consumed the better part of two 
sessions of the committee and, at the 
windup, won the plaudits of the act- 
ing chairman, Sen. Sparkman (D. 
Ala.) 


Wins Committee Praise 


“We are indebted to you for com- 
ing,”’ the senator told Mr. Nickerson, 
complimenting him for his presenta- 
tion and noting for the record that 
he was the only major company of- 
ficial to volunteer to appear before the 
committee. 


The charges against the petroleum 
industry of “fleecing’’ and ‘“‘squeez- 
ing’ were hurled in the opening of 
a two-day hearing before the Senate 
Committee. They were made, re- 
spectively, by the CIO Maritime Com- 
mittee and W. L. Heinz, secretary of 
the South Carolina Oil Jobbers Assn. 


Speaking for the CIO group, Hoyt 
Haddock accused the industry of 
“fleecing the American consumer” 
by not passing on him the savings 
derived from operations of tankers 
under foreign flags, while Mr. Heinz 
contended the jobber has been “in- 
jured” rather than benefitted by 
increasing motor fuel prices. 


Large Profits Cited 


The South Carolinian went on to 
assert that jobbers have not parti- 
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cipated in what he described as large 
profits earned by the big oil com- 
panies. These profits, he continued, 
pose a threat to the continued ex- 
istence of the jobber. 


Mr. Heinz stated his belief that 
refinery and pipe line expansion “has 
been practically completed, so _ it 
seems logical that the profits are 
going to expand markets at the ex- 
pense of the jobber. If this con- 
dition continues the big companies 
will become bigger and the oil jobber 
will be eliminated.” 


Turning his attention to the in- 
dustry price structures, Mr. Heinz 
told the committee he believes they 
are “artificial” and “rigged’’ through 
control of production allowables, pri- 
marily in Texas. 


“Just as certain powerful interests 
have developed enough power,” he 
asserted, “to stop the production of 
coal when prices begin to sag, 
through so-called layoffs agreeable to 
both management and labor, so have 
the oil producing states with federal 
and oil industry concurrence devel- 
oped the power to shut off produc- 
tion of oil as ower-supply tends to 
weaken prices.” 


Total Barrel Brings Less 


In defending his company’s prices, 
Mr. Nickerson told the committee 
that despite recent hikes in motor 
fuel prices on the east coast, Socony’s 
customers are “paying a net of 0.567c 
per gal. less for a composite gallon 
of petroleum products than they did 
a year ago.” 


Besides Mr. Heinz, Mr. Haddock 
and Mr. Nickerson, other witnesses 
before the committee were Jeremiah 
Courtney of the American Taxicab 
Assn.; L. A. Rubing, Michigan Good 
Roads Federation; and L. C. Halvor- 
son the National Grange. In addi- 
tion, statements for the record were 
submitted by Batson Hewitt, presi- 
dent of Coastal Terminals, Inc., Char- 


leston, S. C., and the American 
Automobile Assn. 

Following the two-day session, the 
hearings were recessed until later in 
July or early August. 


AAA Officials Fail to Appear 


Absence of any representative of 
the AAA brought a tart question from 
Sen. Capehart (R., Ind.) as to why 
they were not present, inasmuch as it 
was his opinion that the AAA had 
touched off the investigation with its 
original complaint on gasoline prices. 

Chairman Maybank (D., S. C.) re- 
marked that top AAA officers had sent 
in a letter, stating they were unable 
to attend and would like to sub- 
mit a statement in lieu of an ap- 
pearance. 

In its statement the AAA indicated 
somewhat less indignation over gaso- 
line prices than was exhibited last 
spring when it addressed a hot letter 
to the API, demanding to know the 
reason for increases. The AAA re- 
lated API President Boyd replied that 
because of antitrust laws, the API 
had to be “deaf, dumb and blind” on 
the subject of prices. 


Statement Submitted 


Then, the AAA stated: 

“It was suggested at the time that 
we ask the companies involved for 
an explanation. However, the AAA 
decided not to put itself in position 
of attempting to police the price poli- 
cies of any individual company doing 
business in the U. S. 

“Several explanatory § statements 
subsequently issued by company 
spokesmen have come to our atten- 
tion. Your committee is in a better 
position than we are to evaluate 
these statements. Generally speak- 
ing, they were along the following 
lines. 

“First: While profits of oil com- 
panies have shown substantial in- 
creases for the past few years, this 
trend has been changed and with 
few exceptions oil companies have 
reported substantially smaller profit 
margins during the first three months 
of this year. 

“Second: While gasoline stocks are 
higher than last year, the total in 
terms of day’s supply is not much 
greater and the gasoline situation is 
somewhat tight. 

“Third: The increase in the price 
of gasoline was not so much an effort 
to recoup losses resulting from the 
decrease in price for fuel oil, but was 
undertaken in order to keep marginal 
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producers operating at a time of 
strong gasoline demand.” 


Discuss Cut in Allowables 


The AAA called slashes in Texas 
allowables to the attention of the 
committee, declaring that ‘“‘whatever 
may have been the purpose of the 
cutbacks in allowables and the re- 
duction in imports, the effect has 
been to prevent a drop in the price 
of crude.” 

Mr. Nickerson, in explaining the 
drop in consumer prices for the total 
product of his company, told the in- 
vestigators: 

“This is the equivalent of $14,318,- 
000 at an annual rate for all of 
Socony-Vacuum’s customers on the 
East Coast only.” 

He explained that while consumer 
today is paying 1.26c per gal. more 
for gasoline, he is able to buy kero- 
sine and No. 2 heating oil for 1.5c 
less than last year and fuel oil for 
2.75¢ less. Also, he presented a chart 
showing that not only does cost of 
a composite barrel of these four prod- 
ucts fall below government’s Cost of 
Living Index, but that since Jan. 1 
it is falling more rapidly than other 
items. 

As for why Socony initiated last 
April’s rise in gasoline prices, Mr. 
Nickerson said his company moved 
because it was under necessity of try- 
ing to stem a “disturbing downward 
trend” in earnings resulting from 
decline in refinery margins. This last 
was brought about, he said, by price 
decreases on fuel oils while costs of 
crude, wages and materials remained 
unchanged. And even though gasoline 
was increased in April, margin drop- 
ped to 48c per bbl. in May from 
March level of 59c and 1948 and 1947 
averages of 75c and 79c, respectively. 

“We do not believe,” said Mr. Nick- 
erson, “that any Gulf Coast refinery 
can operate profitably with this kind 
of a spread and at the same time 
pay gathering and_ transportation 
charges.” 


Profits Defended 


Socony official urged committee, in 
trying to appraise recent and current 
profits, to do so against a_ back- 
ground of “the social performance of 
our company and the industry.” 

“A high profit objectively viewed,” 
he said, ‘“‘might, in the eyes of many, 
be regarded as against the public in- 
terest if it merely enriched the 
owners. On the other hand, that 
same profit should be regarded quite 
differently if it is used for the public 
interest and to meet a public need. 
Thus viewed, our profits, we think, 
are justifiable on every consideration 
of public interest.” 

Mr. Nickerson continued that So- 
cony’s own profits for first four 
months of 1949 represented what he 
considered a “modest return” on in- 
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This chart shows the cost of living has increased far more than the price of gaso- 
line and fuel oil. It was presented by A. L. Nickerson, Socony-Vacuum, at the 
hearing before the Senate Banking Committee last week 


vested capital of about 9%, compared 
with 1948 rate of 13.1%, while for 
same periods the rates for the manu- 
facturing industry generally were, 
respectively, 18% and 78.9%. Despite 
1948 earnings, however, expenditures 
exceeded net profits by about $61 
million, and company had to turn to 
other sources for $81 million to meet 
these and other cash drains. 


Hewitt Gives Price Views 

Mr. Hewitt, in his statement said 
his company is being forced to discon- 
tinue its terminal business in Charles- 
ton. His firm previously had been 
described by Mr. Heinz as one which 
included some 78 jobber-stockholders. 
Mr. Heinz had said Coastal would 
lease its storage facilities to the 
Army on July 1. 

Mr. Hewitt in his statement de- 
clared: 

“Due to the price structure which 
exists today in our industry, our 
company has been forced to dis- 
continue the terminal operations in 
Charleston and has leased our stor- 
age to the government. Had our 
company not done this, it would 
have been operating at a loss today 
and eventually gone into bankruptcy 
or been forced to sell. 

“This is exactly what the major oil 
companies want and would like to 
see. This is just another example of 
ever-increasing concentration of eco- 
nomic power in the hands of a few 
companies who are in a position to 
control the industry from production 
to marketing. A substantial part of 
our nation’s crude oil is owned and 
controlled by ehout 20 of the largest 


oil companies. These 20 companies 
have the power to and do control the 
oil industry. 


“At Their Mercy” 


“We Independents are at their 
mercy. There is no such thing as 
an Independent oil jobber. The jobber 
is completely dependent on supplying 
companies. They govern his sup- 
ply. They govern his purchase price. 
They govern his selling price and 
even the quantity he sells. They 
govern his profit. Would this com- 
mittee consider that as monopoly?” 


Hewitt added that “So far as our 
company’s operation is concerned to- 
day the nucleus of the oil market is 
in New York.” 


He continued that from 1931, when 
he entered the oil business, until 1947, 
when Coastal Terminals went into 
active operation, prices at Charles- 
ton always were 0.3c or more higher 
than those prevailing at points from 
Savannah to Tampa. Since Coastal 
entered the picture, however, Charles- 
ton prices have averaged “one or 
more cents lower.” 


In this connection, Heinz earlier 
had told Sen. Tobey that posted tank- 
car price in Charleston was lowest 
from Gulf to Maine. For example, he 
said, tankear price in New Orleans 
is 11.5¢c per gal., and 12.1c per gal. 
in Savannah, while it is 11.1¢c per gal. 
in Charleston. 


Heinz said he could see no eco- 
nomic justification for higher prices 
at points nearer the Gulf than 
Charleston except that perhaps job- 
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bers “stepped on somebody’s toes” 
when Coastal Terminals was organ- 
ized. 

At one point in hearings, Sen. 
Tobey recalled that during 1947-48 
shortage of fuel oil in New England 
major oil companies chalked up a 
“wonderfully fine job” in co-operat- 
ing with his Commerce Subcommittee 
in setting up an emergency program 
for that area. 


Opposes Tanker Moves 


Mr. Haddock, in developing for the 
CIO Maritime Committee the charge 
that consumers are being ‘‘fleeced,”’ 
testified present tanker rates have 
resulted in transportation savings 
which alone should enable oil com- 
panies to reduce price of gasoline 
from 1 to 2c per gal. and fuel oil 
from 2 to 2.5c per gal. 

Main portion of his testimony, how- 
ever, was devoted to complaint that 
companies are transferring more and 
more of their tankers to foreign flags 
to evade American labor standards 
and avoid U. S. taxes. “Corrective 
legislation may be necessary,” he 
suggested. 

For the National Grange, Mr. Hal- 
vorson proposed to banking group 
that it give special attention to com- 
petitive situation in the industry. 

He said that in many areas farmers 
“have found it very wise” to go into 
oil business through the co-ops “in 
order to get petroleum products at 
a fair price,” adding: 

“We are forced to ask ourselves 
whether oil prices paid by farmers 
would not be even higher than they 
are now if it were not for the farmer 
co-operatives 2 


Taxi Man Complains 


Mr. Courtney, in his testimony, 
complained that taxicab operators 
are between the “twin millstones” of 
fixed rates and rising costs, with 
prices paid for gas and oil, apart 
from labor, by far the largest single 
item in the latter. Requesting that 
the committee “establish the reason- 
ableness or unreasonableness” of re- 
cent increase, he asserted the salva- 
tion of the taxi-owner is to tailor his 
expenses to his revenues—‘‘a de- 
crease in the price of gasoline is a 
salutary and, indeed an absolutely 
essential step in that direction.” 
Also, he read into record editorial 
from June issue of American Tavzi- 
cab Assn. News, which included this 
paragraph: 

“Who pulls the strings on gasoline 
pricing? Are the strings pulled up- 
ward on an industry-wide basis? Are 
the strings tuned to ‘all the traffic 
will bear?’ Do all the refiners sing 
the same tune, at the same time, 
with no dissonance, no discord, no 
variation? In short, is there any 
genuine competitive pricing in the 
gasoline industry? The public is en- 
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titled to know the answers, in the 
interest of survival of free enter- 
prise. 7 

Mr. Rubin, who read a statement 
in behalf of Harry T. Ward, pres- 
ident of the Michigan Good Roads 
Federation, entered the complaint 
that oil industry pricing policies 
“penalize Michigan motorists, and 
impede our highway progress.” He 
said that because Michigan has a low 
state tax on gasoline, evidence indi- 
cates the industry prices its gasoline 
higher there to offset lower prices it 
is in a position to charge in high 
tax states. 

“A reduction in the price of gaso- 
line based upon actual marketing 
costs rather than on prices influenced 
by tax rates in other states would,”’ 
he said, “tend to make an increase 
in taxes for road support in Michigan 
more acceptable. The petroleum in- 
dustry has consistently fought such 
increases. However, this is not the 
issue. Thus in Michigan the issue is 
whether or not the pricing policies 
of the petroleum industry will con- 
tinue to make Michigan motorists 
pay for road improvements in other 
states.”’ 


Sees Downward Trend 


In the cross-examination of Mr. 
Nickerson, he told Sen. Sparkman 
(D., Ala.) that it was his personal 
opinion that gasoline prices would 
not continue long at the present level 
and would, in the future, tend to de- 
crease. 

Mr. Nickerson also opposed state- 
ments, which were injected into the 
hearings by committee members, 
quoting the Reader’s Digest and E. 
O. Thompson, member of the Texas 
Railroad Commission, as advising 
motorists to use regular instead of 
premium grades of gasoline. 

The Socony-Vacuum official said 
individual motorist is best judge as 
to which type of gasoline to use, 
pointing out that some older cars do 
run all right on regular grades but 
that late model cars require a higher 
octane fuel. 


He noted that petroleum industry 
is not producing greater amounts of 
premium gasoline at the industry’s 
“whim” but is being required to do 
so by automobile manufacturers who 
are turning out cars with “advanced 
engines.” 

Before the war, Mr. Nickerson 
states premium gasoline amounted to 
about 20% of Socony’s gasoline pro- 
duction. “Today,” he continued, “‘it 
is over 40° despite the Reader’s 
Digest article.” He further said that 
on East Coast his company’s gaso- 
lines have octane ratings (ASTM 
Motor method) of 78 for housebrand 
and 84-85 for premium. 

Mr. Nickerson disagreed emphatic- 
ally with Mr. Thompson's claim that 
savings would be derived on grounds 
that it takes more crude oil to make 
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premium than it does for regular 
grades and that motorists could get 
along all right with housebrand 
types. 

Mr. Thompson, declared Mr. Nick- 
erson, is more of an authority on 
crude production than he is on refin- 
ing. 

At the other end of the Capitol, 
House J)emocratic leaders set the 
stage for a vote on the House floor 
July 6 on the O'Mahoney Pricing 
Practices Bill (S. 1008) following its 
clearance by the House Rules Com- 
mittee. 

The measure is certain to meet bit- 
ter opposition from Rep. Patman (D., 
Tex.), who despite the Rules Com- 
mittee action, is continuing his House 
Small Business Committee hearings 
on the bill in order to bolster his 
case in opposition. A _ statement 
from Rankin Peck, president of 
National Congress of Petroleum Re- 
tailers, was inserted in the record at 
Rep. Patman’s hearings. 

Mr. Peck called the bill a “be- 
trayal”’ of small business and said it 
would break down effective enforce- 
ment of antitrust laws. If Congress 
does decide to enact the measure, he 
urges restoration of the two Kefauver 
amendments, which were adopted in 
the Senate but dropped by the House 
Judiciary Committee. 

These provisions are aimed at “pro- 
tecting’” the decision of the Federal 
Circuit Court in the FTC-Indiana 
Standard-Detroit case, involving al- 
leged price discrimination under 
terms of the Robinson-Patman act. 


OWIU, Sinclair Agree 
Tentatively on New Pact 


Sinclair Oil Corp. and officials of 
Oil Workers International Union 
(CIO) have conditionally agreed on 
a new contract, NPN learned last 
week. New contract leaves wages to 
local-level treatment of any inequi- 
ties and otherwise reflecting OWIU's 
latter-day emphasis on welfare claus- 
es. Contract is subject to ratifica- 
tion by union’s membership. 

By its welfare clauses, contract 
opens the door to negotiation of a 
shorter work week and sets in mo- 
tion an inquiry into possibilities for 
a pension plan, NPN was told. In 
addition, agreement is said to call for 
liberalized vacation privileges and 
more liberal sick benefits. 

In Chicago, B. J. Schaffer, OWIU 
representative who sat in on negoti- 
ations, verified data obtained by 
NPN pertaining to liberalized vaca- 
tion and sick leave plans included in 
new pact. However, details of the 
agreement were not available at 
NPN press time. 

Meanwhile, in Los Angeles O. A. 
Knight, OWIU president, revealed 
that the union is seeking a pension 
plan calling for $100 a month for 
workers on retirement at 65. 
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Jobber Groups Attack FTC 
Adoption of Oil Heat Code 


By RAYMOND E. BJORKBACK 
NPN Staft Writer 


New England fuel oil men are fum- 
ing over Federal Trade Commission’s 
speedy approval and adoption of an 
“oil heating industry” trade practice 
code while the fuel oil men still were 
protesting at the mere prospect that 
such a code might be brought forth. 

“Phew, that probably will be record- 
ed as one of the fastest flights on 
record,” exclaimed one group of the 
indignant operators, Independent Oil 
Men’s Assn. of New England, report- 
ing in its official bulletin, The Digest. 

Then, as it looked about to see 
whether it was inextricably ‘behind 
the eight-ball” of the code, the Bos- 
ton-based association was _ jarred 
again. It was asked by the un- 
heeding FTC to help it distribute 
copies of the final code draft to the 
very operators whose objections this 
association and three other groups 
had tried strenuously to impress on 
FTC. 


FTC Asks for List of Companies 


FTC attorney Karl Stecher ‘cor- 
dially” wrote the association’s ex- 
ecutive director, Joseph B. Wells, in- 
forming him the code was_ pro- 
mulgated on June 30, and requesting 
a list of New England fuel oil in- 
dustry members which the association 
has compiled. 

Mr. Wells had referred to the list 
in the final code hearing on June 20 
in an effort to persuade FTC’s rule 
makers that they hardly had notified 
all the New England fuel oil indus- 
try of its code intentions when it 
wrote from a 2,400-name mailing list 
of both oil burner and fuel oil oper- 
ators. Mr. Wells had pointed out 
that he had a list of 3,600 names in 
the fuel oil industry alone. 

Asking for this list, Mr. Stecher 
said FTC wanted to “be sure that our 
list of members is complete’? because 
a copy of the rules “is to be sent to 
each industry member.” 


New York Oil Men Map Action 


Empire State Petroleum Assn, had 
anticipated promulgation of the code 
in its weekly letter to members of 
June 24. The letter suggested that 
the promulgation was ‘a foregone 
conclusion’’—-that the June 20 hear- 
ing, in Washington, had been held 
“simply as a matter of form to com- 
ply with established legal procedure.” 

Nevertheless, the New York State 
group is equally as indignant as its 
neighbor to the northeast. Empire 
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State’s assistant secretary, Cahrles 
Lockhard, says it, too, is seeking a 
way to alter FTC’s course, and plan- 
ning another editorial blast at the 
trade commission’s actions. 


Presumably, the swelling protests 
will be chorused by Atlantic Coast Oil 
Conference and National Oil Jobbers 
Council. Both of these organizations 
registered objections to the code 
through Harry B. Hilts, executive 
secretary of Empire State associa- 
tion. 


Code Becomes Effective July 30 


FTC brought forth the new code 
just 10 days after the Washington 
hearing, with only a few changes from 
the draft discussed there. Members 
of the commission had approved it 
just seven days after the hearing. 
If opponents’ protests continue to be 
of no avail, it will become effective 
July 30. 


Sought by the Oil Heat Institude 
of New England—without the support 
of the parent Oil Heat Institute of 
America—the new rules are in two 
groups. 


One calls for compulsory com- 
pliance and the second for voluntary 
observance. Compulsory rules are un- 
changed from FTC draft presented at 
June 20 hearing while voluntary com- 
pliance section has been rewritten to 
include the following two parts: 


A. “Cost records. It is the judgment 
of the industry that each member 
should independently keep proper and 
accurate records for determining his 
costs. 


B. “Rule compliance. It is the judg- 
ment of the industry that fair dealing 
and ethical business conduct call for 
a strict adherence by industry mem- 
bers to the principles of Group I rules 
(compulsory rules) in the entire con- 
duct of their affairs, and the indus- 
try recommends, that each member 
pledge his voluntary acceptance of 
the rules in this part.” 


FTC, in a statement on adoption of 
rules, defined their application as fol- 
lows: 


“The industry for which these rules 
are established is that engaged, in 
the New England states, in the sale 
or distribution at retail or direct to 
the consumer, and in the installation, 
servicing, or repairing, of heating 
systems, including the necessary 
parts, equipment, or appliances in- 
cident thereto, such as fuel tanks, 
fuel burners, furnaces, boilers, auto- 


matic controls, etc. Heating systems 
as covered under the rules are used 
for the generation, as distinguished 
from the distribution, of heat through 
combustion of domestic and indus- 
trial fuel oil. 


“Included also in the industry’s 
business is the sale and distribution, 
at retail or direct to the consumer, 
of fuel oil for consumption in heating 
systems of the type described. Mem- 
bers of the industry are the per- 
sons and concerns engaged in the 
above-described business in the New 
England states. 


“These rules are directed to the 
elimination and prevention of un- 
fair trade practices to the end that 
the industry, trade and the public 
may be protected from the harm- 
ful effects of such competitive meth- 
ods and that the conduct of busi- 
ness throughout the industry may be 
effectively maintened on a high plane 
of free and fair competition.” 


In introduction to compulsory rules, 
FTC stated that “appropriate pro- 
ceedings in the public interest will 
be taken” to prevent violations. 


Wisconsin Jobbers Study 
Plan to Go Co-operative 


MADISON , Wis.—Oil jobbers of 
the Wisconsin Petroleum Assn. are 
considering reorganizing to achieve 
tax advantages granted co-ops un- 
der Treasury Department rulings, 
according to one of its directors. 


Copies of a three-page opinion pre- 
pared by a legal advisor have been 
sent to each of the directors, he 
said. 


Meantime, association officers are 
watching steps taken by the lowa 
Independent Oil Jobbers Assn. in 
its reorganization to turn co-op, he 
added, but said his own association 
so far was undecided as to whether 
it was better to go co-op on an 
association-wide basis or aid each 
jobber who wanted to turn his 
business into a co-op on an individ- 
ual basis. 


By its action, the Wisconsin group 
is the second such association in 
the Midwest to say it was studying 
plans to reorganize on a co-op basis 
as initiated by the Iowa _ jobber 
group. 


Michigan Petroleum Assn. made 
known last month it was studying 
plans to convert to a co-op.(NPN 
June 9, p. 16). 


Iowa Independent Oil Jobbers 
Assn., the first jobber group to 
take steps toward conversion to co- 
op status (see NPN June 7, p.15), 
has called a board meeting for this 
week, at which time the board will 
be brought up to date on what has 
been done so far on the co-op issue. 
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Gasoline Contracts to 2 Suppliers 
Of Self-Serves in California Ended 


Special to NPN 

LOS ANGELES — Gasoline  con- 
tracts between two major West Coast 
oil companies and two big jobbers 
that supply self-service outlets ter- 
minated when renewal attempts 
failed, it was disclosed last week end. 


A contract between Standard Oil of 
California and the Eagle Oil & Refin- 
ing Co. (Los Angeles) expired on 
Tuesday, June 28. 


A contract providing for a proc- 
essing arrangement between Shell 
Oil and the Ben Hur Oil Co. (Whit- 
tier, Calif.) expired on Thursday, 
June 30. 

Termination of relations between 
Standard Oil and Eagle Oil drew an 
angry charge from J. D. Sterling, 
president of Eagle Oil, that Standard 
Oil cut off Eagle’s supply because 
the latter has become active in self- 
serve marketing in the past year. 

Shell and Ben Hur came to a quiet 
parting when the former announced 
that it was unwilling to continue the 
processing arrangement. 

A Standard Oil official told NPN: 
“Eagle was advised many times 
during the past year by Standard 
Oil officials that Standard did not 
intend to renew the contract. This 
warning was given so they could get 
another supplier. 


Declined Contract Renewal 


“When the expiration was immi- 
nent, Standard Oil offered to continue 
on a temporary basis at the same 
price that gasoline is sold to other 
jobbers. Eagle declined. 


“It was not a good contract for 
us, and that is why we did not want 
to renew under the same terms.” 

The following statement was is- 
sued by Eagle in the name of J. D. 
Sterling, president: “Eagle Oil and 
Refining Co. has been purchasing 
large portions of gasoline from 
Standard Oil of California for some 
seven years, They were assured by 
Standard Oil that this source of sup- 
ply would never be cut off. Relying 
on this assurance, Eagle closed its 
refinery and turned over its crude 
and other supplies to Standard Oil. 

“Standard Oil has tried to require 
Eagle to maintain a retail price 
schedule which Eagle in_ recent 
months has refused to do on the 
grounds that such price-fixing was 
‘ontrary to law. Eagle’s act in re- 
ducing prices to the public has in- 
curred the disfavor of the major 
oil companies and has resulted in 
Standard Oil cutting off Eagle’s 
supply of gasoline and other major 
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companies refusing to sell gasoline 
to Eagle except at unreasonable 
prices. 


Appeals to DJ 


“Eagle has appealed to the anti- 
trust division of the Department of 
Justice in Washington for their help 
in the fight to protect Eagle and the 
consuming public against the existing 
monopoly in the oil business.” 

Mr. Sterling told NPN: “Up until 
the last minute, I was told the con- 
tract would be renewed. Then they 
raised the price 2.25c a gal., an in- 
crease that was economically unac- 
ceptable. 

“The whole thing is that they 
don’t like self-service operations. I 
went into self-service operations last 
year, and they didn’t like that. 

“I am convinced that is the most 
economical way to market gasoline, 
and the practice is here to stay. I 
intend to keep on supporting the self- 
serve system.” 

Mr. Sterling said his company re- 
ceived 80% of its gasoline supply 
from Standard, amounting to $20,- 
000,000 worth of business annually. 


Says 600 Self-Serves Supplied 


Mr. Sterling said his company pro- 
vides gasoline for about 600 service 
stations throughout California, the 
monthly volume being 12,000,000 gals. 
Of the 600, he said, 300 are conven- 
tional stations and 300 are self- 
serves. About 200 of the self-serves 
are conversions from conventional 
stations while the other 100 were 
designed as serve-yourself units. 

Mr. Sterling estimated that the 
self-serves have three times as much 
volume as_ conventional stations 
serviced by Eagle. Of the 12,000,000 
gals. pumped monthly, he calculated 
that 9,300,000 gals. flowed through 
self-serve outlets and 2,700,000 gals. 
through conventional stations. 

Through a related company, Mr. 
Sterling said, he supplies stations 
with Olympic gasoline procured from 
General Petroleum Corp. Gasoline 
obtained from Standard carried the 
brand name of Golden Eagle. 

Because he has been unable to buy 
sufficient gasoline in California to 
keep the _ stations supplied, Mr. 
Sterling said he will procure gasoline 
from outside California. He expressed 
hope that ample supplies may be 
obtained in Texas. 


Ben Hur Contracts Expire 


Joseph Novelli, president of Ben 
Hur, told NPN that two contracts 


News of the Oil Industry 





his company had with Shell have ex- 
pired. The first, a crude oil pur- 
chasing contract, expired on May 31. 
The second, the processing arrange- 
ment contract, ended June 30. A 
third, residual fuel and distillate con- 
tract, runs until Dec. 31. Shell 
processed 120,000 bbls. a month for 
Ben Hur. 

Mr. Novelli said Shell officials re- 
ported that they weren’t interested in 
continuing the contracts although 
Ben Hur wished to renew the con- 
tracts. 

Ben Hur has supplied the Urich 
Serve-Urself Stations Co. with about 
half its gasoline requirements. 
Urich’s self serve company pioneered 
self-service stations in Southern 
California. The owner is George 
Urich. With Mr. Novelli and George 
Greyel, secretary, Urich is co-owner 
of the Ben Hur company. 

Mr. Urich receives half his gasoline 
through Ben Hur and the other half 
on the open market. 


No Advantage to Shell Now 


Mr. Novelli said he did not think 
that Shell let the contract end be- 
cause the gasoline was reaching 
self-serves. He said: “It was our gaso- 
line. We furnished the crude, and 
Shell processed it. 

“The gasoline processing arrange- 
ment was done as a convenience for 
us in return for a residual oil and 
distillate agreement. There was a 
heavy demand for residuals and distil- 
lates during the war. Now the situa- 
tion is different. Gasoline is very 
tight, and fuel is sloppy. So there’s 
no advantage for Shell to make 
gasoline for us when there’s such a 
big market for it and no market for 
residuals.” 

Ben Hur immediately started up 
its refinery which had been idle. The 
refinery in Signal Hill started op- 
erations at 2 p.m. on Saturday and 
went on stream Sunday, Mr. Novelli 
said. By July 10, the throughput will 
be 4,500 b/d. The refinery is expected 
to provide 1,300,000 gals. of gasoline 
a month. 

Francis B. Cobb, attorney for 
Eagle, said the appeal to the anti- 
trust division was in the form of 
notification of the situation and a 
request that the division investigate 
it. 
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Self-Serve Advocates in Seattle Seek to Put 


Station Ban Controversy on Election Ballot 


In a move which may in some 
measure provide a clue to public pref- 
erence, advocates of self-service gas- 
oline stations in Seattle, Wash., have 
demanded that the controversy of 
self-serves vs. conventional stations 
be placed on the ballot at the next 
election. 

Demand for a referendum vote in 
Seattle is the result of City Council 
overriding Mayor William F. Devin’s 
veto of an ordinance prohibiting self- 
serve stations in the city (see NPN 
June 22, p. 20). 

Self-serve proponents, headed by 
William H. Ferguson, attorney, and 
William C. Speidel, Jr., public rela- 
tions counsel, are circulating peti- 
tions to put the issue before the pub- 
lic at the next election. Primaries 
will be held Feb. 28, 1950, with gen- 
eral election following on March 14. 

Councilman Alfred R. Rochester, 
one of two members voting against 
overriding the veto, said during a 
radio round-table discussion broad- 
cast that the underlying reason for 
the decision against self-serves was 
economic rather than because of fire 
hazards involved. However, William 
Rois, state manager of the Wash- 
ington Gasoline Dealers Assn. told 
NPN that several conventional sta- 
tions in Seattle are competing with 
self-serves on price. With attend- 
ants operating pumps, they still sell 
gasoline 2 to 4c a gal. less than most 
regular dealers, Mr. Rois said, add- 
ing: 

“That proves it isn’t the economic 
problem we're fighting, but the fire 
and safety hazards.” 

Mr. Rois said the Washington as- 
sociation will seek bans in the rest 
of the state, “city by city and county 
by county,” and added that the asso- 
ciation is prepared to “fight to the 
finish.” 

Seattle is the fifth city in Wash- 
ington to ban self-serves, the others 
being Vancouver, Longview, Olympia 
and Everett. On the other side of 
the picture Bellingham stood alone in 
its recent refusal to prohibit them. 

Thurston County, of ,.which Olym- 
pia is the county seat as well as the 
state capital, is the only county that 
has taken prohibitive action. 

Proposal for a ban covering King 
County, of which Seattle is the seat, 
is being readied by Lake City Com- 
mercial Club, located in a_ suburb 
about five miles north of Seattle. 

One Lake City conventional oper- 
ator reports that he had pumped 
about 800 gals. of gasoline one Sun- 
day before a self-serve opened near 
him, but that on the following Sun- 
day he pumped only 35 gals. Mr. Rois 
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expressed the opinion that the drop 
was only temporary and would end 
when the novelty wore off. 


16 Self-Serves in State 


Total of self-serves in’ the state 
has risen to at least 16, nine of 
which are on Seattle’s outskirts, in- 
cluding those of Lake City. Ta- 
coma has two inside city limits and 
several are located around Pasco and 
Yakima in eastern Washington. 

Mr. Rois said that there were indi- 
cations that more self-serves were 
being planned for Tacoma, but that 
the City Council there was consid- 
ering a ban on the ground that they 
are a fire hazard. 

Meanwhile, in Norfolk, Va., Tide- 
water Automobile Assn. of Virginia 





declared itself ‘“‘very much in favor” 
of self-serves and “strenuously” op- 
posed to legislation that would elim- 
inate them. The association has com- 
pleted what it describes as a ‘“‘na- 
tionwide”’ survey on self-serves and 
in a letter to all motor clubs re- 
sponding to the survey, J. T. Tim- 
mons, managing director of the as- 
sociation, says that self-serves are 
“in the interest of the consumer 
since there is a reduction in price ot 
from 2c to 4c per gallon.” The let- 
ter states that although self-serves 
should be regulated by the tenta- 
tive rules presented by the Flam- 
mable Liquids Committee of the Na- 
tional Fire Protection Assn., never- 
theless, ‘‘when stations are self-oper- 
ated there is better housekeeping in 
that there is less spillage when fill- 
ing up as compezred to those filled by 
attendants.”’ 

Although there are no coin-oper- 
ated pumps in Norfolk, City Council 
has banned them. 


Antitrust Suit Seeks Divorcement of du Pont, 


General Motors from Tetraethyl Lead Business 


NPN News Bureau 

WASHINGTON Federal govern- 
ment on June 30 filed an antitrust 
suit in Chicago against E. I. du Pont 
de Nemours Co., General Motors and 
U.S. Rubber, seeking, among other 
things, to force du Pont out of the 
tetraethyl lead manufacturing busi- 
ness and to require General Motors 
to sell its 50% interest in Ethyl 
Corp. 

Antitrust suit spelled out in great 
detail how du Pont allegedly achieved 
a “protected market” for manufac- 
ture of tetraethyl lead and ethyl fluid 
through agreements with General 
Motors and Jersey Standard. 


Complaint also relates at some 
length how ‘when the Ethyl patent 
monopoly ended” on Dec. 31, 1947, 
du Pont managed by means of vari- 
ous agreements with General Motors, 
involving Ethyl Corp., to enter ethyl 
fluid distributing field “with a sub- 
stantial advantage over potential 
competitors.” 


Government’s prayer asks that the 
court not only require du Pont to di- 
vest itself of its business of making 
tetraethyl lead, ethyl fluid and ethyl 
chloride. but also that company “be 
perpetually enjoined from re-entering 
such business.” In requesting that 
General Motors be compelled to sur- 
render all interest in Ethyl Corp., 
government asks, too, that GM be en- 
joined from disposing of that inter- 
est to du Pont company, or any other 
defendants, including members of du 
Pont family. 

Court is informed by the com- 


plaint that during period prior to 
1938, du Pont company’s profits on 
the manufacture and sale of tetra- 
ethyl lead “in this protected market” 
approximated $34,000,000. From 1938 
to 1947, Ethyl Corp. is said to have 
paid du Pont an additional $47,000,- 
000 “in payment for its services in 
the manufacture of tetraethyl lead.” 

Also named in suit were Chrictiana 
Securities Co. and Delaware Realty 
& Investment Corp., vboui OL vwrh- 
mington, Del.; Pierre S. du Pont, 
Lammot du Pont and Irenee du Pont, 
all of Wilmington. Suit, which At- 
torney General Clark claims is “di- 
rected to the breaking up of the 
largest single concentration of indus- 
trial power in the U.S.,” charges that 
Christiana and Delaware are person- 
al holding companies of the members 
of the du Pont family and that these 
two companies hold a _ controlling 
stock interest in the du Pont com- 
pany. ; 

Suit further charges that du Pont 
controls yeneral Motors’ through 
ownership of 23° of latter’s stock 
and holds control over U.S. Rubber 
with 17° of its stock. Action calls 
for sale by du Pont family of all of 
their stock in U.S. Rubber; sale by du 
Pont and General Motors of their re- 
spective interests in Kinetic Corp., a 
manufacturer of refrigerants; and, 
cancellation of all existing contracts 
between du Pont, General Motors and 
U.S. Rubber relating to the sale of 
products, grant of licenses, agree- 
ments to license under patents and 
agreements providing for the ex- 
change of ‘““‘know-how.” 
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Editorially Speaking 








Oil Marketers’ Protests Mean Nothing as FTC Flaunts 
Authority by Ignoring Objections to Oil Heat Code 


LAUNTING its customary business-be-damned atti- 

tude, the Federal Trade Commission last week sud- 
denly adopted its fair trade practices code for the New 
England oil heating industry, to become effective on July 
30. This adoption came in the face of objections from 
four of the most important organizations of oil mar- 
keters in the United States-the Independent Oil Men’s 
Assn. of New England, the Atlantic Coast Oil Confer- 
ence, the National Oil Jobbers Council and the Empire 
State Petroleum Assn. 

There are several reasons why these organizations 
should pound at FTC’s door between now and July 30, 
demanding that the action be reconsidered. At the very 
least these oil groups should get from FTC a statement 
as to why their objections were blandly ignored. They 
should be told why FTC acted with shocking sudden- 
ness on an issue which has been so lightly explored. 

Harry B. Hilts, representing the Atlantic Coast Oil 
Conference and the Empire State association, put his 
finger on one of the big objections to the code when he 
pointed out that those abiding by it may find themselves 
in antitrust hot water turned on by the Department of 
Justice. Every oil man who remembers Madison will ap- 
preciate Mr. Hilts’ observation. 

A second objection is that businessmen cannot trust 
the Federal Trade Commission, if for no other reason 
than that its basing point-pricing cases showed either a 
horrible ignorance of American business or a desire to re- 
make our economic system. If this code goes into effect 
under the auspices of FTC and it doesn’t work to perfec- 
tion, will FTC rescind it or will FTC try to put oil heat- 
ing under further regulation? It doesn’t take a twen- 
tieth century prophet to answer that one. 

The probability that leftish John Carson of the co-ops 
will become a member of FTC certainly does not in- 
crease business confidence in the trade commission. There 
is the danger not only that Mr. Carson will be on the 
FTC, but that Mr. Truman’s subsequent nominees will 
be equally illogical. The next time he might name 
John L. Lewis, Hank Wallace or Charlie Chaplin. 

A third hooker is the chance that nice orderly com- 
petition policed strictly by FTC could push oil out of 
the heating market. What happens if, for example, a 
Waterbury, Mass. coal dealer, not under any code, makes 
claims and offers prohibited by the oil code? Or if a gas 
company furnishes “free” service? Are the fuel oil com- 
panies supposed to go quietly out of business, or can 
they fight back? And to which commissioner will they 
apply for permission to be competitive against other 
fuels? 

A fourth objection is that the code apparently would 
cover only about one-fourth of the companies in the oil 
heat business in New England. The others are in intra- 
state commerce only, hence untouched by any code spon- 
sored by a federal agency. 

As we understand it, FTC says it is developing this 
code system to enable business to help itself. The idea 
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is that businessmen get together and ask FTC to open 
the way for a fair trade practices code. That is what 
happened with the oil heating code, the Oil Heat Institute 
of New England being the advocate. The oil code is one 
of the first under this part-voluntary-part compulsory 
plan. 

But since the New England OHI made its proposal, 
important opposition has developed. The FTC, it would 
seem, is defeating its own purpose by trying to put 
through a code in an industry where support of the idea 
is far from unanimous. 

The New England OHI, itself, might consider asking 
FTC at least to postpone the effective date. Such a post- 
ponement would give the New England OHI a chance 
to think through the objections that have been made by 
others. Then if it still believes in the code, it might try 
selling the program to the organizations that are object- 
ing now. After all, industry people on both sides of the 
question are interested in what is best for oil heating 
in the long run. 

But if the code is rammed down the throats of all in 
the oil heating business in New England on July 30, it 
starts with two strikes. 

Much has been made of the fact that the code has 
been in the making for nearly a year, but that objec- 
tions are just now coming to light. One reason—though 
not necessarily a valid excuse—is that few took the pro- 
posal seriously, particularly from the standpoint of its 
spreading throughout the nation. Even the national Oil 
Heat Institute regarded the matter as a relatively un- 
important local one. 

Furthermore, it was not until some time after the 
original publicity on the code that President Truman's 
nomination of John Carson to FTC indicated that the 
commission probably will be moving ever leftward as 
long as the present administration is in power. 

The logical thing now for all concerned, including th« 
FTC, is to favor a postponement of the effective date. 
In the meantime, let there be discussion at association 
meetings, in the trade press, at public hearings in Wash- 
ington and perhaps elsewhere. If we still wind up with a 
code after adequate discussion, everyone then will have 
a better idea of what it is all about. 

FTC’s recent record indicates that it doesn’t give a 
whoop about business, but, considering the future of its 
own code experiment, FTC would do well to grant a re 
prieve on the oil code. 





NATIONAL PETROLEUM NEWS always welcomes 
comments of readers on its editorials. Please 
write Warren C. Platt, Editor, 1213 West 3rd 
St., Cleveland 13, Ohio. 
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PLATT IN ENGLAND 








Attacks on Socialism in Britain Grow; 


Situation Bears Close Watch by Oil Men 


By WARREN C. PLATT 
Editor 


LONDON, England—Probably the most encouraging 
thing about England’s socialistic situation is the extent 
of and increase in the discussion of its weak points—and 
strong points, if any—going on in the newspapers and 
magazines of comment. 

If an election is held on the continuing in power of 
this government this fall, the public at least, will be 
fairly well educated. However, while that education is 
going on in newspapers of 2 to 4 and more million cir- 
culation a day—far larger than newspapers in the U. S. 
the length of the discussions printed is decidedly limited 
by the size of the papers, which are restricted by gov- 
ernment order because of the shortage of dollars and 
sterling exchange. 


There is not room enough in these 4, 6 and sometimes 
8 and 10-page newspapers to give more than the bare nub 
of the discussions. A year ago the shortage of paper was 
alleged by some critics to be a plot of the government to 
hold down intelligent discussion. In more than a month 
over here this year I have not seen any renewal of such 
criticism. 


The oil industry gets into this discussion only most 
incidentally and it does not stay long. A few weeks ago 
the minister of fuel was asked in Parliament why Eng- 
land could not have more motor fuel this summer. The 
minister closed the discussion on gasoline with a couple 
of hundred words which said that the oil companies pro- 
duced only 15% of their oil in sterling area, that they 
had been short of supplies and equipment and had to buy 
these with dollars and sterling, of which they were in 
short supply, in order to get more oil for the future. 


Sir Stafford Cripps, chancellor of the exchequer and a 
highly intelligent, skillful and ardent believer in socialism, 
is going to help dedicate Shell’s newest and one of its 
largest refineries near Liverpool this month. Many state, 
business and oil men of prominence will attend. Sir Staf- 
ford will have before him, as he looks over that plant, a 
fine example of what efficiency and energy of private 
enterprise can do and what private enterprise does with 
privately owned money. Whether the spectacle of this 
refinery should serve to keep oil still longer out of the 
controversy is a serious question. 


Other refineries and extensions of plants are being 
made by the Anglo-Iranian and Standard of New Jersey, 
with extensions of terminals, etc., by other oil companies. 
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SECOND IN A SERIES 


Second in a series of articles by Warren ©. 
Platt, editor and publisher of NATIONAL PE- 
TROLEUM NEWS, who is in Europe to study oil 
developments abroad in terms of their effect 
upon the United States oil industry. 

Other articles by Mr. Platt will appear in sub- 
sequent issues. 











The Standard has just announced construction will be 
started at once on a $135,000,000 refinery at Southamp- 
ton. Engineers from the U. S. have been flocking to 
London for several weeks to get the job started and want 
ads for draftsmen, etc., are running in the newspapers. 


All of this is private oil enterprise and private oil money 
being invested in a country that has been the most con- 
servative in business, but is the latest convert to radical 
political economics. It would seem to show that the oil 
industry has faith in England in the long run, staying by 
private competitive enterprise or at least the companies 
feel they will get their money out if the socialistic seas 
over-run. 


It also is evidence that the oil companies are well 
cognizant of the outstanding part England has played 
over the years in standing by venturesome and construc- 
tive investors over the world, investors who have pro- 
duced the facilities, commodities and the trade that have 
made the British nation great; a part that has only too 
often put the U. S. to shame in not well looking after the 
best interest of U. S. businesses. 


Coal Board Report Attacked 


The discussion over government socialistic enterprises 
is most direct. When the annual report of the National 
Coal Board—which operates all the nationalized coal 
mines—came out last week, the London Times the next 
morning began to poke holes in a seemingly good operat- 
ing showing. The mines last year were reported to have 
made a profit of $6,500,000 as against a loss the year 
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before of nearly $100,000,000. The Times gives few kind 
words to that seeming great showing saying: 


“This is a very small contribution to offset the large 
deficit incurred in 1947. It would be a mistake to con- 
clude that the results are good. The truth is plainly quite 
different and in its report the board does not dispute 
this. The outstanding fact is that coal costs too much. 
The cost of production in 1938 was $3.20 a ton and at 
the end of 1948 it was $9.20 a ton. The rise in price 
during and since the war has been wholly out of harmony 
with the country’s urgent and growing need to lower its 
industrial costs . . . The year’s operating profit ... is 
almost wholly explained by the premium earned in export 
markets (sellers’ markets). 


“At home the Coal Board has a complete monopoly, and 
it is conceivable, though by no means certain, that it 
might be able for some years, by skillfully devised dis- 
criminations against sheltered home users to manipulate 
prices so that it made an apparent profit. But this ignores 
the crux of the matter. 


“The decisive need now throughout industry is for 
lower costs and as the difficulties of the export industries 
grow this will become increasingly evident. . . The gen- 
eral impression .. . is that no striking change in costs is 
to be expected. The increase in the effort of the miners 
themselves has been disappointing. Meanwhile, labor 
costs, which do not arise directly from wages—the cost 
of welfare schemes, pithead baths and the like—are an 
increasingly heavy charge. 


“It seems likely that it is only from changes in method 
or equipment that any appreciable reduction in costs 
should be looked for with any confidence. Yet, here too, 
there are no good grounds for optimism . . . Having ‘gone 
more fully’ into the question of evolving an entirely new 
price structure the board has ‘come to the conclusion 
that this cannot be done all at once or done soon.’ This 
seems to be symptomatic, and it is not encouraging as 
the country enters upon fresh economic ordeals.” 


This comes from the conservative Times which used 
to stand for the government, disregarding at least some 
of its errors. There are other papers that appeal to the 
masses by the 3 to 5 millions and they too are critical, 
even bitterly so, of the government’s socialism. 


Of Direct Interest to Oil Men 


The coal report is of direct interest to oil men as in- 
dicating the possibility that as fuel oil comes from the 
large Middle East fields—as well as South America— 
it may be at a price that will take over considerable of 
this coal market, for England’s manufacturers simply 
must get down their costs if they would sell overseas in 
competition with the U. S. and Canada and thus get 
dollars to live by. Then what will this socialistic gov- 
ernment do when it has paid the taxpayer’s good money 
for all these coal mines and maybe has a few hundred 
thousand idle miners ? 


One is more and more conscious of high prices here 
the longer one stays. I came over intending to replace 
an old top coat, a well worn hat and a pair of shoes or 
two but prices are such, because of costs and the luxury 
tax, that I am saving my dollars for my return home 
where I can get just as good articles, even to English 
made shoes and cloth, for at least the same if not less 
money. Not being able to compare prices to the dollar 
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from our recollection of U. S. prices, my wife and I are 
buying nothing but a few dire necessaries and some in- 
expensive gifts for family and friends. Europe seems to 
be full of Americans, mostly pleasure bent, with money 
in their pockets but who are shying away from spending 
it at such high prices. 


Attention has, as was to be expected, been focused on 
profits with the suggestion by Sir Stafford, his admin- 
istration and the labor unions, that these be cut. Evidence 
is profits are only nominal against today’s values and 
today’s needs of business. As also was to be expected, talk 
of “profits” has been with considerable misrepresentation 
of the facts. The Sunday Times (not the regular London 
Times) accused the chancellor of the exchequer as follows: 


“Dishonestly, Sir Stafford remarked, that last year 
$5,000,000,000 were put to extra reserve by companies— 
dishonestly, for, as Lord Cherwell has since pointed out, 
the figures included $2,680,000,000 for taxes. If the chan- 
cellor did not get the money this way he would have to 
get it in another, doubtless equally burdensome on costs.” 


The London Observer (est. 1791), after declaring that 
England must modernize all facilities of production and 
emulate America, says: 


“Experience suggests, too, that general exhortations 
from high levels have very little effect. The new spirit 
will have to be born in the factories‘and workshops, and 
its midwives must be managers, foremen, trade union of- 
ficials and shop stewards . . . To extend the best modern 
methods of management and co-operation throughout 
industry should be treated as a first priority; it is much 
more important than political plans for extending the 
area of state ownership. To nationalize an industry does 
nothing to reduce its costs by raising its efficiency; this 
can be done only within the industry, by the men on the 
spot.” 


Theorists’ Claims Go Awry 


Then from Edinburgh, Scotland, comes the following in 
The Scotsman: 


“Sir Stafford Cripps has made it relentlessly clear that 
the outlook is too sombre for the Labour Party to offer 
further material incentives. Hence the need for moral 
inspiration. The behavior of the workmen in the national- 
ized industries has been disappointing; they are not 
working with more goodwill for the state than for the 
private employers; they have to be informed with a 
greater sense of responsibility.” 

The Evening News, London, says editoriallv: 

“The planners’ plans have gone awry; nothing within 
the orbit of socialist machinery is working as the theorists 
claimed it should. In fact the nation’s jobs are done less 
efficiently than before; and so far as the 80% of industry 
still in private hands is concerned, firms, like individuals, 
are crippled and hamstrung by the vast weight of taxa- 
tion.” 


At a recent mass meeting of the Labour Party, the 
leaders decried business and private enterprise and de- 
clared for more power for government. All sorts of wild 
suggestions for more governing power came from the 
delegates. It sounded much like a New Deal meeting 
back home. Chief point was the declaration of top party 
leaders for continuation of the powers of dictatorship 
given the government during the war and retained by 
the Labour Party “for a short time.” Now, say the 
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leaders, these powers must be made permanent. This 
brought the following comment from the Sunday Post of 
London, 

“Why does the government wish to make this dicta- 
tor’s act permanent ? 

“Because the government now realizes that the sociali- 
zation of Britain can’t be completed if the people are left 
free to act as they wish. They must be forced to toe 
the line. 

“It is Stalin’s doctrine-—‘Employ full powers and achieve 
success by getting the maximum activity from every 
worker in the state.’ 

“This question of making every worker gradually, but 
remorselessly toe the line, now dominates the govern- 
ment’s policy. Nationalization and persuasion of the 
workers have failed. 

“Ministers are dissatisfied. 

“They know the same thing happened in Russia until 
Stalin, instead of setting targets, bluntly ordered that 
‘Deliveries required must be delivered.’ 

“We have been warned. 

“When the government seeks totalitarian powers, it’s 
because it plans to use them——because under socialism, 
we are heading for a proletarian state.”’ 


Also quite typical of the U. S., and its fights between 
those who have and those who want to take it away, was 
an exchange in Parliament the other day when a member 
caught Sir Stafford Cripps, as one would say back home, 
way off first base. The member wanted the average 
profit margin of the 10 largest exporting industries. 


Cripps said such information “unfortunately, is not 
available.”” To which the inquiring member said: 

“If the chancellor cannot give the figures, would he 
consider issuing an explanation of this allegation of 
frightfully high and enormous profits—an allegation 
which the best known weekly economic paper described 
as ‘not the words of an economist but of a rabble 
rouser?’” (Laughter) 

Cripps repeated that the facts are not available, where- 
upon another member said: 

“Is it not clear that the chancellor’s general insinua- 
tion in his speech that profits were largely responsible 
for high prices, was, to say the least, undesirable and 
dishonest.” 

Cripps said if he wanted an answer he should ask 
“a courteous question” to which his last interrogator 
said: 

“Is the right honorable gentleman aware that the two 
adjectives I used, undesirable and dishonest, were both 
applied by him to an honorable member on this side 
during the debate?” 

Cripps replied, “It may have been deserved. I do not 
remember the occasion.” 

Sounds like an ordinary work day of some “statesmen” 
in Washington. 


The Bombshell Falls 


3ut the biggest bombshell came last week, one that 
showed how far apart some of the proponents of socialism 
are and it blew them still further apart. In fact, it may 
be given some credit for the subsequent decision to post- 
pone the attempt to nationalize steel until after the 
coming general elections. This bombshell came when a 
respected member of the House of Lords—Lord Milverton 
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who is not connected with the steel industry—made a per- 
sonal statement in the House of Lords this week saying that 
he cannot go along any more with the Socialists, pledging 
himself to vote against the pending bill to nationalize the 
iron and steel industry and then announcing his resigna- 
tion from the Labour Party. He delivered some severe 
strictures on the party’s policy and said he would have 
no more of it. 

“I was born free,” said Lord Milverton, ‘‘and spent the 
bulk of my life in teaching what freedom means to some- 
what reluctant pupils in backward countries. I am very 
loath at my time of life to reverse this process, and to 
endeavor to sell the advantages of slavery to a people 
who once were free.” 

At another point he said: 

“T was one of a large number of people of independent 
mind who saw the merit of the Labour Party’s program 
of social justice, but who now are beginning to feel un- 
easy about the lengths to which the rest of that pro- 
gram is taking them. I have listened to the arguments 
in the House and have read what has been said else- 
where concerning the bill, but I cannot find that a case 
has been made out for it. 

“T feel it is my duty in resigning from the Labour 
Party to make my protest in public, especially as I know 
others in the party share my views. The road on which 
the Labour Party is traveling leads to a precipice at the 
foot of which clearly emerges the totalitarian state. 

“I have no morbid desire to be a martyr and it is 
difficult to make public confession of having made a 
mistake, but I am unwilling to be a silent passenger on 
a sinister journey. 

“We heard recently a prominent cabinet minister be- 
wailing the fact that the moral stature of the people was 
not equal to carrying out the measures of the govern- 
ment. In simple words that meant that human nature 
had not seen fit to change itself at his behest. It is 
permissible to ask if the moral stature of the cabinet 
has proved worthy of the principles they proclaim. The 
iron and steel bill provides a ready answer in the nega- 
tive.” 


Temper of People Bears Watching 


While Lord Milverton’s resignation from the Labour 
Party is cheering news to any conservative businessman, 
just as has been the defeat of the Labour Party at some 
recent by-elections here, nevertheless businessmen every- 
where may well study the evidence of the feverish tem- 
per of the people who, at the moment seem to be in the 
majority, not alone in England but even in the U. S. The 
Labour Party here and the Socialists are stating their 
determination to carry the ball for complete totalitarian 
government in not only the most definite language but in 
bitter language, filled with much false representation of 
the facts. 

If the Labour Party is returned to power at an early 
election, it will certainly nationalize steel and will seek 
operating control over other industries. Once that con- 
trol is thus extended most anything can happen, even 
including the nationalization, in one form or another, of 
oil. At least there will be an extension of this govern- 
ment’s present policy to force the oil industry to supply 
the valuable considerations in the country’s deals with 
other nations whether the oil industry likes it or not. 
This certainly will make for trouble for the American 
oil industry. 
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7 PERFECT FRONT-END ACCESSIBILITY 


..- for both driver and mechanic 


















THE DRIVER saves time and energy... 
thanks to curb-level step, wide doors, low 
cab floor with no obstructions to interfere 
with getting in and out either side, quickly 
and easily. 


THE MECHANIC saves time, is able to do 
better work ... thanks to complete accessi- 
bility of mechanical parts at “bench-height”. 
Power-lift cab provides this in less than 30 
seconds at the turn of a key. 


THIS ENTIRELY NEW KIND OF TRUCK is a 
modern machine tool of transportation... 
engineered to do more work in less time. 


It saves time... “getting there” in present-day 
traffic, parking and unloading. It saves driver 
energy... helps to make him a better 
4 driver. It saves servicing and inspection time 
| +++ permits the maintenance man to do better 


work because of “bench-height”’ accessibility 
to the engine and all front-end mechanical 
parts. Ask your local White Representative 
for all the time- and cost-saving facts as they 
apply to your business. 


, 
THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio, U. S. A. 
THE WHITE MOTOR COMPANY 
OF CANADA LIMITED 
Factory at Montreal \ SU PER POWER 
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FOR 50 YEARS THE GREATEST NAME IN TRUCKS 
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New hose reel for 
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Self-tightening seal enables it to stand up under toughest, 
heaviest work-loads 


It’s new. It’s different. It’s better. It’s the 

finest hose reel ever built. It will never 

wear out. It’s just what you might expect 

fromac ompany that has bee *n an acknowl- 

edged leader in the field for many years. 

To prove this new reel, we picked one 

from stock at random and subjected it to 

exhaustive tests. We operated it for more 

than a million revolutions under con- 

stantly changing pressure from zero to 50 

pounds per square inch. Part of the time 

we used fuel oil, the remainder of the time 

Ya we used gasoline. During the test the seal 

was not adjusted in any way. And what 
was the result? 

At the end of the test. the reel was com- 
pletely dry. It hadn't leaked a single drop. 
It was not sweating. 

The secret lies in the swing joint’s new, 
self-tightening seal that eliminates pack- 
ing and enables the reel to rotate freely at 
all times. And if this seal should ever need 
to be replaced, you can do the job in a few 
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minutes, without breaking any pipe lines. 

This compact reel has many other 
features that make it your best buy. It is 
light in weight (a reel holding 100 feet of 
l'4-inch hose we ‘ighs but 85 pounds); the 
swing joint is designed with clear, unin- 
terrupted passages; every part Is steel, 
malleable iron, or bronze—no cast iron is 
used; the rigid base is welded throughout; 
six ball bearings with hardened and ground 
races are used on every reel; all working 
parts are easy to get at; the reel can 
quickly be unbolted from its supports. 

This reel is available now, in any size or 
shape, hand-operated or power-driven, for 
installation either in the bucket box at the 
rear, or in the underslung box at the side 
of the truck. Delivery can usually be made 
within a week from receipt of order. For 
sizes, prices and more detailed informa- 
tion write today for Bulletin 175. 

Special folder available on air, electric, 
or hydraulic hose reels. 


~— ~ PHILADELPHIA VALVE COMPANY 


PHILADELPHIA 34, PA. 


Pacific Coast Distributors 


Oil Marketing Equipment Co., 325 Fremont 


Street, San Francisco 5, California 
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Growing Volume of TBA Sales Spotlights 
Important Role It Plays in Oil Marketing 


This is a story about the economics of TBA. 


It tells how TBA 


got started in the oil business, how TBA marketing works today, and 


who is participating in it. 


It was prepared originally by the NATIONAL 


PETROLEUM NEWS sales department for the information of makers 
and sellers of TBA merchandise and for advertising and promotion 


men in the TBA field generally. 


It is being published in part as an 


editorial feature because the subject matter has wide application to the 


business of oil marketing. 


Back in 1925 the “One Stop Sta- 
tion” or “Auto Department Store be- 
gan to move east of the Rocky Moun- 
tains from California. Stories about 
these new stations where all of a mo- 
torist’s needs could be taken care of 
at one place became common in NA- 
TIONAL PETROLEUM NEWS. They were 
described generally as a response to 
the demands of the public for better 
service. 


In September, 1926, an NPN story 
called, ‘‘When Competition Cuts Gaso- 
line Sales Other Goods May Bring 
Profits,” mentioned several Illinois 
gasoline dealers making a little 
money on green corn and canta- 
loupes. In this story J. L. Murray, 
a trustee of the Independent Oil Men 
of America, is quoted to the effect 
that competition was forcing service 
stations to sell other lines of mer- 
chandise than petroleum. Mr. Mur- 
ray said, “the conversion of the gaso- 
line filling station into some other 
type of mercantile establishment will 
be gradual and may never be a com- 
plete transition, nevertheless, the 
change was begun and is progressing 
steadily.” 

Independent oil jobbers and deal- 
ers were taking on tires and bat- 
teries, patching materials, valves, 
park plugs, light bulbs, radiator 
hose and clamps, fan belts, brake 

nings, and a few other accommoda- 

on items, but the major companies 
ere still selling gasoline and little 
ise, 

The thing that finally got the 

ajors interested in TBA was a push 
rom the tire companies. Tire dealers 
nd tire companies were losing con- 
ict with their customers. So long 

Ss tires blew out every thousand 


fuly 6, 1949 


miles or less the tire dealer saw his 
customer often—usually maintained 
a fleet of service trucks to go after 
him when he was stranded. As the 
tire got better, the tire dealer had 
to look for other ways to catch the 
attention of the car owner long 
enough to sell him a tire. 


Gasoline seemed the logical con- 
tact. The Firestone Co. was well 
embarked on a program of building 
and was assisting dealers to build 
“One-Stop” stations by 1929. Rumor 
had it that Firestone was going to 
build terminals and bulk plants and 
supply a nationwide chain of service 
stations. It was logical except for 
one thing—the difficulty of getting a 
large enough supply of gasoline. Fire- 
stone soon decided to buy from vari- 
ous established gasoline suppliers 
rather than make the tremendous 
investment that would be necessary 
to drill oil wells, build refineries and 
go “all out” into the oil business. 


TBA Race Starts 


The oil companies capitulated to 
public demand and recognized the 
threat from the tire companies by 
1929, however, and that year found 
Colonial Beacon Oil Co. instituting 
the Atlas brand tire. Esso took it on 
the following year and the race was 
on. In 1929 oil companies sold less 
than 2% of the resale tires. By 1947 
Dr. W. W. Leigh, of University of 
Akron, found 23.1% of the replace- 
ment tires sold through oil com- 
panies and in his chart of sales 
trends the oil company curve was 
the steepest. This 23.1% included 
only tires sold to oil companies on 
national account basis and did not 
include those sold direct to oil job- 


bers and to oil company service sta- 
tion dealers. The 1948 Hearst News- 
paper 10-city survey found 36.7% 
of the people buying their tires at 
service stations. 44.4% bought bat- 
teries at service stations. TBA was 
going strong by 1948. 


In the meantime the tire companies 
began to look for other ways to con- 
tact tire customers. The present 
trend in tire company retail stores is 
definitely toward appliances, bicy- 
cles, toys, hardware, and other items 
that will attract shoppers off the 
street in a busy shopping area. It 
would take too many outlets to com- 
pete with oil companies on a “con- 
venience of location” basis. They are 
now selling franchises to oil company 
dealers in the auto traffic areas and 
training their own dealers as all 
around hard-goods merchants in busy 
shopping areas. It appears that they 
will compete more with the acces- 
sory chains and department stores 
and co-operate with oil company 
dealer systems. 


Independent tire dealers have for 
the most part evolved into service 
station dealers. It is probable that 
they will follow the lead of the tire 
companies and sell “downtown” since 
they are not numerous enough to be 
significant in the service station pic- 
ture where competition is on a “con- 
venience of location’ basis. 


Somewhat the same situation that 
confronted the tire companies in the 
1920’s has been developing at a 
slower pace for the automobile manu- 
facturers and their dealers. Frequent 
trips to a garage or car dealer for 
major repairs are a thing of the 
past. To keep up frequency of con- 
tact with their customers car dealers 
have tried all sorts of programs. 
They are currently making a strong 
bid for greasing and lubricating busi- 
ness. They are even selling insurance 
against breakdown of the car if the 
owner agrees to have all lubrication 
handled in the car dealer shop. In 
other words the car dealer is trying, 
as the tire companies once did, and 
as chain stores and department stores 
are now doing, to bring the traffic to 
their shop. They will undoubtedly at- 
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tract bargain hunters but they will 
find as surely as did the tire com- 
panies that the largest volume of 
the light service and accessory busi- 
ness will go to the oil company ser- 
vice station because the service sta- 
tion has taken the service to the traf- 
fic instead of trying to divert the 
traffic from its normal channels. 


Why TBA Had Grown 


The growth of TBA sales is amaz- 
ing in view of the obstacles thrown 
in its path. TBA prophets in oil 
companies still have a hard time con- 
vincing the old school of “gasoline 
merchants” within their own com- 
panies. Gasoline has controlled the 
oil industry ever since Fords became 
plentiful and it is hard to convince 
some of the old timers. They fought 
so long to push oil from well to re- 
finery and gasoline from refinery to 
bulk plant and from bulk plant to 
service station and into the world’s 
autos that they think of TBA as a 
useless appendage. 

An entirely different attitude is 
now apparent as_ merchandising 
minded executives come to the fore- 
front in oil marketing companies. 
This change is well illustrated by the 
following statement by Socony- 
Vacuum’s marketing director, A. L. 
Nickerson, at the 1948 Oil Industry 
TBA Group meeting. He said: 

“My own company .. . experience 
in the direct marketing of tires, bat- 
teries and accessories covers only a 
few years. While this period of time 
has demonstrated some of the direct 
and many of the indirect benefits 
which accrue to the petroleum mar- 
keters in the marketing of this line 
of merchandise, it has achieved a 
far more important result than that. 
It has brought home to us the im- 
portance of the sound, effective de- 
velopment of retail outlets which 
have the facilities, the products, the 
man power and the know-how to 
provide complete service for the mo- 
torists.”’ 

The TBA prophets have also had 
to overcome the problem of getting 
supplies of accessories from manu- 
facturers who didn’t want to sell to 
them, or at least didn’t want any- 
one to know they were selling to 
them. Changing patterns of distri- 
bution will always hurt some and 
help others. In the changing pattern 
of TBA distribution there is a larger 
group of Independents benefitting 
than there is being hurt, but it hurts 
just the same and manufacturers 
naturally have had a feeling of re- 
sponsibility for their old line dis- 
tributors. 


Had to Build Training Systems 


The TBA prophets have had to 
overcome the problem of _ selling 
through service stations manned by 
operators who were anything but 
salesmen. They have had to build 
training systems and robot merchan- 
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dising displays that do the selling. 
They have sometimes had to beg 
their suppliers of accessories for a 
little information about the product 
so they could pass it along to their 
dealers. 

Despite these problems and mainly 
because the “prophets” continued to 
show an increasing profit, the oil 
company management groups have 
been sold on the power of TBA. 

In the meantime the public has 
been clamoring for TBA at service 
stations. This increasing demand for 
more and better service can be con- 
verted into ever increasing sales of 
TBA. The Hearst 1948 survey shows 
that the wishes of the consumer 
would translate into a much higher 
percentage of service station TBA 
sales. Some surveys have shown as 
high as 80% of motorists would like 
to buy their tires at the service sta- 
tion. When TBA really gets rolling 
the volume of TBA sales will show 
1948 sales figures to be only a drop 
in the bucket. 


TBA Distribution 


Of 20 major oil companies, 16 ac- 
tually warehouse and distribute TBA 
goods. Three companies, Shell, Sin- 
clair, and Texas, actively push TBA 
sales with merchandising and selling 
activities but avoid the warehousing 
function by signing, or advising their 
dealers to sign, Firestone or Good- 
year franchises. One company, Con- 
tinental, wants its dealers to han- 
dle TBA but the company’s main 
interest is in seeing that a dealer’s 
inventory does not get in the way of 
paying his gasoline bills. 

All of the companies that ware- 
house their own TBA are in the 
process of renovating their handling 
and storage facilities. The problems 
involved in distributing TBA are con- 
siderably different from handling a 
bulk liquid but the big trend to pack- 
aged lubricants taught the oil com- 
panies valuable lessons in handling 





Oil Ccmpanies Handling TBA 


Have Sell Private 
TBA Brand TBA on 
Company* Program Some Items 
Atlantic ern . Yes No 
Cities Service Yes Yes 
Continental No No 
Gulf J Yes Yes 
Mid-Continent . ae No 
Ohio Oil .. Yes No 
Phillips .. Yes Yes 
Pure Yes Yes 
Shell h No 
Sinclair No 
Skelly Yes No 
Socony-Vacuum Yes Yes 
Standard of Calif Yes Yes 
Standard (Ind.) res Yes 
Esso . - : Yes Yes 
Sohio .. a% Yes Yes 
Sun z Yes Yes 
The Texas Co ‘ No 
Tide Water Yes No 
Union ' : Ye No 
Includes marketing subsidiaries of com- 
panies named 
* Shell, Sinclair, Mid-Continent and Texas 


have merchandising programs to push TBA 
sales but recommend franchises for TBA goods 
sold 





packages. In many areas oil com- 
panies bypass bulk plants in favor 
of direct deliveries from pipe line ter- 
minals, river terminals or super bulk- 
plants. In a lot of cases the real 
estate downtown or on the edge of a 
small town now occupied by a bulk 
plant can be converted into TBA 
storage. The trend, however, seems 
to be in the direction of central ware- 
housing, in efficient units built espec- 
ially for TBA warehousing. The fact 
that you can’t store TBA in a tank 
has undoubtedly slowed the progress 
of TBA in the past but at the present 
time all important marketers are 
moving toward streamlined distribu- 
tion. 


Complaints Voiced 


This new wholesaling system is go- 
ing to duplicate or partially replace 
some existing wholesale systems, 
and maybe this is the place to exam- 
ine some of the complaints from the 
people who have apparently been 
hurt in the process. These com- 
plaints usually take the form of a 
charge of monopoly based on an al- 
leged “undue pressure” on the part 
of oil companies in forcing TBA 
goods of the company’s sponsorship 
on “the poor unsuspecting dealer.” 
The loudest complaints have come 
from the automotive parts jobbers. 
The independent tire dealers, who 
have become wholesalers on the side 
as well as service station dealers dur- 
ing the evolutionary process, have 
also had a lot to say on the subject. 
From the first group have come such 
public displays as the barnstorming 
trip of the House Small Business 
Ploeser Committee in the fall of 1948 


whose testimony was often engi- 
neered by the Motor Equipment 
Wholesalers’ Assn. The National 


Assn, of Independent Tire Dealers on 
the other hand has been most suc- 
cessful in sponsoring court cases to 
focus attention of the public on their 
problems. 

These charges of monopoly and 
other complaints have a tendency to 
obscure the main point of the trend 
in accessory distribution. The com- 
plaining groups in essence are at- 
tempting to force the consumer to 
continue.to buy from them even if it 
means going out of his way. The 
main reason the groups concerned 
have to fight is that the consumer 
wants more convenience and service, 
and he gets them at a gasoline ser- 
vice station. No business group is 
responsible for making the consumer 
a lover of convenience and service. 
He gets that way naturally. 


Most of the charges that TBA pro- 
grams of ‘monopolistic oil com- 
panies’ are hurting small business 
men completely ignore the fact that 
there is a large group of small busi- 
ness Independent oil jobbers and an 
even larger group of Independent ser- 
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vice station dealers who benefit sub- 
stantially by the oil company TBA 
trend. In the past, changes in mar- 
keting and distribution demanded by 
the public for cheaper prices and/or 
more convenience have always hurt 
some types of distributors and helped 
others. It has often resulted in shifts 
from one business to another but in 
this particular case there are more 
people benefitted than hurt. There 
are 12,000 oil jobbers and 250,000 
service stations, whereas there are 
only about 1,600 automotive whole- 
salers and 12,000 accessory, tire and 
battery dealers. 


How Are Oil Jobbers Benefitted ? 


A 1948 NATIONAL PETROLEUM NEWS 
survey showed that 83% of the oil 
jobbers are delivering extra revenue 
from handling tires. Of these only 
38% bought their tires exclusively 
through their gasoline supplier. These 
jobbers are definitely becoming more 
significant as wholesalers for TBA 
goods of all kinds. 

Some oil companies depend on In- 
dependent jobbers for the major part 
(in some cases over 90%) of their 
oil product distribution. While only 
38% of the oil jobber’s TBA comes 
from his gasoline supplier it means 
that the oil companies have still a 
long way to go in selling their own oil 
jobbers on their own TBA program. 
At the same time the other 62% of 
the oil jobber TBA market is avail- 
able to direct selling by TBA product 
manufacturers. It should be pointed 
out that oil jobbers often handle a 
direct line of some items of TBA in 
addition to a gasoline supplier’s line. 
In this they follow the same pattern 
as in the sale of lube oil where they 
very often handle a lube oil brand 
in addition to their gasoline supplier’s 
lube oil brand. Many oil jobbers are 
firmly entrenched in the TBA busi- 
ness and have been since long before 
the major companies got into the 
business. These jobbers will always 
be a good direct market for TBA 
manufacturers no matter how suc- 
cessful the major companies are in 
selling their TBA program to the 
rest of their jobbers. 

The Independent service station 
dealer or lessee benefits from a gaso- 
line supplier TBA program in many 
ways: 

1. He gets direction and ad- 
vice from a company that has 
his over-all interest as a service 
station dealer at heart. It is to 
the interests of the gasoline sup- 
plier to keep him financially 
healthy. He, therefore, gets bal- 
anced management advice. 

2. He gets inventory control 
help for the same reason. If he 
gets overstocked on slow mov- 
ing merchandise he is a 
credit risk on gasoline. 

3. He gets merchandising as- 
sistance from people who under- 
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poor 


stand his problems as a service 

station dealer. 

4. He gets product information 
and installation instruction from 
people who know he has no 
trained mechanics and who take 
nothing for granted. 

5. He is encouraged to keep 
within a realm of product diversi- 
fication in which he can get an 
assured supply of the right sizes 
and fast moving brands at a de- 
pendable and convenient source. 
These are but a few of the real 

reasons why dealers get their TBA 
goods from a gasoline supplier, The 
existence of a contract, whatever its 
form, is of minor importance. Some 
companies may change the legal form 
of the relationship between supplier 
and dealer as a result of the Stand- 
ard of California decision but this 
will not stop the flow of TBA goods 
through gasoline supplier warehouses 
to dealers. 

Why can an oil company salesman 
or an oil jobber do a better job of 
selling TBA to a service station 
dealer? First let’s see what he has 
to beat. Let’s take a look at the 
automotive jobber salesman making 
one of his 12 calls a day with his 
catalogs. He’s going to sell Joe 
Smith, the service station lessee, a 
bill of accessories. He just left the 
car dealer down the street. He took 
a fair order of parts and accessories 
from the car dealer—items the car 
manufacturer didn’t have in stock. 
The car dealer is a fine fellow. Got 
his order for lube equipment after 
the manufacturer’s salesmen couldn't 
dent him. He’s making money from 
the car dealer. Now he has to see 
the service station lessee, Joe. Never 
buys anything! The car dealer says 
he’s cutting hell out of everybody’s 
tire prices. Gives spark plugs away 
to get gasoline business. He’ll have 
to show a call there anyway and 





get told “I have to buy all my acces- 
sories from the oil company.” 

Do you think this automotive job- 
ber salesman will sit around long 
enough to get acquainted with Joe— 
to learn Joe’s problems? It isn’t 
very likely and we know from ex- 
perience he doesn’t. Joe doesn’t have 
to buy everything from the gasoline 
supplier. He prefers to buy from the 
oil company or the oil jobber. 

Let’s take a tire dealer in town. 
He’s fighting Joe every day for tire 
sales to trucks, farmers, fleets and 
just plain customers. Will he sell 
Joe a lot of tires and other acces- 
sories? Or will he sell his other 
competitor in town, the oil jobber, as 
a sub-jobber? He has tried but it 
just doesn’t work. 


Joe, the service station lessee, isn’t 
selling as much TBA as he could. 
He’s a good man and makes money. 
Belongs to the Downtown Boosters 
and the church and knows everybody 
in. town but he’s been selling gaso- 
line so long he just doesn’t see the 
percentage. Who's going to teach 
him to see the percentage? Will it 
be the automotive jobber salesman 
or the independent tire dealer? Or 
will it be someone he’s been doing 
business with for years—who started 
him in business—who helped him 
when the going was rough—who’d 
given him a lot of ideas that made 
him money? In other words, it will 
be the oil company or the Indepen- 
dent oil jobber who supplies his gaso- 
line. 

What is called “pressure” on the 
dealer is, with rare and unauthor- 
ized exceptions, superior selling by 
people who understand and help the 
dealer and superior distribution meth- 
ods by people with a natural econo- 
mic advantage. Those are the real 
reasons the TBA business is becom- 
ing solidly attached to service sta- 
tions. 





























TBA Booklet Available 


Readers of NATIONAL PETRO- 
LEUM NEWS may obtain copies 
of the 24-page booklet on TBA 
from which the information pre- 
sented in the above article was 
taken. 

These booklets are available 
at the following rates: 

Single copies 

2 copies to 10 


no charge 


copies $.15 each 
11 copies to 100 

copies .12 each 
101 copies and 

over .10 each 


Send all orders to: 
Readers’ Service Department 
NATIONAL PETROLEUM 
NEWS 
1213 West Third Street 
Cleveland 13, Ohio 
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Black © 
Beauty 


becomes the 


Silver Streak 


Tur story of railroading is an epic of American 
ingenuity and enterprise. From the faltering 
“choo-choo”’ came the flying “‘limiteds”’ and go- 





liath freight haulers that are even now yielding 
to the sleek, efficient Diesel trains of today. 


Turoucnout railroading history, lubri- 





cation has ever been a vital factor in 


smooth, continuous operation. Texaco 


engineers, working with the rest of 


industry, scored important victories 


against “hot boxes,” driving journal] 
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Petroleum Promotes Progress 









and other steam locomotive lubrication 
problems... now are making important 
contributions to the greater operating 
efficiency of Diesel trains with their 
powerful engines and intricate control 


systems and equipment. 
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ABOVE—Sales room in Oli- 
ver Tremonti’s Mobilgas ser- 
vice station at Detroit has 
been considerably enlarged 
by removing bulkheads and 
a counter. Room is easily 
adaptable to change in dis- 
plays and a new appearance 
is created by changing 
colors in two floor spotlights 
every other day. Sales of 
TBA have tripled since the 
improvements, Mr. Tremonti 
says 


Displays with Sales Appeal 
Promote Profits in TBA 


These three photographs show how 
two Socony-Vacuum dealers in De- 
troit display TBA merchandise. Pic- 
ture in the center illustrates a neat 
layout in the lubritorium which was 
brought about by lack of adequate 
space in the office and sales room. 
One in a series of pictures on how 
oil marketers are using displays to 
promote sales. 
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ABOVE—Dealer Gordon Ferguson makes 
utmost use of the limited display area 


rar err 


available in the lubritorium. He says this 
display holds a large quantity of stock 
and “it is easy to talk to a customer when 
all I have to do is to reach up and pick 
some item off the shelf, hand it to the 
customer and make a sale” 





LEFT—Although 


sales 


limited by space, this 
in Mr. Ferguson's Mobilgas 
station at Detroit has been arranged to 
present an attractive appearance whether 
viewed from within 
the outside 


room 


the station or from 
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Change Both Oil and Filter at Regular Periods 


To Save Engines and Money, Lightburn Says 


In the controversy about periodic 
oil changes, there have been some 
mistaken impressions created about 
oil filters, says J. B. Lightburn, sales 
manager, national accounts division 
of Purolator Products, Inc., in a let- 
ter to NATIONAL PETROLEUM NEWS. 

His company makes no claim, says 
Mr. Lightburn, that its filter or any 
other filter, will prevent crankcase 
dilution or similar deteriorating in- 
fluences present during engine opera- 
tion. Nor is it the function of an oil 
filter to refine or rejuvenate lube oil, 
he says, but rather to remove harm- 
ful contaminants from lube oil so 
that the oil can do the job for which 
it was designed. 

“We do maintain and can show 
conclusively,” says Mr. Lightburn, 
“that a Purolator Micronic Element 
will remove foreign matter which 
causes engine wear from the lubri- 
cating oil. We all know that the 
present day high-speed engines with 
finer tolerances than ever, require 
better lubrication than ever.” 


“We also know that regardless of 
how clean the oil is, or how often it 
is changed, that grit, abrasives, and 
other foreign matter is sucked into 
the engine in great quantities during 
its operation,’ Mr. Lightburn goes 
on. “Core sand, metal chips and fil- 
ings not entirely removed from new 
engines are also detrimental to the 
engine unless promptly removed.” He 
points out that all these foreign mat- 
ters must be removed if the car own- 
er wishes to maintain long engine 
life and trouble-free operation. 

For all of the foregoing reasons, 
Mr. Lightburn suggests that it is 
more necessary now than ever be- 
fore to change oil filters regularly, 
because, he points out, even the vest 
lubricating oil cannot remove foreign 
matter from itself, once the foreign 
matter gets into the oil. 

With regard to changing the oil it- 
self, Mr. Lightburn says that Puro- 
lator’s advertising and promotion 
campaigns are centered around the 
fact that filter checks mean oil 
checks. “The average person is 
economy minded today,” he _ says, 
“and we believe he is interested in 
preventing high repair bills. One of 
the surest ways to eliminate repair 
bills is to make regular filter and oil 
changes so that he is always assured 
of a clean engine.” 

The problem of increasing oil 
sales, says Mr. Lightburn, is not one 
of disseminating propaganda, but 
rather one of getting the dealer to 
push oil checks and filter checks. 
People will change their oil if they 
are shown the need, he believes. Also 
he feels that nobody wants a dirty, 
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sludged-up engine, and practically 
every economy-minded person will 
change his filter element when he 
changes his oil, to save unnecessary 
engine wear. 

Some good slogans are suggested 
by Mr. Lightburn such as “Ten min- 
utes to change your oil and filter, or 
$100 to change your engine” or “The 
difference between a new engine and 
a junker is one pound of metal 
Regular oil and filter changes will 
keep that vital pound of metal where 
it belongs and save you money.” 


The public is interested in saving 
money more than in changing oil, 
points out Mr. Lightburn, and he 
concludes that we won't have to wor- 
ry about articles appearing in non- 
technical magazines (urging longer 
drain periods) “if we can sell the 
motorist on the fact that it’s good 
insurance to take care of his engine.” 


TBA Briefs 


Since white sidewall tires came 
back on the market after the war 
they have enjoyed wide popularity. 
Today's buyers of white sidewall 
tires seem to take more interest in 
the continued good appearance of the 
tires than those of prewar years, so 
that a market has been created for 
tire cleaning materials. Among others, 
the S.O.S. Co. of Chicago is promot- 
ing a scouring pad, formerly sold as 
a household item, with advertising in 
national magazines aimed at motor 
car owners. 


* * * 


A new model kerosine-burning re- 
frigerator has been announced to its 
jobbers and dealers by Pan American 
Petroleum. It is said to incorporate 
a number of improved features in its 
interior arrangement. 


+ * ” 


E. F. Johnson, advertising mana- 
ger, the Pennzoil Co., sends dealers 
and distributors an estimate of av- 
erage motorist expenditures for each 
of several typical service station 
items per 1,000 miles of driving. It 
is put up in the following table with 
a space where any dealer can esti- 
mate the gross volume of business 
available from his customers. 

Dealers are advised to figure the 
total mileage driven by their cus- 
tomers by using a simple formula of 
multiplying the gasoline they sell by 
15. This figure in turn, when divided 
by 1,000 miles, gives the number of 
1,000-mile sales opportunities, each of 
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which should produce the dollar vol- 
ume shown in the table: 


Are You Cashing In On Every 
Sales Opportunity Per 1000 Miles 
of Customer Driving? 


Your 
The Average Customer Spends: Customers: 

Oil . oe $ 2.00 
Gear Lubricants 5) 
Chassis Lubricatior 1.00 
Other Lubricants 90 
Battery a0 
Oil Filter Cartridge 25 
Tires . 100 
Wash and Polish 1.35 
Air Cleaner Service 14 
Miscellaneous Labor 1.7 
Gasoline .. ° 17.30 
Average cost per 1000 

miles $29.94" 

‘This is only a minimum figure You can 


greatly increase it according to your mer 
chandising ability and your capacity for me 
chanical repair service 
* + . 

Pennsylvania Refining Co. of Cleve- 
land has taken on the distribution of 
U.S.I. Permanent type antifreeze 
and is accepting orders now with pro- 
tection against a price decline until 
Oct. 1. This is in addition to the 
Super Pyro brand and its own Penn 
Drake Type S antifreeze which Penn- 
sylvania distributed last year. 


* * a7 


Consumer Cooperative Assn., Kan- 
sas City, is conducting its first an- 
nual tire sale since the war. It is of- 
fering a line of tires which are 
graded according to quality, the grad- 
ing being quoted in the tire adver- 
tising. 

CCA explains that its grading sys- 
tem includes four classes ranging 
from the lowest priced tire in the 
line which it designates as an ‘85- 
level” quality, and ranging up to 100, 
105 and 120-level in quality. CCA 
considers that ‘100-level’’ quality is 
equivalent to the tires which are 
manufactured by all major tire mak- 
ers for new automobiles, which it 
asserts are all made to identical spe- 
cifications. It also asseris that its 
“85-level” tire is of better quality 
than most of the low price lines of- 
fered by other makers. 

The TBA department of CCA is 
providing advertising and display 
material for all local co-ops which 
participate in the sale. 

* * 

Business improved at Texas filling 
stations during April, according to 
the University of Texas Bureau of 
Business Research. 

The bureau’s sample (791 stations) 
of conditions, aided by the U. S. Cen- 
sus Bureau, showed that dollar vol- 
ume of Texas filling stations was 
9.1% higher in April than in March, 
but 3.5% below the April 1948 figure. 

For the first four months of 1949 
sales were running slightly under 
1948—a decline of 0.6 of 1%. 

The bureau calculated on an “ad- 
justed index” that filling stations 
during the four months gained 12.1% 
more than could normally be ex- 
pected at this season. 
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FRUE' 


TANK-TRAILERS — Built in our own factories. of high a = ; oat 
tensile steel with one compartment or many — Semi- ae” = > 
Trailers or Full-Trailers with capacities ranging from 3000 

to 6000 gallons. All are built to ICC regulations to serve 

your job best. Send for folder. 





FPROUEHACE TRAILER 
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PRODUCE TANK-TRAILERS AND TRUCK-TANKS 


- apewrtend Tank-Trailer and Truck-Tank 
engineering and production facilities are 
second to none in the industry for the economi- 
cal production of both standardized and special 
units for all liquid hauling. 

In 1948 Fruehauf produced nearly as many 
Tank-Trailers as all other manufacturers com- 
bined. The reason is obvious when you inspect 
the production facilities pictured here. And 
recently, further expansion has been made to 


handle the manufacture of a complete line of 
Truck-Tanks. 

Fruehauf’s vast “quality control” manufac- 
turing in three key locations is further backed 
with nation-wide Factory Branch Service Sta- 
tions — 83 to date, with more being added 
constantly. 

These are reasons why petroleum trans- 
porters consider Fruehauf products a good 
investment. 


World’s Largest Builders of Truck-Trailers 


FRUEHAUF TRAILER COMPANY 


DETROIT 32 


LOS ANGELES 11 


In Canada: Weston, Ontario 


83 Factory Service Branches 


PRODUCTION 
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TRUCK-TANKS — Send for Fruehauf’s 
Truck-Tank Selector chart—It will help 
you determine the correct Tank for 
your truck chassis. These Tanks are 
available in capacities from 500 to 
3000 gallons and offer many options 
in design and equipment. 
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CENTRAL MANIFOLD in field tank farm 
featuring Crane iron body clamp gate 
valves, malleable iron fittings and unions. 


OIL STORAGE TANK LINES with Crane 8-in., 
quick opening iron body gate valves. 


Piping equipment for all applications 
- «from one complete line ... CRANE 


pt, SOURCE OF SUPPLY For bulk plant, tank farm or for any oil piping job, 
: RESPONSIBILITY the equipment you need is in the Crane line. For 


STANDARD OF QUALITY proof, just check the Crane Catalog. You'll find it a 3 
handy guide to an unequalled choice of valves, fit- J 








tings, pipe and accessories. But while Crane is the 
world’s most complete source for piping materials, 
Crane service is still local service. One order to your 
nearby Crane outlet covers everything ...in brass, 
3 


iron, steel and alloys. 


For a good start and a fast finish on any job, you 
can’t do better than to standardize on this Single 
Source of Supply. You get better installations... 
avoid needless delays ... when you place Undivided 
Responsibility on Crane for materials. And for High 
Quality that makes for dependable performance 
throughout piping systems, rely on Crane Quality 
—unsurpassed for more than 90 years. 


eee nye ’ CRANE CO., 836 S. Michigan Ave., Chicago 5, IIl. 
OIL TANKER using Crane standard iron body wedge gate valves with clean- w w “ 
out, on deck cargo lines. Flanged fittings and brass valves also by Crane. Branches and Wholesalers Serving All Industrial Areas 








EVERYTHING FROM... 








: PLUMBING 
AND 
VALVES 
HEATING 
FITTINGS 
PIPE 





FOR EVERY P/IP/NG SYSTEM 
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Standard-Detroit Decision— 


Its Implications and Effect on Jobbers Will Bring 
Period of Readjustment in Oil Marketing Practices 


As part of an address to the Tennessee Oil Men’s Assn. meeting at 
Chattanooga recently, Hubert B. Fuller of Cleveland, general counsel 
for the Ohio Petroleum Marketers Assn., gave an unusually clear ac- 
count of the Federal Trade Commission action against Standard of 
Indiana in the Detroit case. NATIONAL PETROLEUM NEws is publish- 
ing the text of that portion of Mr. Fuller’s address because of the 
widespread interest by major companies and Independents in the De- 
troit case. Mr. Fuller discusses the origin of the case, the various 
stages it has been through and the effects it might have on gasoline 
marketing in view of the recent decision of the Circuit Court of Ap- 


peals at Chicago. 


Passage by Congress of the O’Mahoney pricing 


practices bill might remove some of the disturbing features of the 
Circuit Court’s decision in the case, but the threat to jobbers who en- 
gage in retailing would remain to be settled by the United States 
Supreme Court to which Standard of Indiana has appealed the case. 


By HUBERT B. FULLER 


General Counsel, Ohio Petroleum 
Marketers Assn. 


Standard of Indiana has a re- 
finery in Whiting, Ind., and a marine 
terminal and bulk storage plant on 
the River Rouge in metropolitan De- 
troit. In the Detroit area Standard 
had many lessee-operated service 
stations, as well as many open deal- 
er accounts and a few jobber cus- 
tomers. Sales to dealer accounts were, 
for the most part, at Standard’s cur- 
rently posted Detroit tank wagon 
price. To jobber accounts sales were 
at its currently posted Detroit tank 
car price. Deliveries to jobbers were 
mostly by transports from the River 
Rouge terminal although some de- 
liveries were made by tank cars or 
transports direct from the company’s 
refinery at Whiting. To dealer ac- 
counts deliveries, for the most part, 
were made by tank wagon from the 
tiver Rouge terminal. The posted 
tank car price at Detroit was 1.5c 
under the currently posted tank wag- 
on price. 

A few of the Standard Oil job- 
bers operated service stations in ad- 
lition to selling Standard products 
to lessee-operated stations and open 
lealer accounts. One or two Stand- 
ard dealer customers operated cut- 
price stations having a gasoline vol- 
ime in excess of the amounts cus- 
tomarily purchased by jobbers. Be- 
ause of their large volume and be- 
‘ause of price concessions offered 
by competitors, Standard of Indiana 
sold to these station operators at 
he current posted tank car price, 
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though they did no jobbing business 
and all of their sales were to motor- 
ists or truck operators. 


The Federal Trade Commission in- 
stituted proceedings against Stand- 
ard and three other integrated com- 
panies alleging they violated the 
Robinson-Patman amendment to the 
Clayton Act by thus giving those 
service station operators a price ad- 
vantage over competing service sta- 
tion customers not warranted by dif- 
ferences in the cost of manufacture, 
sale or delivery resulting from the 
differing methods or quantities in 
which the gasoline was sold or de- 
livered. The charges against the other 
companies were held in abeyance 
pending a decision in the Standard 
Oil case. Taking of testimony was 
begun before the outbreak of World 
War II, was suspended during the 
period of the war and concluded af- 
ter the termination of hostilities. 


Ordered End to Discrimination 


The commission ultimately found 
Standard of Indiana guilty of an 
unfair method of competition and is- 
sued a cease and desist order re- 
quiring it to desist from discriminat- 
ing, directly or indirectly, in the 
price of gasoline of like grade and 
quality among different customers 
in the manner outlined. 


Paragraph 5 of the original cease 
and desist order directed Standard 
to cease violating the act “by allow- 
ing a lower price to any dealer, job- 
ber or wholesaler on gasoline sold by 
such dealer, jobber or wholesaler at 
retail, than the price which respon- 
dent charges its retailer customers 


who in fact compete in the sale and 
distribution of such gasoline with 
such dealers, jobbers or wholesalers 
in their retailing activity; provided, 
however, that this shall not prevent 
price differences of less than 0.5c 
per gal. which do not tend to lessen, 
endanger or destroy competition with 
such dealers, jobbers or wholesalers 
in the sale of gasoline direct to the 
consuming public.” 


It was believed that this order pro- 
hibited a supplier from selling gaso- 
line in the same marketing area to a 
jobber at a discount of more 
than 0.5c per gal. under the price 
currently charged its retail customers 

in short, that the order fixed the 
jobber’s margin at 0.5c per gal. This 
aroused widespread consternation 
and criticism among the jobbing fra- 
ternity. I think, however, a careful 
analysis of the language shows that 
it was the commission’s intention to 
require Standard to charge jobbers 
the tank wagon price on that por- 
tion of the jobbers’ purchases which 
they marketed through their own re- 
tail outlets or at most to give them 
a concession of not more than 0.5c 
under the price at which sales were 
made to Standard’s retailer-customers 
operating in the same marketing 
territory. 


Now, it must be kept in mind that 
although there is nothing in the Rob- 
inson-Patman Act which recognizes 
concessions in prices predicated on 
functional variations among buyers, 
yet it apparently had been assumed 
in the congressional debates on this 
legislation prior to its enactment that 
functional price differences are legal 
and proper for the reason that those 
who perform different functions in 
an industry are presumably not in 
competition with each other. Or, talk- 
ing in terms of the oil industry, that 
a service station operator sells only 
to consumers while a jobber performs 
a different function, selling only to 
resellers and not competing with 
such resellers for the trade of con- 
sumers, and that because, theoretical- 
ly at least, jobbers and service sta- 
tion operators are not in competi- 
tion with each other, a jobber is en- 
titled to buy at a lower price. But 
here we face the fact that many job- 
bers own and operate service sta- 
tions selling to motorists in com- 
petition with service station dealers. 


At this point I was retained by 
the National Council of Independent 
Petroleum Assns. (which has since 
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been renamed the National Oil Job- 
bers Council) to intervene in the pro- 
ceedings before the commission in an 
effort to protect the historic jobber 
margin representing at least the cost 
and value of the service which he 
performs. A petition was filed by the 
Standard to review and set aside the 
order of the commission. I filed a 
petition for leave to intervene in be- 
half of the National Council of In- 
dependent Petroleum Assns. and was 
given permission to file a brief and 
participate in the oral argument upon 
the petition filed by Standard. It 
should be said that Standard Oil Co. 
of Indiana has very few jobber dis- 
tributors and that without any ap- 
preciable loss of gallonage it could 
readily have complied with the or- 
der of the commission. 


FTC Revises Order 


After conferences with the legal 
staff of the Federal Trade Commis- 
sion and undoubtedly because of the 
consternation of jobbers throughout 
the country, the Federal Trade Com- 
mission of its own initiative and 
prior to the hearing undertook to 
revise its order by the elimination 
of all reference to the proposed 0.5c 
price differential contained in its 
original order. 

In the hearing we pointed out to 
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‘*SPLIT-LOADS’”’ 


BLACKMER DUAL TRUCK PUMPS 





the commission that its decision 
threatened the economic life of 12,000 
jobbers of petroleum products con- 
stituting an important competitive 
factor in the distribution of petrol- 
eum products and upon whose pres- 
ervation depends the existance of 
most Independent refineries in the 
United States. Their importance, the 
function which jobbers perform, the 
cost and value of the service they 
render—it was urged that none of 
these factors had been considered 
and yet in this case the Federal 
Trade Commission proposed to estab- 
lish a margin which would inevitably 
eliminate the jobber as a useful and 
competitive factor in the oil industry 
and thereby promote a monopoly in 
the distribution of petroleum products 
by the integrated oil companies. 


The final order of the commission 
eliminated all reference to the 0.5c 
price differential, but otherwise did 
not materially differ from the order 
as originally entered. The Standard 
Oil Co. of Indiana thereupon brought 
suit in the United States Circuit 
Court of Appeals to set aside the 
commission’s order upon _ several 
grounds—principally that the Fed- 
eral Trade Commission had no juris- 
diction since the transactions occurred 
entirely within the state of Michigan 
and therefore not in interstate com- 
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Easy to mount — Eliminate need for dual 

power take-off. Blackmer Duals operate as single pumps assembled 
in tandem, They handle split loads quietly, quickly and safely. 
Blackmer Duals provide two completely separate fluid systems, yet 
occupy little more space than a single pump. Pumping elements 
are self-adjusting for wear. No shaft leakage. Built-in relief valve 
provides positive pressure control. Easy to operate. Inexpensive 
to install. Compact. Lightweight. Write for information. 





BLACKMER TRUCK PUMPS ARE QUIET! 


Single or dual, Blackmer truck 
pumps give quiet, dependable 
service. Thousands in use... per- 
formance proved on the job. 
Models for every application. 
Blackmer gives today’s top value. 











BLACKMER 
PUMP COMPANY 


1809 CENTURY AVE., S.W. 
GRAND RAPIDS 9, MICH. 














merce and that the more favorable 
prices allowed certain retailer-dis- 
tributors were made in good faith to 
meet lower prices offered to them by 
competitors. The case was heard by 
the Circuit Court of Appeals and its 
decision handed down in March of 
this year. The court held that the 
transactions complained of were in 
interstate commerce, since the gaso- 
line had moved across state lines, 
having been refined at Whiting, Ind. 
from crude oil produced in other 
states and the shipments were not 
divested of their interstate character 
by the fact that a substantial quanti- 
ty of it had come to rest and been 
stored in the Standard’s marine ter- 
minal at River Rouge. 

Of even more importance the court 
held that under the Robinson-Patman 
amendment the fact that a supplier 
may have given to a dealer a lower 
price, in order to meet the offers of 
competitors, does not constitute a 
defense under the law if competition 
is thereby affected. And the court 
declared that the price discrimination 
in favor of certain retailer-customers 
did “work havoc among competitors 
on the retail level’”’ by enabling them 
to undersell their competing stations 
by from 1c to 2c per gal., and also 
that the Standard Oil Co. “had given 
a club to its wholesalers which they 
passed on to their retailers to bludg- 
eon their competitors.” 

In the hearing it was pointed out 
by Standard that it could not be 
responsible for the prices at which 
its jobber customers resell its prod- 
ucts to retailers, since, generally 
speaking, a contract by which a sup- 
plier fixes the resale price of his 
purchaser is unlawful and, therefore, 
that Standard had no way to compel 
its jobber distributors to resell to 
their dealer customers at the Stand- 
ard posted tank wagon price. To 
this the court assented, pointing out 
that a supplier can have no control 
over the price of the gasoline after 
its sale to a jobber who may charge 
any price it wishes or may even 
give it away. But the court pointed 
out its solution: 


Cites Solution of Problem 


First Standard could discontinue 
selling to wholesalers at a price dif- 
ferent than that charged retailers, 
stating that its largest competitors 
in Detroit had adopted this practice. 
To the Standard contention that this 
would result in the elimination of 
jobbers, the Circuit Court unhappily 
observerd:—‘“If this be true, it is 
elimination only where their exist- 
ence cannot be justified except on 
the exploitation of a differential in 
price not justified by any cost sav- 
ings to obtain that price. This does 
not impress us as either illegal, un- 
warranted, or unjust.” 

Secondly, the court held that, hav- 
ing the right to choose its cus- 
tomers, a supplier may refuse to sell 
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) jobbers who resell to retailers at a 
rice less than that which the sup- 
lier charges its own retailers. The 
upplier, said the court, does not have 
o make price control agreements 
vith any one, but it must neverthe- 
ess control its sales so as to avoid 
he hazard of an unlawful discrimi- 
iation. In other words, the court 
vinted out, a supplier must deal 
with its wholesalers at its peril as 
to what they may do with the gaso- 
line after it has been purchased. 


Supplier Not Required to Police 
Accounts 


The court further declared that 
a supplier should not be required to 
police its jobber accounts and sell 
to them at its peril, but the supplier 
should be liable if it sells to a jobber 
that it knows, or ought to have 
known, engages or intends to en- 
gage in reselling the gasoline at 
prices less than those charged by 
the supplier to its retail accounts. 
The court pointed out that if a sup- 
plier is to be hailed into court for 
violation of the law or of an order 
of the Federal Trade Commission, 
the supplier must be found guilty of 
knowingly choosing a customer who 
is using or intends to use its price 
advantage to undersell the supplier 
to its retailers. 

So in its decision the Court of Ap- 
peals modified the essential para- 
graph of the commission’s order so 
as to prohibit the Standard Oil Co. 
of Indiana from violating the Rob- 
inson-Patman Act “by selling such 
gasoline to any jobber or wholesaler 
at a price lower than the price which 
respondent charges its retail cus- 
tomers who in fact compete in the 
sales and distribution of such gaso- 
line with the retailer-customers of 
such jobbers or wholesalers, where 
such jobber or wholesaler, to the 
knowledge of the respondent or un- 
der such circumstances as are reason- 
ably calculated to impute knowledge 
to the respondent, resells such gaso- 
line or intends to resell the same to 
any of its said retailer-customers at 
less than respondent’s posted tank- 
wagon price or directly or indirectly 
grants to any such retailer-customer 
any discounts, rebates, allowances, 
services or facilities having the net 
effect of a reduction in price to the 
retailer.” 


Far-Reaching Effect on Marketing 


The decision of the court in this 
ase obviously can have far-reaching 
mplications in the marketing branch 
of the oil industry. In the first place, 
t appears that a supplier whose 
products move in interstate com- 
nerce must charge jobbers its cur- 
ent tank wagon price for that por- 
‘ion of the jobber’s purchases which 
the jobber sells or intends to sell at 
ls own retail outlets. Although the 
aw makes no provision for price 
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variations to purchasers based upon 
differences in their functional oper- 
ations, I think it may safely be as- 
sumed that a supplier may lawfully 
sell gasoline to a jobber at the posted 
tank car price where the jobber dis- 
tributes the gasoline solely in his 
historic capacity of selling to re- 
sellers, provided such sales to resell- 
ers are at the posted tank wagon 
price of his supplier in the same 
competitive area. 

But since there is always the pos- 
sibility that the jobber may resell 
some of that gasoline to retailers at 
prices less than the current posted 
tank wagon price of the supplier, 
it seems unlikely that a_ supplier 
engaged in dual marketing would 
enter into any fixed term contract 
to sell to the jobber, since under this 
decision the supplier must discon- 
tinue such sales if it learns or sus- 
pects that the jobber is using or in- 
tends to use its price advantage to 
undersell the supplier to retailers. 

Thus it would appear that jobbers 
may find themselves unable to ne- 
gotiate term contracts’ through 
which they can be certain of an as- 
sured source of supply for a definite 
term if the supplier has retailer-cus- 
tomers in the same area. 

The jobber may, of course, pur- 
chase his supplies from refiners lo- 
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cated in the same state, since pre- 
sumably such transactions would be 
entirely intrastate and therefore not 
subject to the provisions of the 
amended Clayton Act. 


Another alternative available to 
jobbers would be to purchase their 
supplies from refiners who neither 
operate retail outlets nor sell to re- 
tailers operating in the jobber’s mar- 
keting territory. 

It is suggested that another al- 
ternative would be for jobbers to 
dispose of the retail outlets which 
they own or control under lease by 
selling or subleasing them to deal- 
ers with whom they may be able to 
negotiate term contracts at the cur- 
rent dealer tank wagon price of the 
jobber’s supplier. Or presumably the 
jobber may organize a separate cor- 
poration to operate his owned or 
leased outlets upon those _ terms. 
Since most states have so-called 
“Fair Trade” laws it is possible that 
where the jobber handles branded 
products which are resold under the 
brand name of his supplier, he may 
enforce resale price maintenance 
with his open dealer accounts. Then, 
of course, there remains the very 
unpleasant alternative that the job- 
ber may be forced to sell his busi- 
ness to an integrated company, if 
such a purchaser can be found. 


Should Not Jeopardize Jobber 


But the jobber should not be 
forced to any alternative which will 
jeopardize his future or deprive the 
consuming public of the advantage 
which it now enjoys by his continu- 
ance as an important factor in the 
highly competitive gasoline market. 
One of the serious implications of 
the decision in this case seems to be 
that marketers of petroleum prod- 
ucts are not entitled to be desig- 
nated as jobbers and thus to pur- 


chase at tank car prices, unless 
they sell only at wholesale. This sug- 
gestion carries grave implications 


for the 12,000 jobbers of petroleum 
products in the United States, a 
very considerable part of whom are 
engaged also to a greater or less 
extent in retail marketing. 

It seems to me almost certain 
that as a result of the decision in 
the Standard-Detroit case we may 
anticipate that supplying companies 
will no longer engage in dual mar- 
keting—that is, selling in the same 
marketing area to jobbers and to 
retailers. The penalties likely to re- 
sult from such dual operation are 
too great to encourage or warrant 
that risk. Since many large sup- 
plying companies depend upon job- 
bers for the distribution of their 
products under their own _ brand 
name in wide marketing areas, it 
seems most likely that supplying 
companies will cease selling to re- 
tail dealers in areas where they have 





a satisfactory jobber distribuiton. 
This, presumably, they would ac- 
complish by either selling or leas- 
ing any controlled outlets, whether 
owned in fee or held under lease, to 
the jobbers whom they supply. On 
the other hand, where those supply- 
ing companies control a considerable 
number of dealer outlets which they 
do not wish to dispose of, or are un- 
able to dispose of, then, under their 
right to select their customers, they 
will decline to enter into any new 
contracts to supply jobbers in that 
marketing area. The result of this, 
of course, would be to compel such 
jobbers to seek new sources of sup- 
ply which may not be readily avail- 
able. 


Marketing Re-adjustment Looms 


As the result of the decision in 
the Standard of Indiana Detroit 
case, the decisions in the basing 
point price cases and the recent de- 
cision in the Standard of California 
case, we may anticipate a period of 
considerable re-adjustment in the 
marketing branch of the oil industry. 
To complete that readjustment may 
require considerable time with a 
year or possibly more of uncertainty 
and confusion. However, personally 
I have great confidence in the pres- 
ervation of the jobbing operation as 
an important factor in the oil indus- 
try. In the first place the disappear- 
ance of the jobber from the market- 
ing picture would be a serious blow 
both to the industry and to the pur- 
chasing public, since it would re- 
move an important and highly com- 
petitive factor in the distribution of 
petroleum products. 

Furthermore, I am satisfied that 
the integarted oil companies are an- 
xious to preserve the jobbing branch 
of the industry for a number of rea- 
sons. I can think of nothing politi- 
cally more dangerous to the petro- 
leum industry than the concentration 
of business in the hands of a rela- 
tively few companies. That would in- 
cur the risk of government regula- 
tion and possibly ultimate nationali- 
zation of the industry. Furthermore, 
many large companies, interested in 
the wide distribution of their prod- 
ucts, have come to depend upon the 
operating efficiency of jobbers for 
reaching local markets which other- 
wise could not be served except upon 
the basis of an almost prohibitive 
capital investment. Also jobber dis- 
tribution can be less costly than di- 
rect distribution. So, while we may 
anticipate a considerable re-adjust- 
ment of marketing practices in the 
industry and probably some tempo- 
rary difficulty upon the part of job- 
bers in securing new satisfactory 
and dependable sources of supply, I 
have every confidence in the survival 
of the jobbing function upon a sub- 
stantial basis in the petroleum in- 
dustry. 
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FOR HEAVY HAULERS 





e e 
New ‘‘H’’ model heavy duty GMCs are the biggest truck news a Packed with ER 


of the year . . . and for many years! 





They comprise the most complete line of all-new, all-improved 


heavy duty trucks, gasoline and Diesel, ever introduced at one Five power-packed gasoline engines, in- 


cluding a big new ''707" of 225 horse- 


time . . . 61 basic models with weight ratings from 19,000 to # ; 

a 2 be power. Two famous GM 2-cycle Diesel : 
more than 90,000 pounds. : engines of 133 and 200 horsepower. ‘ 
They provide more important new features and advancements | ° 
than any trucks in GMC history . . . exclusive GMC ‘‘Bumper- Built to 


e199? - ’ . : : u 
Built’’ front end . . . the industry’s most powerful engines size "Ny SKE IT 


for size . . . stronger, safer, roomier cabs . . . improved frames, 


springs, brakes, clutches, and axles. 
Deeper, stiffer frames... heavier, 


wide-track front axles ... longer front 
springs with shock-absorbers standard 
...big, fast-acting brakes. 


They benefit by all the advantages of the truck industry’s finest 
engineering skills and manufacturing facilities. 


And they are priced to give substantial savings on the original e 4 
investment . . . by including needed items of equipment which, Cabs Up to P 
in general practice, are added to the base price. 1] I 4 2 

| 4 FT WIP : 
GMC TRUCK & COACH DIVISION e« GENERAL MOTORS CORPORATION ‘ 42 . ; 


More leg room and head room . . . wider 
doors and windows .. . bigger wind- 
shields ... built-in ventilation ...snubbed 
seat action . . . complete insulation. 


GMC 


GASOLINE + DIESEL 


See 


Reta 
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76 percent of all 

vacationists last 
ar went by motor 

car! How long was 

the average trip ? | 

298 miles ? 2250 

miles ? 472 miles ? 











Your “‘briefing”’ starts here: Any motorist 
can stop at a Shell service station and arrange to have 
a trip planned. Your request goes promptly to Shell 
Touring Service, and the maps you need—with your 
“best route” clearly marked—are mailed back imme- 
diately, Your tour directions are “custom made,” and 
free, at Shell... 





—< 






se 
a 


Making travel easier: On special request, Shell 
will send you a free booklet, “Travel a la Car,” which 
is full of tips making travel easier; w ays to keep the 
youngsters amused, how to pack +3 women’s “essen- 
tials” in a small bag, ways to keep food costs down. It 
also shows how to plan and budget a new type of short 
vacation—the “Tourette.” 


A forward-looking company 
serves all 4: 
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Things to see alw ays interest tourists, so scenic 
and historic high spots are printed on Shell maps— 
described in more detail in leaflets you'll get. Places to 
stay are included (sorry, Shell can’t make reservations) 
as well as the places to see, state or national parks, and 
other recreation spots. 





No passports are needed no matter how far 
you go in North America, and that’s one reason why 
our average vacation trip 1s 2250 miles! Another reason 
is the ease with which you get gasoline and motor oil 
anywhere—“portable power” that makes it possible 
for the whole family to see and know America at a very 
low cost per mile! , 


Consumer 
Community 
Employees 
Shareholders 





SHELL OIL COMPANY 
INCORPORATED 
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Refined Products Markets Remain Quiet; How to Revive 


Buying Activity Is Uppermost Problem of Suppliers 


June ended with a pall of quiet still hanging over 
wholesale markets for refined products throughout 
most of the nation. And the question of what “it 
will take to get buyers off dead center’ was upper- 
most in the minds of trade sources generally. 

Prices for refined products were generally un- 
changed in most refinery and terminal districts. 
There were outstanding exceptions, notably a further 
decline in Oklahoma heavy fuel, and first signs of 
weakness in gasoline with a drop in regular-grade 
prices in Central Michigan. 

Highlights of the week in the crude oil market 
were a downward adjustment in its Michigan postings 
announced by Pure Oil Co., price cuts by Owensboro- 
Ashland Co. in two Western Kentucky areas, and 
reports from California and West Texas that pro- 
duction in those areas was exceeding demand. 

Reduction in its Michigan crude price postings, 
effective July 1, amounted to an average of 1l1c per 
bbl., Pure said, and the adjustments were made ‘“‘to 
reflect changes in the relative values of crude 
produced in the various fields.” 

Pure’s new prices for Michigan fields, with amounts 
of reductions in parentheses, are: Adams and Deep 
River, $2.55 per bbl. (25c); Reed City, $2.70 (14); 
Beaver Creek, $2.75 (9c); Leaton and Vernon, $2.75 
(14)e; Freeman-Redding, Harrison, Winterfield, and 
Sherman, $2.80 (4c); Coldwater, Fork Greendale, 
Porter and Yost, $2.80 (9c). 

Pure’s reduction follows revisions made six weeks 
igo by two other Michigan buyers—Simrall Division 


of Roosevelt Oil & Refining Corp. and Bay Pipe Line 
Corp. In that time, the former has revised its prices 
upward in many fields (see June 29 NPN, p. 44) 
following its general reduction in prices on May 16. 

In Michigan fields where other companies are 
buyers as well as Pure, current postings compare 
as follows: Adams, Pure $2.55, Bay $2.58; Reed City, 
Pure and Simrall $2.70; Beaver Creek, Pure $2.75, 
Simrall $2.69; Winterfield, Pure $2.80, Simrall $2.78; 
Coldwater, Pure $2.80, Sohio $2.84; Greendale and 
Porter, Pure $2.80, Simrall $2.79. 

reduced prices for crude oil in other fields, one 
in Louisiana and one in Wyoming posted on June 21 
also were made known by Pure Oil Co. the past week. 

In the Bosco, La., field, Pure reduced its prices 
straight 10c per bbl. New schedule begins with 20- 
20.9 gravity oil at $2.35, plus 2c per degree of gravity 
to 40 and above at $2.75. 

Company’s prices in the Worland field, Wyo., below 
36 gravity, were cut in amounts ranging from 2c to 29c 
per bbl. No change was made in 36 gravity and above 
prices. New schedule ranges from $1.58 per bbl. for 
20-20.9 gravity to $2.47 for 40 and above. 

In Western Kentucky, Owensboro-Ashland reduced 
its purchase prices 22c to $2.55 per bbl. in Butler 
County, 15c to $2.42 in the Bowling Green area. The 
lower prices were effective July 1. No change was 
made in the company’s price of $2.77 for crude pur- 
chased in the Owensboro area. 

That the crude oil situation in California still 
was precarious was indicated in disclosure by a 





Petroleum Transporters, Contract Carriers Serving Refiners 
and Marketers in Ohio and West Virginia 





The only pipeline on wheels. 8,100 gals. capacity. 
Phone 3502 


RALSTON TRANSPORT CO. 


Cambridge, Ohio 
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Summary of Daily Gasoline Prices (June 28 through July 5) 


Tuesday Friday Thursday Wednesday Tuesday 

Motor Gasoline, 78-80 Oct, (Premium): duly 5 duly 1 June 30 June 29 June 28 

Oklahoma (Group 3) ........6+. oencee 10.75(1) 10.75(1) 10.75(1) 10.75(1) 10.75(1) 

Midwestern (Group 3 basis) .......... ane yr rr Oy ates 

N. Tex.(For shpt. to Tex.&N.M. dest’ns) 11(2) 11(2) 11(2) 11.2 11(2) 

W. Tex.(For shpt. to Tex.&N.M. dest’ns) (1)11-11.75(1) (1)11-11.75(1) (1)11-11.75(1) (1)11-11.75(1) (1)11-11.75(1) 

ie Se. CE RL) acicccscscsece (1)11-12(1) (1)11-12(1) (1)11-12(1) (1)11-12(¢1) (1)11- 12(1) 

Cent. W. Tex. (Truck THsp.) «.cccess (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) 


Motor Gasoline, 78-80(86) Oct. (Prem.): 
Oklahoma (Group 3) 


Srrrceer ree (4)11-11.625(1) (4)11-11.625(1) (4)11-11.625(1) (4)11-11.625(1) (4)11-11.625(1) 

eee (Group 3 CEA eee eel RRR (3)11-11.625(1) (3)11-11.625(1) (3)11-11.625(1) (3)11-11.625¢1) (3)11-11.625(1) 
Tex.(For shpt. to Tex.&N.M. dest’ns) (1)11-12.75(1) (1)11- 12. 75(1) (1)11-12.75(1) (1)11-12.75(1) (1)11-12.75(1) 

W, Tex.(For shpt. to Tex.&N.M. dest’ns) (1)11.25-11.5(1) (1)11.25-11.5(1) (ea ig 11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) 

E. Tex. (Truck Tnsp.) . 11(1) 11( J) 11(1) 11(1) 

Cent. W. Tex. (Truck Tnsp. ) ‘Pere (1)11.25-11.5(1) (1)11.25-11.5(1) (dds 25- 11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) 


Motor Gasoline, 74-76 Oct. (Regular): 
Oklahoma (Group 3) ewe 
Midwestern (Group 3 basis) .......... er 
N. Tex.(For shpt. to Tex.&N.M. dest’ns) (1)10-10.25( 
W. Tex.(For shpt. to Tex.&N.M. dest’ns) (1)10-10.75 
. Dee, Ce TD  cnvecccccsscee 
Cent. W. Tex. (Truck Tnsp.) ........ 

Motor Gasoline, 74-76(80) Oct. (Regular): 
Oklahoma (Group 3) tha endedecad 
Midwestern (Group 3 basis) 


(1)10.25-10.5(1) 


(5)10-10.375(1) 
a0 (5)10-10.375(1) 
N. Tex.(For shpt. to Tex.&N.M. dest’ns) (1)10-10.75(2) 
W. Tex. (For shpt. to Tex.&N.M. dest’ns) (1)10.25-10.5(1) 
E. Tex. (Truck Tnsp.) coovsecees €3)3G@eR3C1) 
Cent. W. Tex. (Truck Tnsp. ) (1)10.25-10.5(1) 
60 octane & below: 


Oklahoma (Group 3) 


1) (1)10- 10.25(1 
(1) (1)10-10.75( 


(1)10.25-10.5(1 


(5)10-10.375(1) 
(5)10-10.375(1) 
(1)10-10.75(2) 
(1)10.25-10.5(1) 
(1)10-11(1) 
(1)10.25-10.5(1) 


(1)10-10.25(1) (1)10-10.25(1) 
(1)10-10.75(1) 


(1)10-10.75(1) 


(1)10-10.25(1) 
(1)10-10.75(1) 


) (1)10.25 25 -10.5(1) (1)10.25- 10.5(1) (1)10.25-10.5(1) 
(5)10-10.375(1) (5)10-10.375(1) (5)10-10.375(1) 
(5)10-10.375(1) (5)10-10.375(1) (5)10-10.375(1) 
(1)10-10.75(2) (1)10-10. 75(2) (1)10-10.75(2) 
(1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) 


(1)10-11(1) 
(1)10.25-10.5(1) 


(1)10-11(1) (1)10-11(1) 


(1)10.25-10.5(1) 


eo. Treevrrr yy. (1)9-9.75(1) (2)9.125-9.75(1) (2)9.125-9.75(1) (1)9.125-9.75(1) (1)9.25-9.75/1) 
Midwestern (Group 3 basis) .....-.-.- (2)9-9 75(1) (2)9-9.75(1) (2)9.125-9.75(1) (2)9.125-9.75(1) (1)9.125-9.75(1) 
N. Tex.(For shpt. to Tex.&N.M. dest’ns) (2)9.375-10.3(1) (2)9.375-10.3(1) (2)9.375-10.3(1) (2)9.375-10.3(1) 2)9.375-10.341) 
W. Tex.(For shpt. to Tex.&N.M, dest’ns) (1)9.375-10(2) (1)9.375-10(2) (1) 3.375-10(2) (1)9.375-10(2) (1)9.375-10(2) 
e&. Tex. (Truck Tnsp.) . ; e+ (€1)9.25-10.5(1) (2)9.375-10.5(1) erin ts 5(1) (2)9.375-10.5(1) (2)9.375-10.5(1) 
Cent. W. Tex. (Truck Tnsp. ) ) (1)9.5-10.4(1) (1)9.5-10.4(1) (1)9.5-10.4(1) (1)9.5-10.4(1) (1)9.5-10.4(1) 


Gasoline octane ratings are ASTM Motor Method ratings 
Motor Gasoline, 78-80 oct. (Premium) (b) 

New York harbor .. 1) 

New York harbor, barges ........-++++ (1) 

Philadelphia .. Sesser eeesooscon SBF 

(1) 

1) 

1) 


wonn 


Philadelphia, barges 
Baltimore 
Baltimore, barges 
Motor Gasoline, 78-80 oct. (Premium) (c) 
Ee eee 
New York harbor, barges 
Philadelphia OTC T Te TT eT er 
PUEGENENI, DREBOD cccccccvecccseees 
Baltimore .. ; 
Baltimore, bs irges (1eenkeenes 
Motor Gasoline, 74-76 oct. " (Regular) (b) 
ee ee ED nove décevcedeaseens ( 
New York harbor, barg WB cccccvceveve 
Philadelphia 
Philadelphia, 
Baltimore 
Baltimore, barges 
Motor Gasoline: 
Western Penna., Bradford-Warren: 
(oe SR fer eses ses 
Tee COE, COMUNE) ccrctesscacees ‘ 12(2) 12(2) 
Western Penna., Other Districts: 
ee ee, CED wcrknavcdonsodvees (1)12.75-13.8(1) 
74-76 Oct. (Regular) 


ror 
wo 
ee et et et St 
NHOWNN 


barges .. 


MwNwnwr 
Co me TEND 
OPT TTS 
cea sea ea geo een ee 
nIbI ny hobo 


eee eee 


(1)12.7 
Ceocceccevesoecs (3)11.75-12.8(1) (3)11.7 


companies quoting the low & highs of the ranges. 


14.7(1) 14.7(1) 
14.1(1) 14.1(1) 


5-13.8(1) (1)12.75- 
5-12.8(1) (3)11.7 


2 
1 
Note: Gasoline prices are reported in each day’s Platt’s OILGRAM Daily Price Service, 


, except ASTM Research Seated minimum ratings which are shown in parentheses. 


( 
5(1) 
) 
) 


WHOLE 
Wm DAIS 


) 
1 
2 
1 
) 
1 


ed 

epeererer 

nowworhy 
.) 


1 
( 
( 
( 
1 
( 


Det Dad 


5 
5 
( 
s) 


) 


14.7(1) 14.7(1) 14.7(1) 
i4 14/1(1) 


nto 


NNNONN 
RPAONY 
a 
ek heel Sheela 
wee 
eyererc yaya 
me Doh e 
Coe mw OTOTD 
Pe oo 
bak be pe ak fd ped 
NNNWNDd 
AHH 
pay pp 
el heel Shela 
et et et Dt 
peru perperterters 
He Robe 
to NEN 
‘ ' et ‘ 
feh bah pe fe fh 
NNNWNN 
me AADOIO 
~~ 


12(2) 12(2) 12(2) 


(1) (1)12.75-13.8(1) 
-8(1) (3)11.75-12.8(1) 


igures shown in parentheses indicate number of 


(b) Research octane rating is minimum of 5 points above Motor Method rating. 
(c) Research octane rating is minimum of 10 points above Motor Method rating. 





spokesman for Standard Oil Co. of California that 
the company has sent letters to all California oil 
producers selling oil to California Standard noti- 
fying them of the cancellation of their crude oil 
purchase contracts. 

The contracts are to be rewritten on the same terms 
but with a 24-hour cancellation clause. Most of the 
contracts now carry 90-day or six month cancellation 
clauses. As the period ends, the contracts are being 
cancelled and rewritten. 

In the letter, the company stated that according 
to the best available figures, production of heavy oil 
in California is running about 100,000 b/d above 
demand. There is no state law in California con- 
trolling production. 

Standard spokesman said this action by California 
Standard is a bid to curtail production of heavy crude. 
As contracts are placed on a spot basis, it is expected 
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that operators will be given some pipe line curtail- 
ment. The volume will be reduced gradually. Obvi- 
ously, if the producer won’t agree to the terms pro- 
posed by California Standard, the company can annul 
the contract under the 24-hour cancellation clause, 
releasing the purchaser from buying obligation. 

On June 1, the California Standard reduced its 
posted prices for heavy crudes in amounts ranging 
from 1c to 42c per bbl. It was the company’s third 
reduction in 1949 and repeatedly it has emphasized 
the excess of heavy oil output. 

There also were reports from West Texas that 
storage of some buyers in the area would be full by 
July 1 and that some type of pipe line proration might 
have to be resorted to. 

In wholesale refined markets, there were no de- 
velopments indicating that buyers were interested 
in taking more than their contract commitments on 
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gasoline, or were ready to start stocking up on heat- 
ing oil. Price protection plans still had not had the 
desired effect and distributors in many instances 
said they would not be willing to make large-scale 
fills unless guarantees against lower prices were 
extended to well into the heating season, at least be- 
yond Oct. 1. 

In four Midwest areas, Shell Oil Co. is providing 
resellers and consumers a discount incentive for buy- 
ing No. 2 fuel during the summer, in addition to the 
ordinary price protection plan being offered by several 
companies, notably in the East. 

In the Minneapolis, Chicago, St. Louis and Indian- 
apolis areas, Shell will allow resellers 0.75c per gal. 
discount through July and 0.25c discount for August 
deliveries. Discounts to consumers will be 0.8c through 
July and 0.3c for August deliveries. 

Toward the end of the past week, there were per- 
sistent reports that some major companies in the 
East would announce additional incentives for reg- 
ular-customer buyers to stock up. 

There were no signs the past week that spot short- 
ages of gasoline, feared earlier this year, would de- 
velop this summer. The product appeared in ample 
supply in all refinery and terminal districts. Ship- 
ments were heavy but for the most part were con- 
fined to contracts. A 40,000-bbl. sale of 84.5 Research 
octane rating regular grade at the Gulf at 10.25c 
per gal. was disclosed, but aside from_this, open mar- 
ket trading was quiet in all areas. 

In Central Michigan, ‘‘a quantity” of regular-grade 
gasoline was offered 0.5c per gal. lower at 11.75c; 
prices were reported unchanged in all other refinery 
districts. 

Standard Oil Co. (Ohio) reported a 0.25c per gal. 
increase, from 3.25 to 3.5c, in its quantity discount al- 
lowance for motor gasoline to tank wagon consumers 
buying 5,000 gals. or more per month, effective July 1. 
Discount is allowed from Standard’s posted consumer 
tank wagon price which currently is 18.5¢ per gal., 
ex taxes. Net price to large users thus became 15c, 
ex taxes, on July 1. Two cents of the 3.5c discount is 
allowed at time of delivery, balance at end of month. 

Standard’s Q.D.A. policy to consumers taking tank 
wagon deliveries of less than 5,000 gals per month 
remains unchanged—2c for up to 999 gals. and 2.75c 
for 1,000 to 4,999 gals. 

While there were reports of continued firming of 
bunker “C” fuel prices at the Gulf, there were no 
signs of improvement in the Mid-Continent. Reduc- 
tions in amounts ranging up to 30c per bbl. were 
reported by refiners in several Mid-Continent districts. 
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NPN Gasoline Index 


Cents Per Gal. 


Dealer T.W. Tank Car 
July 5 7 ae ya 15.21 11.24 
Month ago .. 15.21 11.24 
Year ago . ‘ 14.58 11.31 


Dealer index is an average of ‘‘undivided’’ dealer prices, 
ex-tax; in 50 cities. 

Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline, FOB refineries or 
terminals: Okla., Midwestern, W. Penna Calif N. Y 
Harbor, Philadelphia, Jacksonville, Boston and Gulf Coast 











In Oklahoma, No. 6 fuel hit a new low on the current 
move with one refiner reporting quotation of 60c 
per bbl. 


MID-CONTINENT 
Third-Grade ‘Gas’, Fuel Oil Prices Slip 


Although buyers were showing some interest in fuel 
oils, most inquiries were labelled “‘feelers’” and shipments 
did not increase appreciably from the Mid-Continent, 
according to reports the last week of June. Gasoline de- 
mand continued brisk with harvest nearing peak; sup- 
plies were reported ample to meet consumption which 
thus far has not been as heavy as expected in some dis- 
tricts, trade sources said, Prices for third-grade gasoline, 


light and heavy fuels slipped in several areas. 
Heavy fuel was priced lower in Oklahoma, Kansas, 
East and West Texas when several refiners reported re- 


ducing their prices 5 to 30c per bbl. A West Texas 
refiner reported selling 10 cars of No. 6 fuel, part for 
local shipment and remainder for export to Mexico, at 
$1.80 per bbl. New price represented 30c decrease from 
his former quotations of $2.10 per bbl. 

Low of price range was down 5c to 60c per bbl. for 
No. 6 oil in Oklahoma when a refiner reported a like re- 
duction in his price. In Kansas, one refiner reported 
quoting $1.00 per bbl. for No. 6 resulting in new price 
range of $1.00-$1.75. Quotations reported for No. 6 in 
East Texas ranged from 95c to $2.35 per bbl. following 
a 20c reduction reported by one refiner. 

Cylinder stock, 600 s.r., was offered at 12c per gal, in 
the Mid-Continent when one refiner reported a 4c drop in 
his quotation. No changes were reported in other lub- 
ricating oil prices during the week. Demand generally 
continued light. 

A North Texas refiner reported selling four cars of 
ordinary gas oil at 5.25c, FOB plant, to a broker for 
shipment to Iowa and South Dakota; he said he had 
turned down brokers’ bids of 5.875 to 6c for Diesel fuel. 
A Kansas refiner said he had refused brokers’ bids of 
6.5 to 6.625c, FOB plant, for No. 2 fuel. 

Purchase of “12 to 15 cars” of No. 2 fuel at 6c, and 
seven to eight cars of ordinary gas oil at 5.25c, FOB 
Oklahoma, for July delivery, was disclosed by a Mid- 
Continent broker. 





25-50 lb. Grease Pails 


We also specialize in drums 


729-A 


The Cleveland Steel Barrel Co. 
9612 Meech Ave., Cleveland 5, Ohio 











LEAMAN TRANSPORTATION 


Reliable Tank Truck Service in Pa., a : . 
made to Federal Spec. R. D.— N.Y, NJ., Md. D.C. Del., Ohio, Reconditioned Prime Head Fillers 


Va., W.Va., Conn., Mass., Vt. 


DOWNINGTOWN, PA. 


Phone 600 


NATIONAL STEEL DRUM CO. 


Specialists in Supplying 


Tri-Sure or Rieke Closures. 
An inquiry will sove you money on 
Export or Domestic shipments. 
Philadelphia 34, Pa. CUM 8-2322 














July 6, 1949 


43 











OiL MARKETS 








Crude Oil Prices 


Pure Oil reduces Michigan postings; Owens- 
boro-Ashland cuts Western Kentucky prices (see 
p. 41). 

For complete crude price schedules, which in- 
clude all changes reported through June 27, see 
June 29 NPN, p. 53-54. 











GULF COAST 


Lull Continues in Cargo Trading 


The lull which has prevailed in cargo trading at the 
Gulf for more than a month was accentuated the last 
week in June by an early start in the usual pre-holiday 
quiet. No new firm inquiries, either domestic or export, 
were reported, and prices for the most part were un- 
changed, according to reports of traders both at New 
York and in the Southwest. 


Reports of most trade sources indicated there was 
little change in the status of all products—with bunker 
“C” fuel firming, No. 2 fuel freely available but not 
subject to the price shading experienced early in June, 
and gasoline steady “but none too firm.” 


Up-river buyers were showing some interest in making 
commitments on kerosine and No. 2 fuel for forward 
barge delivery, but domestic cargo buyers of distillates 
still held to the sidelines. Some traders said they did not 
anticipate a full-fleged revival of buying “much before 
fall.” 

There were scattered inquiries, which some suppliers 
described as “mere feelers,” for bunker “C” fuel, with 
buyers in some instances bidding “5c per bbl. and more 
under the low,’ according to some sources, and ‘10c 
over the low,” according to others. Quotations reported 
by suppliers for cargo lots were unchanged, ranging from 
$1.20 to $1.35 per bbl., and some declared it was doubt- 
ful if a cargo of low sulfur oil could be picked up at 
the lower figure. 


There was increased cracking of light fuel, and some 
suppliers said they would increase their inventories of 
kerosine and No. 2 oil to the limit of storage capacity 
rather than to sell below ‘today’s current low prices.” 


Gasoline was quiet, generally speaking, although one 
source declared there was ‘considerable buying power” 
hanging over the market “at the right price.’ Avail- 
able offerings of regular grade were held at 10 to 10.5c, 
according to reports. Sale of 40,000 bbls. of 84.5 Re- 








search octane material at 10.25c for prompt lifting was 
disclosed early last week. 

West Coast self-serve interests were reported in the 
market for two cargoes of gasoline as the week ended. 

French inquiry for gas oil (see June 29 NPN, p. 44) 
was still in the market and most suppliers said they still 
were not interested in meeting the buyer's idea of price, 
said to be approximately 5.75c per gal. 


MIDWESTERN (Chicago-E. St. Louis Area) 
Improvement Reported in Distillate Fuels 


Most open market traders in the Midwest reported 
‘new firmness” in light fuels as June drew to a close 
despite the fact that lower prices for No. 2 oil were 
reported by one refiner late in the week. 

Slack demand for third-grade gasoline resulted in a 
decline of 0.25c in the range low for that product. Trade 
reports indicated that call for regular-grade gasoline for 
tank car shipment also was slow, but refiners said there 
was a “big” demand for gasoline at pipe line terminals. 

Other reductions off Midwest range lows came in 42-44 
kerosine and No. 6 fuel as demand for both products re- 
mained slack. Trade sources estimated that third quar- 
ter residual fuel requirements of large industries in the 
Chicago area would increase very little, if any, from the 
first and second quarters. 

Spot prices for No. 2 fuel, according to traders, ranged 
from 6 to 6.25c, Group 3 basis, with tendency toward the 
higher price being shown by smaller refiners in Oklahoma 
and North Texas. Same trade sources also said som 
small refiners were asking for a slowdown in booking 
of No. 1 fuel for August shipment because their former 
oversupply positions of this product had been relieved 
Midwest refiners reported Group 3 prices for No, 2 rang- 
ing from 6 to 7c. Some sales of No. 2 were reported 
during the week at 6c and 6.25c, Group 3. At the same 
time one refiner reported selling “a few’ cars of No. 2 
at 6.625c, Group 3. 

A tank car marketer reported sales totaling five cars 
of refined regular-grade gasoline at 9.75c and 10 cars 
of cycled regular gasoline at 9.25c, Group 3. Quotations 
reported by Midwest refiners for 74-76 regular with 80 
Research octane ranged from 10 to 10.375c, Group 3. 
Third-grade (60 and below) gasoline ranged from 9 to 
9.75c, Group 3, down 0.25c on the low following like re- 
ductions reported by three refiners. 

Reductions in their No. 6 prices were reported by two 
refiners. One refiner lowered his price 20c per bbl. to 
95c and the other 5c to 60c per bbl. Prices reported by 
other refiners ranged upward to $1.20 per bbl., Group 3. 
Prices for 42-44 kerosine ranged from 8 to 8.5c, down 
0.125c on the low. 
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ATLANTIC COAST 


Interest of Buyers Continues to Lag 


Trading continued quiet along the Atlantic Seaboard 
in the week ended July 2. Most suppliers reported little 
interest from buyers for current shipments of kerosine 
and light fuels, with demand for gasoline routine from 
regular accounts only. Price quotations generally were 
reported unchanged. 

Gasoline consumption in New England and Middle 
Atlantic areas was said to be “only fair’ for the season, 
although one Independent in New England said he had 
noted some pick-up in sales of regular-grade. Supplies 
were ample at all points along the seaboard, according to 
reports. Competition continued keen at the retail level 
in Florida. 

Despite price protection offered by major and Inde- 
pendent suppliers alike, reports generally indicated that 
to date there has been little storage buying of light 
fuels. At New York Harbor, some jobber interest “at 
the right price’? was reported by one trader who said 
he was working on an inquiry for 1,000,000 gals. of No. 2 
fuel for barge shipments in the next two weeks, but most 
sources said buyers were “still sitting back and wait- 
ing.”’ Canadian buyers, one source said, have taken only 
a fraction of what they had bought by this time last 
year. 

Socony-Vacuum reduced its price for No. 5 fuel (0-10 
p.t.) 10c to $2.50 per bbl. at Philadelphia, but aside from 
this there were no changes reported along the seaboard. 

At New York Harbor, there were unconfirmed reports 
of barge offerings of gasoline and distillates at “shaded 
prices’’—1llc for regular grade, 7.5c for kerosine and 6.5c 
for No. 2 fuel. No transactions were disclosed, however, 
and quotations reported by suppliers were unchanged, 
ranging upward from 11.5c, 7.75¢c and 6.6c for the three 
products, respectively. 


CENTRAL MICHIGAN 
Gasoline Prices Sag in Open Market 


Gasoline, which some refiners in Central Michigan 
have said recently was the only profit item in the re- 
fined oil list, showed evidence of easiness as lump offer- 
ings at discounts to spot buyers attracted no interest 
in the week just prior to the Fourth of July. Some offer- 
ings of light and heavy fuel were reported in open mar- 
ket at prices below range of prices reported by refiners, 
but no sales were disclosed. 

Generally, refiners said prices for domestic grades 
of fuel oil “had reached their floors,’ but early in the 
week two Central Michigan refiners reported reductions 
which lowered the range lows for range oil and prime 
white distillate by 0.5c. Range oil prices reported by 
refiners ranged from 10.25 to 11.5¢c and prime white from 
10 to 11.5c, FOB refineries. 

While prices reported for regular-grade gasoline with 
80 Research rating continued to range from 12.5 to 13.25c, 
Central Michigan, large bulk lots for July shipment 
were reported available in open market at “discount 
prices.” Regular gasoline with no research octane speci- 
fied ranged from 11.75 to 12.5c, Central Michigan, down 
0.5¢c on the low when one refiner said he was discounting 
his posted price 0.75c for immediate shipment. 

Jobbers remained reluctant to start summer fill pro- 
grams which, according to Michigan trade sources, pre- 
sented a strong possibility there would be July cutbacks 


July 6, 1949 


OIL MARKETS 


in Michigan crude allowables and further reductions in 
refinery runs. One source said if summer fill programs 
continued to be held up, the state would have to import 
90 to 95% of its fuel oil next winter as against normal 
imports of 75 to 80%. 





WESTERN PENNA. 
Prices Steady for All Products 


Supply/demand status was reported generally un- 
changed for all refined products by Western Penna. re- 
finers in the week ended July 2. Lubricating oil prices 
were firm, according to most refiners, with prices for 
other products steady. 

Approaching holiday stimulated demand for gasoline 
with several refiners reporting “extra calls’ from con- 
tract accounts. Over-all shipments against contracts 
were in good volume and reports generally indicated 
there was no excess supply in the field. Some refiners said 
they were in the market as buyers and one said that he 
had only small quantity for sale over and above his con- 
tract commitments. 


“Moderate” jobber demand for lubricating oil in bulk 
was reported by several refiners. One refiner said he 
had sold “several cars’ of motor oil and of bright stock 
at 17c per gal. Several inter-refinery transactions in- 
volving large quantities of bright stock were said to have 
been consumated but details were not disclosed. Reports 
that approximately 15,000 bbls. of bright stock had been 
sold for export could not be confirmed. 

Shipments of fuel oils were confined to regular-cus- 
tomer industrial accounts and demand generally was re- 
ported slow. There has been no move on the part of 
domestic heating oil distributors as yet to stock up for 
fall, most refiners said. 

Wax continued in good demand, particularly from 
domestic buyers. Two large refiner-buyers were said to 
be in the market for crude scale. 


Call for Bids on 550,000 Bbls. of No. 6 


WASHINGTON—Bureau of Federal Supply is calling 
for bids on contract to supply 550,000 bbls. of No. 6 
fuel oil, FOB barge at Baltimore, for District of Co- 
lumbia during year beginning July 15. Deadline for bid- 
ding is July 8. 
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The chart above was prepared by the Independent Petro- 
leum Assn. of America to show the increased processing of 
foreign crude oil in U. S. refineries 
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OIL PRICE SECTION 


At Refineries and 
Terminals and by 
Tank Wagon 


Prices herewith ure reproduced from Platt’s 
OILGRAM Daily O1i Price Service, associated 
with National petroleum News, whose repre- 
sentatives in all NPN-OILGRAM ottices de- 
vote their time exclusively to reporting oil in- 
dustry prices everywhere. 

Prices shown in tables are sales prices or 
quotations or general offers or posted prices by 
refiners, by pipeline terminal operators, and by 
tanker terminai operators; for current sales 
ana shipments; for the business day or period 
stated; except Tank Wagon prices, prices are 
for bulk lots such as tank car, truck trans- 
port, barge; prices applying to barges or car- 
goes or truck transport lots only, so desig- 
nated; FOB refineries or terminalis; in cents 
per gal., except per bbl. where $ sign is 
shown; wax and petrolatums in cents per 
pound; ex all fees and taxes; for crude oil 
and its products lawfully produced and trans- 
ported; reported as received by OILGRAM and 
National Petroleum News but not guaranteed; 
for subscribers’ private use only and not for 
resale or distribution or publication, During 
periods of short supply, some sellers, and at 
times all sellers, withhold quotations to new 
customers or the posting of firm prices but 
give OILGRAM the prices they otherwise would 
quote to the trade in general and which they 
confine to their regular customers only. Gaso- 
line octane ratings in price tables are ASTM 
Motor Method ratings, except ASTM Research 
Method minimum ratings which are shown in 
parentheses, Parenthetical figures before and 
after prices indicate number of companies 
quoting the lows and highs of the ranges. For 
further details of price conditions apply to any 
NPN—OILGRAM office or see back of any 
OILGRAM Price Service invoice. 

For complete price service delivered daily 
from nearest OILGRAM publishing office, New 
York, Cleveland and Houston, address Platt’s 
Price Service, Inc., 1213 West 3rd St., Cleve- 
land (13), Ohio. Annual subscription rate in 
U. S.: $150 per year, payable in advance. 





Gasoline 
Prices in Effect duly 5 


OKLAHOMA (Group 3) 
78-80 Oct. 


June 27 


are 10.75(1) 10.75(1) 
78-80(86) Oct. 

Prem, .. (4)11-11.625(1) (4)11-11.625(1) 
74-76 Oct. Reg. coe sees 


74-76(80) Oct. 


Me atede (5)10-10.375(1) (5)10-10.375(1) 
60 Oct. & 
below ....(1)9-9.75(1) (1)9.25—9.75(1) 


MIDWESTERN (Group 3 basis) 
78-80 Oct. 

Prem. .... 
78-80(86) Oct. 

Prem ...€3)11-11.625(1) (3)11-11.625(1) 
74-76 Oct. Reg. aes 
74-76(80) Oct. 

Reg i (5)10-10.375(1) (5)10-10.375(1) 
60 Oct. &below(2)9-9.75(1) (2)9.25-9.75(1) 


N. TEX. (For shpt. to Tex, & N.M. dest’ns.) 
78-80 Oct. 


ae 11(2) 11(2) 
78-80(86) Oct. 

Prem, ....(1)11-12.75(1) (1)11-12.75(1) 
74-76 Oct 

Reg. ----.(1)10~-10.25(1) (1)10—-10.25(1) 
74-76(80) Oct. 

Perr (1)10-10.75(2) (1)10-10.75(2) 


60 Oct. &below(2)9.375-10.3(1) (2)9.375—10.3(1) 


W. TEX. (For shpt. to Tex. & N.M. dest’ns.) 
78-80 Oct. 

Prem, ....(1)11-11.75(1) 
78-80(86) Oct. 

Prem. ..2€3 
74-76 Oct. Reg. (1 
74-76(80) Oct. 

rrr (1)10.25-10.5(1) (1)10.25-10.5(1) 
60 Oct. &below(1)9.375—10(2) (1)9.375-10(2) 


E. TEX. (Truck tnspt.) 
78-80 Oct. 

Prem. ....(1)11-12(1) (1)11-12(1) 
78-80(86) Oct. 

Prem, ciara 11(1) 11(1) 
74-76 Oct. Reg. ine oeee 
74-76(80) Oct. 

Reg. (1)10-11/1) (1)10-11(1) 


60 Oct. &below(1)9.25—10.5(1) £2)9.375~-10.5(1) 


(1)11-11.75(1) 


)11.25-11.5(1) (1)11.25-11.5(1) 
)10-10.75(1) (1)10-10.75(1) 


Prices in Effect duly 5 
CENT. W. TEX. (Truck Transpt.) 
78-80 Oct. 

Prem, ....(1)11.25-11.5(1) (1)11.25-11.5(1) 
78-80(86) Oct. 

Prem, ....(1)11.25—-11.5(1) (1)11.25-11.5(1) 
74-76 Oct. Reg. (1)10.25-10.5(1) (1)10.25-10.5(1) 
74-76(80) Oct. 

Reg. .....(1)10.25-10.5(1) (1)10.25-10.5(1) 
60 Oct. &below(1)9.5—10.4(1) (1)9.5—-10.4(1) 


ARK, (For shipment to Ark. & La.) 
78-80 Oct. 


June 27 


a <#%6 11.375(1) 11.375(1) 
78-80(86) Oct. 

Prem, .... eeee 
74-76 Oct.Reg. pene 
74-76(S0) Oct. 

«e000 10.375(1) 10.375(1) 
60 Oct. &below 9.375(1) 9.625(1) 


KANSAS (For Kansas destinations only) 
78-80 Oct. 

Prem, ....(1)11.2-12(1) 
78-80(86) Oct. 

Prem, ....(1)11.2-12(1) 


(1)11.2-12(1) 
(1)11.2-12(1) 


74-76 Oct. 

er (1)10.2-11(1) (1)10.2-11(1) 
74-76(80) Oct. 

me «sess (1)10.2-11(1) (1)10.2-11(1) 


&. 
60 Oct.&below(1)9.4—10.25(1) 
WESTERN PENNA, 
Bradford-Warren: 
78-80 Oct.Prem. <a eee 
74-76 Oct.Reg. 12(2) 12(2) 
Other districts: 
78-80 Oct. 

Prem. ....(1)12.75-13.8(1) (1)12.75-13.8(1) 
74-76 Oct. Reg. (3)11.75-12.8(1) (3)11.75-12.8(1) 
CENTRAL MICHIGAN (FOB Central Michi- 
gan refineries.) 

U.S. Motor: 
78-80 Oct. 


(1)9.4-10.375(1) 


. -(1)13-14.5(1) 


rem. .. (1)13-14.5(1) 
78-80(86) Oct. 


Prem. ..€1)13.5-14.25(1) (1)13.5—-14.25(1) 
74-76 Oct. Reg. (1)11.75—12.5(1) (1)12.25-12.5(1) 
74-76(80) Oct. 

Reg. . ee» (3)12.5-13.25(1) (3)12.5—-13.25(1) 
Str. run gaso- 

line, excl. 

Detroit 

shpt. .....(6)10-12(1) (6)10—-12(1) 


OHIO—Quotations of S.O. Ohio for delivery 
to Ohio points: 
73-75 Oct. 14.0 14.0 
CALIFORNIA 
Los Angeles dist: 
80-82 Oct. 
(Prem.) (1)13-16.1(1) 
74-76 Oct. 
(Reg. ) (1)11.6-13.6(3) (1)11.6-14.1(1) 
San Fran. dist.: 
80-82 Oct. 
(Prem.) (1)15.85—-16.6(1) (1)15.85-16.6(1) 
74-76 Oct. 


(1)13-16.1(1) 


(Reg.) .(1)13.85-14.1(1) (1)13.85—-14.1(1) 
San Joaquin Valley: 
80-82 Oct. 
(Prem.) (1)15.85-16.6(1) (1)15.85—-16.6(1) 
74-76 Oct. 
(Reg. ) .(1)13.85-14.1(1) (1)13.85-14.1(1) 


Lubricating Oils 


WESTERN PENNA. 

Prices are for sales made, or offers reliably 
reported, to jobbers & compounders only. 
aaa NEUTRALS—No. 3 col. Vis. at 70° 





200 Vis. (180 at 100°) 420-425 f. 


O p.t. 20.5(2) 20.5(2) 
Be Bike caens 19.5(2) 19.5(2) 
Se WAR. eseocs 18.5(2) 18.5(2) 
7k. 4ease 17(6) 17(6) 
150 Vis. (143 at 100°) 400-405 fi, 

- Ae, seins 18.5(2) 18.5(2) 
10 p.t. 17.5(2) 17.5(2) 
15 p.t en 16.5(2) 16.5(2) 
25 p.t. ..(5)15-17(1) (5)15-17(1) 


CYLINDER STOCKS: 
Brt. stk., 145-155 vis. at 210°, 540-550 fl., No 
§ col 


oe WR... wise 19.5(2) 19.5(2) 
og * rn 8.5(2) 18.5(2) 
25 p.t 17-18 17-18 
600 S.R 

filter’ bl (2)12-12.5(1) (2)12-12.5(1) 
650 SLR (2)13-13.5(1) (2)13-13.5(1) 
600 fil (2)15-18(1) (2)15-18(1) 
630 ff. «. (2)17-19(1) (2)17-19(1) 


MIDCONTINENT LUBES 
(FOB Tulsa basis. Bright stock, vis. at 210°. 
Neutrals are 0-10 p.p. oils, vis. at 100°; 15- 
25 pp. viscous neutrals generally are quoted 
0.5c under 0-10 p.p. oils; 15-25 p.p. nonviscous 
oils generally are quoted 0.25c under 0-10 p.p. 
oils. ) 

Neutral Oils—Conventiona! 

Pale Oils Col. 

60-85 vis. 2.(2)9.75-11(1) 
86-110 vis, 2.(1)10-11.25(1) 
150 vis. 3.(1)11-13(1) 


>) 


(2)9.75-11(1) 
(1)10-11.25(1) 
(1)11-13(1) 





Lube Oil Colors Fluorescent 
Petroleum Colors 


PATENT CHEMICALS, INC. 
PATERSON 4, N. J. 











C88 (CCL Ine. 


Dependable 
Petroleum Transportation 


Servin 
IOWA-ILLINOIS-WISCONSIN-MISSOURI 











Prices in Effect duly 5 June 27 
180 vis. 3.¢1)11.5-13.5(1) (1)12-13.501) 
200 vis. 3.(1)11.5-14(1) (2)12—-14(1) 
250 vis. 3.(1)13-15(1) (1)13-1o11) 
280 vis. 3.(1)13-—15.5(1) (1)13.5—15.5(1) 


300 vis. 3.(1)13.5-16(1) 
Red Oils Col. 

200 vis. 5. 

Cylinder Stocks: 

600 s.r., olive 


(1)14-16(1) 


green ....(1)12-15(2) (2)15-—16(1) 
Black Oil 18.5(1) 18.5(1) 
Bright Stock—Conventional 
200 vis. D: 
10-25 p.p. .. 23(1) 23(1) 
150-160 vis. D: s 

0-10 p.p. .(2)17-19(1) (2)17-19(1) 


10-25 p.p. 
120 vis. D: 
0-10 p.p. ..(2)16.5-18(1) 
Bright Stock—Solvent 
150-160 vis. 0-10 

p.p., 95 v.i,(1)24—25(1) 
Neutral Oils—Solvent 
170-180 vis., e 

SS Vuh. coos 17(1) 17(1) 
200-210 vis., 

90-95 v.i...(1)17-18(1) (1)17-18(1) 
300 vis., 

95 v.l. ceo 19(1) 19(1) 


SOUTH TEXAS (Neutral Oils) 
(Vis. at 100° F. FOB refineries for domestic 
and/or export shipment.) 
PALE OILS: 

Vis. COLOR 

100 1%-2%..(4)9.5-11(1) 
200 No. 2-3.. 11(5) 


..(1)17-18.5(1) (1)17-18.5(1) 


(2)16.5—-18(1) 


(1)24-25(1) 


(4)9.5-11(1) 
11(5) 


300 No. 2-3.. 12(5) 12(5) 
500 No. 

2%-3% ... 13(5) 13(5) 
750 No. 3-4.. 14(5) 14(5) 
1200 No. 3-4. 15(4) 15(4) 
2000 No. 4..(4)16-16.5(1) (4)16-16.5(1) 
RED OILS: 

100 No, 5-6. 9.5(4) 9.5(4) 
200 No. 5-6. 11(5) 11(5) 

300 No, 5-6. 12(5) 12(5) 

500 No. 5-6. 13(5) 13(5) 

750 No. 5-6. 14(5) 14(5) 
1200 No. 5-6. 15(4) 15(4) 
2000 No. 5-6. (4)16—-16.5(1) (4)16-16.5(1) 


CHICAGO (From Mid-Continent p.l. crude) 
Neutral oils vis. at 100° F. 0 to 10 p.p. 
Pale Oils: 

Vis. Color 


60-85—No. 2. 11.75(1) 11.75(1) 
86-110—No, 2 12.25(1) 12.25(1) 
150—No,. 3. 14(1) 14(1) 
180—No, 3 14(1) 14(1) 
200—No. 3 14(1) 14(1) 
250—No. 3 15(1) 15(1) 
Red Oils 

180—No. 5. 14(1) 14(1) 
200—No. 5. 14(1) 14(1) 
250—No. 5. 15(1) 15(1) 
280—No. 5 . 15.5(1) 15.511) 
300—No. 5 16(1) 16(1) 


Note: Viscous oils, 15 to 30 p.p. are quoted 
0.5¢ lower; 60-85 and 86-110 No. 2 non-viscous 
oils, 15 to 30 p.p. 0.25c lower. 





ATTENTION JOBBERS 





IDEAL LuBRicaTOR CO 


PHILADELPHIA PA 





Protected Areas Available 
For Distributors 


sealed 1 quart litho cans 
you have checked the rest 
now 
check the best 
for 
Price 
Quality 
Service 
for full information 
contact 


IDEAL LUBRICATOR CO. 


Philadelphia 2, Penna. 
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Refinery & Terminal Prices (Continued) Oil Price Section 





rices in Effect duly 5 dune 27 . | il 
nfiltered Steam Refined (Viscosity at 210°) Kerosine, Gas & Fue Oils 
6D cccceccvs 14.5(1) 14.5(1) 
4 oceneseue 15.5(1) 15.5(1) . e- 
a ai 16.5(1) 16.5(1) Prices in Effect duly 5 June 27 Prices in Effect duly 5 dune 27 
sright beet - ooo ee” }? ae OKLAHOMA (Group 3) ARK. (For shipment to Ark. and La.) 
Seen Bay a 41-43 w.w. .(1)7.875-8.875(1) (1)7.875-8.875(1) 42-44 W.w. ..  8.125(1) 8.375(1) 
; to 40 p.p 21.5(1) 51 5(1) 42-44 w.w. ..(2)8-9(1) (1)8.125—9(1) Tractor fuel 9.25(1) 9.375(1) 
filtered ; si Range oil ..(1)7-8.75(1) (1)7-8.75(1) Diesel fuel 52 
‘ r 58 & above & below .. 7.125(1) 7.375(1) 
ee og delivered cx D.I. diesel ( 1)6.875-8.375(1) (1)7.125-8.375(1) Diesel fuel 58 Poe ge * 
dd 0.6c per gal. No. 1 p.w...(1)7 7.75(3) (1)7—-8(2) & above .. 7.5¢1) 7 75(1) 
No. 1 straw. (1)7-8.125(1) (1)7-8.125(1) No, 2 fuel... 6.625(1) 6.875(1) 
No. 2 straw. (1)6—-8.5(1) (1)6.25—8.5(1) No. 3 fuel... sf 25(1) 3° 5(1) 
H No. 3 . 6(1) (1)6.25—6.75(1) No. 4 fuel... 1.75(1) 1.75(1) 
Natural Gasoline No. 6 "" (1)$0.60-1.20(1) (1)$0.65-1.20(1) No. 5 fuel... $1.55(1) $1.55(1) 
Group 3 & Breckenridge prices are to blend- 14-16 grav. 1.2001 1.2002) No. 6 fuel... $1.40(1) $140(1) 
ers on freight Basis shown below. Shipments OE tecese $1.20(1) $1.20(1 
— A eon in any Mid-Continent manufac- WESTERN PENNA, 
FOB GROUP 3 MIDWESTERN (Group 3 basis) S w.w. ....(2)9.5-9.75(1) (1) 9.5-9.75(2) 
Grade 26-70 5.5(Sale) 5.5(Sale) 41-43 w.w. ..(1)7.875-8.5(1) (1)7.875-8.5(1) No. 1 fuel...(1)9.75-10(1) (D9 75-10(1) 
a 42-44 w.w (2)8-8 5(1) (1)8.125-8.5(1) No, 2 fuel... 9,.25(2) 25(2) 
= ae 5( Sales Range oi) ..(1)7-8(1) (1)7-S(1) ; No. 3 fuel...(2)9.25-9.75(1) (2)9.25-9.75(1) 
Grade 26-70 ....5.5(Sales) oC Sales ) 58 & above 36-40 gravity. 9(1) 9(1) 


D.I. diesel 





(3)7.5—8(1) (2)7.5-8(1) 
— — --— No. 1 p.w...(1)7-7.8(1) (1)7-7.8(1) Other districts: 
No. 2 strav 1)6—7(2) '6.25-7(2) . o a 
No. 3 .. re (16 6.7511) (ae 25 6.75(2) 47 W.W. ....(4)9.5-10(1) (2)9.5-10.25(1) 
io. 6 ) ; 2 ) ) w.wW. . 
N f (1)$0.60-1.20(1 (1)$0.65-—1.20(1) No. i fuel. “(199.35 -10.5(1) (1)9.35-10.5(1) 
No. 2 fuel...(2)8.75—10(1) (2)8.75-10(2) 
N. TEX. (For shpt. to Tex. & N.M. dest’ns.) No. 3 fuel...(1)8.75-9 25(1) (1)8.75-9.25(1) 
- avity 8 ) ) 
41-43 w.w...(2)8.5-9.6(1) (2) 8.5-9.6(1) Se ny. Cae ee anand 
42-44 w.w...(1)8.5-9(1) (1)8.5-9(1) ; . 
58 DI. (1)7.5-9.8(1) (1)7.5-9.8(1) CENTRAL MICHIGAN (FOB Central Michi- 
‘ pe gan refineries.) 
No. 2 straw.(1)8.25-8.75(1) (1)8.25-—-8.75(1) ss i _ ~ — 
No. 6 fuel... $0.90(1) $0.90(1) pw i + o(21)10.25-11.5(1) (1)10.25-11.5(2) 
kero ee (1)10.75-11.75¢2) (1)10.75-11.75(2) 
. —_— : oo ee P. W 
W. TEX. (For er to Tex. & N.M. dest’ns.) distillate ..(1)10-11.5(1) (1)10-11.5(1) 
41-43 w.w. .. 9.5(1) 9.5(1) No. 2 light 
42-44 w.w. .. 10.5(1) 10.5(1) straw. (3)9.75-11(1 (2)9.75-11(1 
q an - 6 No. 3 straw. (2)9.75-11(1 (1)9.75-11(1) 
No. 1 straw. 9.25(2) 9.25(2) U.G.I. gas oil(2)8-9(1) (2)8-9(1 
No, 2 straw. (1)8.5-9.25(1) (1)8.5-9.25(1) No. 5 fuel...(3)6~-7.7(1) (2)6-7.7(1) 
No. 3 No. 6 fuel... .(3)5.75-—7.5(2) (2)6.75-—7.5(2 





No. 6 fuel...(1)$1.25—-1.80(1) (1)$1.25—2.10(1) 





OHIO—Quotations of 8.0. Ohio 


—_ uot: s f §& io for delivery to 
E. TEX. (Truck trnspt.) Ohio points: 
HOW MUCH FREIGHT | ©. --e225@ cosa Kecosine wae aa. 


( 
ee 11.! 
42-44 w.w. ..(1)9-9.5(1) (1)9-9.5(1) ; . 
58 & above . . . 
DO YOU PAY? D.I. diesel. (1)8.5-9(2) (1)8.5-9(2) CALIFORNIA 
No, 2 fuel... (1)8-9.25(1) (1)8-9.25(1) San Joaquin Valley: 
p No. 6 fuel (1)$0,95—-1.90(1) (1)$0.95—2.35(1) 40-43 wW.w. .(1)12.6—-15.6(1) (1)12.6-15.6(1) 
@ If you can save on the freight Heavy fuei 
7S 4 if 2) 181.9 2 Ont ) 
rate .. . you can make an extra CENT. W. TEX. (Truck trnspt.) une” «6a (1)$1.90-2.05(1 
profit or sell petroleum products 41-43 w.w. ..(1)9-9.5(1) (1)9-9.5(1) (PS 300)..  $2.10(2) (1)$2.10-2.25(1) 
sce wi 58 & above Diesel fuel 
a aa price with the same ’D.I. diesel. (1)8.75-9.25(1) (1)8.75~-9.25(1) ge (PS 200+ 10-11.5(1) (1) 10-11.5(4) 
! “ +f Stove dis 
U.G.I. gas oil = =8.5(1) 8.5(1) (PS 100)..(1)11.5-13.3(1) (1)11.5-13(1) 
No. 1 fuel... 9.25(1) 9.25(1) Los Angeles: 
Many carload buyers of 100% ) we ina » oom ace 
Pure Peenipionntin Bright Stocks 0. 3 Sues... .(8)8-O(2) (2)8-0(1) a eee 
~ —_ aa? No. 3 fuel... o° oe (Ps 400). .(2)$1.80—-1.85(3) (2)$1.85-—2.00(2) 
Neutrals and Finished Motor Oils No. 5 fuel... $2.10(1) $2.10(1) Light fuel 2 ' 
sc 2 9 2.05(4) (2)$2.05—2.20(3) 
find that Elk Refining’s central No. 6 fuel...(1)$1.25-2.00(1) (1)$1.25-2.00(1) pee 200). -(1)82.00 2.05(4 2)$2.05~—2.20(: 
location saves freight. This is (PS 200)..(1)8.1-11(2) (1)8.1-11(2) 
especially true in shipments to KANSAS (For Kansas destinations only) Stove - 1299 —_ 9.1-12.5(2 
the South and Southwest 2- > w 2)8.5-9.625 59.625 (PS _ 100). .(1)9.1-12.5(2 (1)9.1-12.5(2) 
, $2-44 0 W.W.. .(2)8.5-9.625(1)  (1)8.5-9.625(1) San Francisco: 
i ; 58 & above 40-43 w.w. ..(1)12.6-15.6(1) (1)12.6-15.6(1) 
Elk Refining Company’s unique Diesel... .(1)7.75-10.125(1) (1)8-10.125(1) Heavy fuel ; 
. ° : , ’ a2 e (PS 400).. $1.90(2) (1)$1.90—2.05(1) 
jobber-distributor - compounder No. 1 fuel.. .(2)8-9.3(1) (1)8-9.3(1) Light fuel 
agreement also guarantees you No. 2 fuel.. .(2)7-8.25(1) (1)7-8.5(1) (PS 300).. $2.10(2) (1)$2.10-2.25(1) 
ualit d deli i No. 4 fuel $2.32(1) $2.32(1) Diesel fuel 4 
quality an elivery at prices No. 5 fuel $1.82(1) $1.82(1 (PS 200). .(1)10-11.5(1) (1)10-11.5(1) 
that assure excellent profits. You aig ees pata a ded pag Stove dist mee ; 
can’t afford not to investigate WO, S SUM... ASIGESD-S-THE) (2)G8.08-5.0808) PS 209). AEPES-S-ES.5C2) = (2) 31.5808 


this proposition. Get the details 
today, without obligation. 





Lake Port Terminal Prices 
Prices in Effect July 5 
Buffalo Cleveland Detroit Toledo 
ELK REFINING COMPANY 78-80 Oct. (Premium).. 15.3(2) Mmece. ©  @@eents ‘aia 
KANAWHA VALLEY BLDG. 76-76 Oct. (Regular) .. af 8( yy } }§ eo 0 > vanmmipa saeses 
CHARLESTON 24, W. VA. Pe ere 9.9(3) ees eee 2 6neee 10.5(1) 


Write, phone or wire: 





Diesel Fuel ............ 10.5(1) apt es 10.35(1) 9 .25(1) 
- ey ee ees "11.1(2) 10.1(2) 

A pbbbdd > No, 2 Fuel ............ 9.6(2) pandas 10.35(2) (1)9.1-9.8(1) 
too: pure = *S Se 2 ee ne  eneeen b ? eee 10.1(1) 9.25(1) 
— een « CER M ccccsntabos | caucus 6.35(1) 6.35(2) 5.75(3) 
No. 6 Fuel .......... 7.2(2) 6(1) 6.1(2) 5.5(3) 








WHOLESALE LUBRICANTS F. J. EGNER & SON, INC. 
Greases—Gear Lubes—Oils 


Refiners of Motor Oils Consult Us On Petroleum Transporters 

ighest right Stocks Lithium & Aluminum Greases 

Qualit Neutral . . 

—- =a eats DENCO PETROLEUM CO. 812 Charles St. Galion, Ohio 
rol Wax 

— _— Cleveland 15, Ohio Main 8061 Phone: 28201 




















ily 6, 1949 47 








































Prices in Effect July 5 


Wax 


WESTERN PENNA, 
White Crude Seale: 
122-124 A.m.p. 
124-126 A.m.p. 


(Bbis. C.L.) 


4.9(2) 
(2)4.9-5(1) 


CHICAGO (FOB Chicago District refinery of 
one refiner in bags or 100 lb. cartons, carloads. 
Carloads, slabs loose, 0.7c less. Melting points 
are EMP (ASTM methods); add 3° F, to con- 
vert into AMP 


Fully refined: 


122-124 7.45 
125-127 7.45 
SEER Ses dertondnnveween 7.55 
130-132 7.65 
132-134 7.8 
135-137 7.9 


SEABOARD 

Melting points are AMP, 3° higher than 
EMP. Prices are for carload lots. Domestic 
prices are FOB refinery; seale in bags or 
bbls.; fully refined, slabs loose, Export prices 
are FAS; scale in bags or bbls; fully refined 
in bags or cartons. 


Crude New Orleans N.Y. N.Y. 
Scale 

122-4 wh, 
124-6 wh, 5.2(1) 


Domestic 
(1)5-5.25(1) 
(1)5-5.25(1) (2) 


Export Export 


5-5.15(1) 


Fully Refined: 


123-5 (2)6.75-6.9(1) ° 
125-7 7.8(1) (2)6.75-7(1) (1)7.7-7.75(1) 
128-30 . 8.1(1) (2)6.75-7.1(1) (1)7.7-8.05(1) 
130-32 8.3(1) 7.3(1) 7.75(1) 
133-5 «=... 8.15(1)(2)6.95-7.35(1) (1) 7.75-8.1(1) 
135-7 .. 8.3(1) (1)7.1-7.6(1) (1)8-8.25(1) 
138-40 8.4(1) (2)7.2-8(1) (1)8-8.35(1) 
143-5 .. 9.05(1)(1)7.6-9.1(1) (1)8.4-9(1) 
148-50 = .11.8(1) 11.5(1) 11.75(1) 
Petrolatums 
WESTERN PRBNNA, (Bblis., carloads; tank 
car, 1 to 1.5c :ess.) 
Snow White -(1)6.375-7.25(2) 
Lily White - . (1)6.125—6.375(1) 
Se CD tne weesewsoueds (1)5.75-6.125(1) 
Light Amber reer rr. s (1)4-4.5(1) 
PEE nce nce tsvcvcessecaes (2)4.125—4.25(1) 
ee ssexweu wone 4000 56405 3.875(2) 






LPG Prices 


(Of refiners, FOB refineries, in cents per gal., 
tank cars or transport trucks) 

Com- In- Com- Indus- 

mercial dustrial mercial trial 

Propane Propane Butane Butane 

5.5(1) 5.5¢1) 4.75(1) 4.75(1) 

5.5(1) 


District 


N.Y. Harbor 
Philadelphia .. 
Baltimore ; 
Nastings, W.Va. 
New Orleans 
Toledo 









MICROCRYSTALLINE 
BOLER PETROLEUM CO. 


Dept. D., Philadelphia 7, Pa. 


Petroleum and its Products 














Refinery & Terminal Prices (Continued) 





Oil Price Section 





Atlantic & Gulf Coasts 


Prices are of refiners, 


FOB their refineries & tanker terminals, 


and of tanker terminal operators, 


rOB their terminals. Ships’ ounkers prices are exclusive of lighterage. Prices in enect duly 5. 
78-80 Oct. Prem. 78-80 Oct. Prem. 74-76 Oct. Reg. Kerosine 

District Gasoline (b) Gasoline (c) Gasoline (b) No. 1 Fuel 

N. Y. Harbor -(1)12.6-14.2¢1) “ne (1)11.6-12.9¢1) (2)8.4-8.5(12) 

Te Me £62.50%60004 (1)12.5-13.75(1) ver (1)11.0-12.9(1) (2) 4.40-8.4(11) 
BIDORGF cccccecccceccce chap ih.08-14.3(8) 14.3(1) 12.5¢(4) 8.94 1U) 
EN. ova anes weam aren (1)12.4-14.1(1) 14.1(1) (1)11.4-12.6(3) 9(10°) 

do barges ..........-(1)12.3-13.65(1) wee (1)11.3-12.4(1) (2)38.9-9.4(1) 
Baton Rouge ‘ oes er ones 8.4¢1) 

do barges . TTT ad ecee 8.4(1) 
NE, C6 ei omen oace ated (1)12.6-14.4(3) 14.4(1) (1)11.6-12.9(9) 8.8(13) 
Charleston ............-(2)12.1-13.475(1) 13.75(1) (3)11.1-11.75(1) 8.8(6) 
| ls. ee (1)12-13(1) anes 11(¢2) 5 ewe 
BE cc ascnsccecccscsstapeeenaec, se (1)11-12.5(1) (1)9.125-10.25(1) 

ee ED 6. 6a eé6 6.00.08 (1)12-13.75(1) 12(1) (1)11-11.75(1) (1)7.75-8.735(1) 
PEE § ésnakdewoese 13.1(6) 13.1(1) 12.1(9) 9.2(12) 
DEEL. 4264506 004808d 000 13.1(4) 13.1¢(1) 2.1(5) (3)9.2-9.5(2) 
DE. ceeuesecesedseees 13.1(2) 13.1(1) 12.1(3) 9.2(4) 

Se SO 60-60% cenaenes ore +P _— 14.5(1) (2)12.5-13(1) 8.6(Y) 
New Orleans er 12 ecee 11.5(1) (4)8.58-9(1) 

CO ES. 2.600% 60 e602 3'3ti> aes 11.5(1) (2)8.8-9(1) 
(eee (2)12.3-12.75(1) 3.9(1) (2)11.3-11.9(2) (6)9-9.1(1) 
PEGE. sat ascavdecons 13.1(1) as 12.1(1) 9.2(2) 
PE, oincendeseeus (1)13.7-13.75(2) 14.7(1) (2)12.5-13.2(2) (8)8.7-9.5(1) 

do barges aceeees (1)13.6-13.65(1) cee (1)12.4-12.6(1) 8.6(6) 

Port Everglades: errr 13.1(4) 13.1(1) 12.1(6) 9.2(6) 
Portland ore (1)14.15-14.4(1) 14.4(1) 12.9(4) 8.8(8) 
Providence seeeus (1)14.15-14.4(1) 14.4(1) 12.9(5) 8.8(9) 
DL Ateeuscekees ted 13.1(4) 13.1(1) 12.1(7) 9.2(9) 
Tampa ry ere 13.1(E) 13.1(1) 12.1(7) 9.2(9) 
Wilmington, * eee . (1)12. 25-1 3.45(1) 13.85(1) (1)11.25-11.85(2) 8.8(8) 

78-80 Oct. Prem. Gasoline (a): Baton Rouge 11.9(1); Baton Rouge barges 11.9(1); Houston 
(1)11.5-13(1); New Orleans (1)11.5-11.85(1); New Orleans barges (1)11.5-11.85(1). 

74-76 Oct. Reg. Gasoline (a): Baton Rouge 10.9(1); Baton Rouge barges 10. ‘aide Houston 
(1)10.5-12.5(1); New Orleans (1)10.75-11.1(1); New Orleans barges (1)10.75-11.1(1 

Diesel Oil 


Gas House No. 5 Fuel 


No. 2 Fuel Gas Oil (0-10 p.t.) 

N. Y. Harbor. 7.5(16) (1)7.8-8.1(1) $2.38(8) 

do barges. .(2)6.6-7.4(11) 8(1) (8) 2.35-2.45(1) 
Albany ...... 5(6) 8.5(1) 3.00(1) 
Baltimore 7.9(12) 8(1) 2.38(1) 

do barges 7.805) a 2.35(1) 
Baton Rouge. 7.3(1) 7.4(1) 

do barges.. 7.301) oy rer 
| eee 8(14) (1)8.1-8.5(1) 2.41(2) 
Charleston . (2)8.1-8.2(2) : a? 
Houston .. . (2)8.25-9.5(1) er 

do barges. .(1)6.375-7(1) 1.97(1) 
Jacksonville 8.8(6) ecee 
Miami ..0ccce 8.8(4) 
Mobile ...... 8.8(2) 
New Haven .. 7.6(8) 
New Orleans .(1)7.6-8(1) 

do barges. .(1)7.6-8(1) ooee eens 
INNOPTOIK § .ccce (3)7.9-8.2(1) 8(1) eves - 
Pensacola ... 8.8(1) nee 
Philadelphia . 7.509) 7.8(1) a 

do barges.. 7.4(7) awe en 
Pt. Everglades 8.8(4) - é 
Portland .... 8(8) 8.5(1) 
Providence... S(9) 8.5¢1) 
Savannah 8.8(5) cos 
TOMOR cccces 8.8(8) 
Wilmington, 

mm. © e (6)8.1-8.2(3) 8.2(1) 


No. 6 Fuel 


No. 6 Fuel Barges Ships’ Bunkers 
m, Machertoiee oe A. 72(1) $1.60(11) $1.60(9) $3.15(3) 
ATRORF .cccec oda 2 a 
Baltimore , 2: 634) 1.60(3) 1. "60(: 3) 3.15(1) 
Baton Rouge. 1.35(1) 1.32(1) 1.32(2) 2.86 ( 1) 
Boston . (5) 1.68-1.85(1) 1.65(3) 1.65(3) “ee 
Charleston .. 1.58(2) 1.55(3) 1.55(3) 
Corpus Christi < 1.32(1) (2)1.32-1.60(1) 3.15(1) 
Houston ..«+(€1)1.32-1.37(1) 1.32(6) 1.3216) (4)2.86-3.10(1) 
Jacksonville 1,58(6) 1.55(6) 1.55(6) sees 
Miami ...... 1.57(1) 1.54(2) 1.54(2) se 
Mobile ...... 1.52(1) 1.42(1) 1.42(1) ai 
New Haven 1.65(2) 1.60(2) 1.60(2) i 
New Orleans. 1.35(3) (2)1.32-1.37(1) 1.32(3) 2.86(2) 
Norfolk oii 1.63(3) 1.60(4) 1.60(4) on 
Pensacola ... 1.55(1) 1.55(1) 1.55(1) a 
Philadelphia 1,.63(8) 1.60(8) 1.60(8) 3.15(2) 
Pt. Everglades 1.53(2) 1.50(3) 1.50(3) oon 
Portland ° 1.68(2) 1.65(1) 1.65(1) 
Providence .. 1.65514) 1.625(3) 1.625(3) 
Savannah ... 1.58(4) 1.55(5) 1.55(5) 
TAMPA .ccces 1.48(5) 1.45(5) 1.45(5) 


Ww ilmington, 
C. 


(a) Motor Method & Research octane ratings are approximately same. 


rating is minimum of 5 points above Motor Method rating 
of 10 points above Motor Method rating 


Bunker C Fuel 


No. 5 Fuel 
(15-60 p.t.) 
$2.00(1) 
1.97(1) 
-00(1) 
971) 
71(1) 
.-68(1) 
2.41(3) 


1 95(1) 


she ih 


2.00(1) 


2.50(6) 


Heavy Diesel 


Shore Plants 
(50 cet.,55 d.i.) 
7.9(5) 


(2)8.4-8.5(1) 
(2)8.3-8.4(1) 
7.7(4) 
8.4(5) 
(1)8.2-8.6(1) 
(3)8-9.5(1) 
8.8(6) 
8.8(2) 
8.8(1) 
(1)8-8.2(2) 
(1)7. or 


(1)8.2 -8.3(2) 
8.8(1) 


7.9(6) 
8(3) 
4(2) 
4(2) 
8(5) 
8(6) 


90 ge ge YO Q0 » 


s 


2(2) 


Light Diesel 
Ships’ Bunkers 


Ships’ Bunkers (45 cet., 45 d.i.) 


$3.40(4) 


3.11(3) 
3.40(3) 
3.40(5) 
3.696(2) 
3.526(1) 
(3)3.69-3.696(1) 
(2)3.69-3.696(2) 


3.36(3) 








(b) 


Research octane 
(c) Research octane rating is minimum 











Marketer of Petroleum 


New York 





Products 


NEW ENGLAND PETROLEUM CORPORATION 


Boston 















NATIONAL PETROLEUM NEWS 
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il Price Section 





Refinery & Terminal Prices (Continued) 


Gulf Coast__Cargoes, Domestic & Export, All Ports 


Cargo prices are FOB ship at Gulf, minimum of 20,000 bbis., and are by refiners only to other 
The figure in parentheses after each price 
Prices in Effect duly 5. 


ners, export 


iation Gasoline 

Grade 115/145 (AN-F-48) 
Grade 100/130 (AN-F-48) 
Grade 91/98 (AN-F-48) 
Grade 80 (AN-F-48) 


‘iotor Gasoline Leaded 


OU Ses SND kc i-sc ccc coksosas 
t78-80 Oct. (Premium) 
tt78-80 Oct. (Premium) 
See ee ED wedancenddiccsenen’s 
174-76 Oct. (Regular) 
a 


agents, or tanker terminal operators. 
cates the number of companies quoting that price. 


18(1) 


ceeedwe 16. 
14 


eecccece 15. 


25(1)-17 


-75(1)-16 .5(1)-16.75(1) 


5(2) 


75(1) 


11(1)-11 
11(1)-11 


5(1) 


25(1)-12(2) 


11.5(1)-12(1) 


10(2)-10.5 
10(1)-10.25(2)-10.5(1)-11(2) 
9.5(2)-9.75(3)-10(1)-10.25(1) 


(1)-10.75(1) 


* Motor Method & Research octane ratings are approximately same. 


t Research octane rating is minimum of 5 points above Motor Method rating. 


tf Research octane rating is minimum of 10 points above Motor Method rating 


Kerosine & Light Fuels 
41-43 kerosine 
Be. DB Pi cs ctecss 


Diesel & Gas Oils 
43-47 Diesel index 
48-52 Diesel 
53-57 Diesel 


index 


index 


Heavy Fuels 
No. 5 Fuel, 0-10 p.t. 
Bunker C Fuel 


. .6.75(1)-7(2)-7. 


25(1)—7.5(1)-7. 5(1)-9(1) 


7 
...- -6(2)-6.25(1)-6.375(2)-6.75(2)-7(1)-7.5(1)-8(1) 


6(1)-7.125(2) 


6.125(1)-7 


125(2)-—7.25(1) 


6 .25(1)-7.25(1)-7.375(1) 


$1.85(1)-1.95(1)-2.15(1) 
$1 .20(5)-1.25(1)-1.35(2) 


Aviation Gasoline & Jet Propulsion Fuel 


Prices in Effect July 5 
Prices are for tank cars, barge or truck transport lots; aviation gasolines meet Specification AN- 











F-48, unless otherwise noted, jet fuel meets AN-F-32.) 
Aviation G li 

District Grade 115/145 Grade 100/130 Grade 91/98 Grade 80 Jet Fuel(JP-1-2) 
New York, N.Y. 19.85(1) 18.1(3) (2)16.6-16.7(1) (1)15.7-15.85(1) 
Boston, Mass. 18.2(2) 16.7(2) 15.95(1) 

rtland, Me. esos eee 17.8(1) 
Phila., PO. secee 18.1(1) 16.6(1) 
Baltimore, Md. 18.1(2) 16.6(2) 15.85(1) 
Norfolk, Va. 18.1(2) 16.6(2) 15.85(1) 

harleston, S. C. na 18(2) 16.5(2) 15.75(1) ver 
New Orleans, La. 18.75(1) 17(2) 15.5(2) 14.75(1) 9.6(1) 

(Baton Rouge) 

uston, Tex. .. 18.75(2) 17(3) 15.5(3) 14.75(2) 9.6(1) 


Tanker Market Report 


NEW YORK—Owing to small number of fixtures, the usual tanker mar- 


t report for week ended July 2 


Fixtures last week totaled only four, as follows: 
-S, Gulf/North of Hatteras, at $1.43 per ton (50% 


Foreign Flag, Caribbean/North of Hatteras, at $1.08 per ton (60% 


SMC): and one 9,500-ton 


22 per ton (55% under USMC); 


HARTOL 


PETROLEUM CORPORATION 
DEPENDENT MARKETERS 


Maine to South Carolina 
BO FIFTH AVENUE, NEW YORK 20. NY. 





Foreign Flag, 


Caribbean /North of 


was omitted by Dietze, Inc. 


two American Flag 


under USMC); one 7,800- 


Hatteras, at 


all four ships dirty, for July. 


under 








DEPENDABLE BULK LIQUID 
MOTOR TRANSPORTATION 
SERVING 
Pa., N.J., Md., Del., D.C., 
Ohio, Va., W. Va. 
COASTAL TANK LINES 
YORK, PA. 








Naphthas and Solvents 


Prices in Effect duly 5 
(FOB Group 3) b z 
Stoddard solvent (2)10.375-10.87 1) 
Cleaners naphtha 10.875(5) 
V.M.&P. naphtha (4)10.875-11.375(1) 
Mineral Spirits 199. 875-10.375¢1) 
Rubber solvent . (1)10.375—-11.375(1) 
Lacquer diluent (3)11.125-—11.375(2) 
3enzoil diluent .. 12.125¢ 
WESTERN PENNA. 
Other Districts: 
Untreated Naphtha 12.7541 


Stoddard Solvent 


OHIO—Quotations of 8.0 
Ohio points: 


Vi gf, ee 16.0 
Mineral Spirits & Stoddard Solvent 15.5 
Rubber Solvent ses 15.0 
E. TEXAS (Truck Trnspt.) 
Stoddard Solvent ......... 11.25(1) 
KANSAS (For Kan. Dest’n. only) 
BtacGard Bolvemt .csccccsccececes 12.375(1) 
ATLANTIC COAST 
V.M.&£P Mineral 
Naphtha Spirits 
New York 
BOEOE scccess 15(4) 14(5) 
Philadelphia .... 1544 14(5) 
Baltimore ...... eee 13.54) 
Pee : 15.5(4) 14.5(5) 
Providence ..... sued 14.5(3) 


Mid-Continent Lubes At Gulf 


(In packages, FAS, New Orleans, in bulk, 
FOB terminals 
Prices in Effect July 5 
Bright Stock Steel Drums Bulk 
D color, Vis. at 210° 
150 vis., 0-10 p.p.(1)30-31.5(1) (1)18-21.8(1) 


Neutral Oil Col. 


200 vis. 3. 15.8(1) 


Pacific Coast 
Effect 


(In Ships’ Bunkers, Diesel Fuel 
or Deep Tank Lots) (P.S. 200) 


Pedro, 


Prices in duly 5 


Bunker © Fuel 
(P.S. 400) 


San 


Calif. .... $3.35(4) $1.60(4) 
San Francisco 3.5614) 1.6544) 
Portland, Ore. 3.77(4) 1.9014) 
Seattle, Wash. 3.77(4) 1.90(4) 


Mexican Bunker Prices 
Effect duly 5 


Mexican Gulf Ports 
U.S. Dollars per Bbl. 


Prices in 


Bunker © Diesel 
(Ships’ (Ships’ 
Bunkers) Bunkers) 
Tampico $1.40 $3.75 
Veracruz . $1.40 
Minatitlan $1.40 3.75 
Pacific Coast 
Guaymas .. , $3.16 $3.95 
Manzanillo 3.16 3.66 
Salina Cruz 3.16 3.50 
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Oil Price Section 










Commercial or consumer tank car, 


tank wagon, dealer and service 


station prices for gasoline do not include taxes; they do, however, in- 
clude inspection fees as shown in next column. Gasoline taxes, shown in 
separate column, include 1.5c federal, and state taxes; also city and 
county taxes as indicated in footnotes. Kerosine tank wagon prices also 
do not include taxes; kerosine taxes where levied are indicated in foot- 


notes. 


July 5, 1949, as posted by principal 


headquarters offices, but subject to later correction. 


Atlantic White Flash 
(Regular Grade) 


ATLANTIC 


REFINING Gaso- Gaso- Kero- 
line line sine 
T.W. Taxes T.W. 
Philadelphia, Pa. ...... 14.2 6.5 11.9 
Pittsburgh ne 15.1 6.5 13.1 
DEO 6ccce ce cievee 14.8 6.5 12.5 
Erie 15.1 6.5 13.1 
ee Peer rere 15.1 6.5 12.8 
DE -dneesesetacesees 15.1 6.5 13.1 
Emporium 15.1 6.5 13.1 
ERGIOMR ccces 15.1 6.5 13.1 
Uniontown 15.1 6.5 13.1 
Harrisburg 14.8 6.5 12.5 
Williamsport eT errr ee | 6.5 12.8 
Dover, Del, . ; 13.8 6.5 12.2 
Wilmington 13.8 6.5 11.9 
Boston, Mass. 14.1 4.5 402 
Springfield 14.8 4.5 pane 
ET t6ecressoe cee 14.3 4.5 ee 
Pe Be ciscucescoaes 14.1 4.5 ecee 
Hartford, Conn. ....... 14.4 5.5 ieee 
PT MPN sg ctasevecces 14.3 5.5 eves 
Providence, R. I. ...... 14.1 5.5 cme 
Atlantic City, N. J. .... 13.7 4.5 23.47 
DE cesereenecnedes 2.7 4.5 11.7 
Co rn 13.7 4.5 11.5 
Baltimore, Md. 13.6 6.5 i 
Hagerstown ........... 14.4 6.5 a 
Rienmond, Va. ........ 13.8 7.5 12.5 
Wilmington, N. C. .... 14.1 7.5 12 
emer, GR. cicvsccce 18,8 7.5 ee 
Jacksonville, Fla. ...... 14.9 8.5 
Mineral Spirits V.M.&P. 
T.W. T.W. 
Philadelphia, Pa, ... 15.00 16.5 
Pittsburgh, Pa. ... 17.5 18.5 
Fuel Oils—T.W. 
1 2 5 6 
Phila., Pa. 11.9 10.4 7.05 4.88 
Pittsburgh ba 11.6 
Allentown ..... 12.5 11.0 
Wilmington, Del. 11.9 10.4 
nw RE Ee rr 10.7 
Springfield, Mass. 11.6 
Worcester ..... 11.6 ° 
Hartford, Conn. 11.0 ° 
Taxes: 
Brunswick, Ga.. kerosine price does not in- 


clude lc state tax. 
Notes: 
Kerosine—Thru Penna, & Del., add 2c per 


gal. for t.w, deliveries of less than 25 gals. 
at one time, 


Tank Wagon prices are to Dealers & Con- 
sumers., 


Mineral Spirits prices also apply to Stoddard 
Solvent. 


CONT'L 
OIL 


(N. B. Prices are Continental's 
‘“‘normal’’ prices. Current sell- 
ing prices may be lower than 
**normal’’ because of local com- 
petition. ) 


Conoco Demand 


N-tane (3rd Gaso- Kero- 
(regular) Grade) line sine 
Tank Wagon Taxes T.W. 
Denver, Colo 14.8 13.8 7.5 14.7 
Grand June 17.2 16.2 7.5 17.1 
es 15.8 14.8 7.5 15.6 
Casper, Wyo. 15.7 14.7 6.5 14.9 
Cheyenne 15.8 14.8 6.5 15.7 
Billings, Mont 17.0 16.0 7.5 16.2 
Butte 18.0 17.0 7.5 17.9 
Great Falls 17.0 16.0 7.5 17.9 
Helena 7.5 16.5 7.5 17.9 
Salt Lake, U. 16.4 15.4 5.5 16.5 
Twin Falls, Ida. 19.2 18.2 7.5 19.3 
\lbuquer,, N, M. 15.6 14.6 9.0 15.0 
POGWE ccesccee 26.8 13.8 9.0 14.3 
Santa Fe . ; 15.9 14.9 9.5 15.3 
Muskogee, Okla.. 14.0 13.0 8.0 12.9 
Oklahoma City.. 14.0 13.0 8.0 12.9 
Tulsa 14.0 13.0 8.0 12.9 
Taxes: 


Gasoline tax column includes these city 
taxes: Albuquerque & Roswell, 0.5c; Santa Fe, 
lc; Cheyenne, 1c; Casper, lc. 

Notes: 

T.W. prices are to consumers & dealers. 
July 1 


Effective 


50 


Dealer discounts are shown in footnotes. 
marketing 


companies at 


HUMBLE 
OIL 


ee, TE, scaes 
Ft. Worth . 
Houston 


Dallas, Tex, 
Ft. Worth .. 
Houston ..... 
San Antonio 


Notes: 





These prices in effect 
their 


Inspection fees per gal., 
unless otherwise specified, are as follows: 


Kans. 


Tank Wagon Prices 








included in both gasoline and kerosine prices, 


Ala. 1/40c on gasoline; Ark. 1/20c; Fla. 1/8c; Ill. 3/100c; Ind. 2/25c; 


1/20c; 


Kerosine inspection fees only: Ala. 1/2c; Iowa 1/50c; Mich. 1/5c. 





1/100c, 
C. 1/4c; 


N. ce 
Tenn, 2/5c; and Wisc. 3/100c. 


La. 


Humble 
(Regular) Gaso- 
Tank Re- line 
Wagon tail Taxes 
13.0 18.0 5.5 
13.0 18.0 5.5 
13.0 18.0 5.5 
13.0 18.0 5.5 
Kerosine 
Tank Wagon Retail 
12.5 17.0 
12.5 17.0 
12.5 17.0 
12.5 17.0 


T.W. prices are to all classes of dealers and 


consumers, 


IMPERIAL 
OIL 


T.W. 
Hamilton, Ont. .... 21.0 
| rrr os aaO 
Brandon, Man. re i 
.. — ee 25.4 
Regina, Sask. ..... 24.5 
Saskatoon .... 26.5 
Edmonton, Alta 20.7 
eee 20.7 
Vancouver, B. C. 19.5 
Montreal, Que. 21.0 
St. John, N. B. 19.0 
Halifax, N. S. 19.0 
Taxes: 


Esso Gasoline 
(Regular Grade) 


Gasoline Gasoline 


Gasoline taxes are provincial 


Notes: 
Prices are per 


imperial 


gal. 


S. gals.—T.W. prices are 


undivided dealers. 


TEXAS 
co. 


Dallas, Tex. 
Fort Worth .. 
Wichita Falls 
Amarillo 
c>.!lUlae 
me WENO cctevene 
San Angelo 
Waco 
Austin 
Houston oneve 
San Antonio 

Port Arthur 





Notes: 


taxes. 


CoooooOOOOOO 


Taxes 


bo 
7 5) 
coooonnuut wooo 


which is 1.2 
to divided & 


Fire-Chief Gasoline 


(Regular Grade) 
Dealer Gasoline 
T.W. Taxes 
13.0 5.5 
13.0 5.5 
13.0 5.5 
13.0 5.5 
13.0 5.5 
15.0 5.5 
13.0 5.5 
13.0 5.5 
13.0 §.5 
13.0 5.5 
13.0 5.5 
13.0 5.5 


Kerosine 
Dealer 
A 


.50 
.50 
-50 
.50 
.50 
.85 
.50 
.50 
.50 
.50° 
.50 
.50 


Dealer t.w. prices apply also to all classes 


of consumers with minimum delivery 


gals. 


CALIFORNIA 
STANDARD 


San Fran., Cal. .. 
Los Angeles ...... 
Fresno nekeetess 
Phoenix, Ariz. .... 
Reno, Nev. ...... 
Portland, Ore. .... 
Seattle, Wash. 
Spokane 
Tacoma 
Boise, 
Salt Lake, U. .... 
Honolulu, T. H. .. 
Fairbanks, Alaska. 
PEE ce cvsceseens 





Taxes: 


CHEVRON 
(Reg- Av. 
ular) 

t.t. ?.2. 
14.1 17.6 
13.6 17.1 
15.5 19.0 
16.9 20.4 
16.8 20.3 
14.7 18.2 
14.7 18.2 
17.6 21.1 
14.7 18.2 
19.3 22.8 
16.4 19.4 
15.1 18.6 
26.9 30.4 
16.1 19.6 


of 50 


Gaso- Kero- 
line sine 
Taxes T.T. 
6.0 15.6 
6.0 15.1 
6.0 17.0 
6.5 18.4 
7.5 18.3 
6.5 17.7 
8.0 17.7 
8.0 21.6 
8.0 17.7 
7.5 22.6 
5.5 16.5 
7.5 16.6 
3.5 34.4 
3.5 19.1 


30ise 7.5c tax applies to motor fuel only; 


avgas taxes are 1.5c federal, 2.5c state. Reno 
7.0¢ tax includes 1.5c county tax. Honolulu 
7.5¢ tax applies to motor fuel only; avgas tax- 


es are 1.5c federal 


ic territorial; 
prices also do not include Hawaiian gross in- 


Honolulu TT 





1/32c; 


Minn. 5/200c; Neb. 


1/8c; S. D. 


2/100c; Nev. 
1/40c; 


Mo. 1/25c; 
1/20c; Okla, 2/25c; S. C., 





California Standard (Cont.) 


come tax of 1% 2.5% to con- 


sumers 


to resellers, 


Prices for Chevron Supreme (Premium) are 
2c higher than Chevron (regular), except Utah 
which is 1.5¢ higher than Chevron (regular). 
Prices for Chevrcn Aviation 91 are 2c above 
Chevron Aviation 80; for Chevron Aviation 100, 
5c above Chevron Aviation 80; for Chevron 
Aviation 115, 8c above Chevron Aviation 80. 


Esso Gasoline 


ESSO 


(Regular Grade) Kero- 
STANDARD Gasoline Gasoline sine 
T.W. Taxes T.W. 
Atlantic City, N. J. 13.7 4.5 11.7 
ee 13.7 4.5 11.5 
Baltimore, Md. ...... 13.6 6.5 11.8 
Cumberland ... 14.8 6.5 13.1 
Washington, D. C 14.0 5.5 12.2 
DORVE, VE. cccccces 14.5 7.5 13.1 
POCOTSUUTE ccccccccee 14.1 7.5 12.7 
ere er 13.4 7.5 12.1 
Richmond .......+. 3.8 7.5 12.5 
PRORMGNS ccccucsccese MS 7.5 14.0 
Charleston, W. Va. 15.4 6.5 14.7 
Fairmont 15.3 6.5 15.0 
Parkersburg 15.3 6.5 13.3 
Wheeling 15.0 6.5 15.9 
GChesiette, NM. CC. ccces 15.0 7.5 12.8 
DY staan ees dd eee 15.2 7.5 13.0 
Mt. Airy 15.5 7.5 13.3 
Raleigh 15.2 7.5 13.0 
Se wcawarnenaws 14.8 7.5 12.5 
Charleston, S. C. 13.9 7.5 
Columbia 15.3 7.5 
Spartanburg 14.5 7.5 twee 
New Orleans, La. 13.8 10.5 11.6 
Baton Rouge ........ 13.5 10.5 11.2 
Alexandria 14.8 10.5 12.7 
Lake Charles 13.6 10.5 2.0 
Shreveport 15.0 10.5 43.7 
New Iberia 13.8 10.5 11.6 
Knoxville, Tenn. 14.8 8.5 12.5 
Memphis 14.7 8.5 12.4 
CRACtBMOOGE oc ccccces 14.7 8.5 12.4 
PORSIVEIEO ccvccccccces 15.2 8.5 13.0 
Little Rock, Ark. 15.1 8.0 13.1 
Mineral Spirits V.M.&P, 
T.W. T.W. 
Newark, N. J. ...... 15.0 16.5 
Baltimore, Md. ..... 17.5 ore 
Washington, D. C, .. 17.5 
Fuel Oil—T.W. 
No.1 No.2 No.4 No.6 
Atlantic City, N.J. 11.7 10.4 ane er 
NG@WOFK oc. cccece 11.5 10.4 $2.904 $2.156 
Baltimore, Md. .. 11.8 10.7 2.91 2.196 
Washington, D. C. 12.2 ee 3.11 2.296 
Norfolk, Va. eS 10.3 tone ae 
DAVIS .cccccsee oes 11.4 -2* 
Petersburg re 10.9 
Richmond ....... 12.5 10.7 
Roanoke ..... ise o00% 12.3 
Charlotte, N. C. 12.8 11.4 
DE wccctecee 13.0 Reet 
Raleigh ere o 11.9 
Charleston, 8S. C.. .... 10.7 
Columbia errr a Tee 11.8 
Spartanburg ..... 11.2 
Taxes: Louisiana kerosine prices do not in- 


clude ic state tax. 


Naphtha—Newark t.w. prices are for de- 
liveries of 200 gals. or more; less than 200 
als., 0.5c over posted t.w. prices; steel barrel 
eliveries, 6c over posted t.w. prices. Balti- 
more & Washington prices are for t.w. de 
liveries of 25-99 gals., no discounts. 


Notes: 
Gasoline T.W. prices are tv consumers & 
dealers. 
Effective 4-6-49, minimum retail resale 
price of 17.7¢c (ex tax) for Esso asoline 


posted throughout New Jersey. 
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Tank Wagon Prices (Continued) 


SOCONY 
VACUUM 





Mobilgas Aircraft . s/V s/V 
Grade ‘Gade Grade Mobilgas Mobilfuel MOBILHEAT No. 4 No. 6 
Gasoline 80 91 100 (Regular Grade) Mobil Kerosine Diesel _ (No, 2 Fuel) Fuel Fuel 
Taxes T.W. T.W. T.W. T.C. T.W. T.C. Yard T.W. T.C. T.W. T.Cc, Yard T.W T.W. T.W. 
New York City: 
‘Manh. pe A 5.5 cee ocee cece oese 14.1 coe ee 12.3 osee 11.4 bao woes 10.4 8.3 4.88 
BUONE ccccccves 5.5 ee coos cece eee 14.1 s+ os 12.3 cee 11.4 esos ne 10.5 8.3 4.88 
BM ccc cccces 5.5 - coos coe eves 14.1 8.6 9.0 12.3 ove 11.4 7.6 7.5 10.4 8.3 4.88 
Queens ........ 5.5 - eee seee eee 14.1 tees vans 12.3 vee 11.4 “ats ‘ate 10.4 8.3 4.88 
Richmond ...... 5.5 es 19.4 coe ccee 14.2 8.5 9.4 12.7 sae 11.4 ‘.o ‘.5 10.5 8.3 4.85 
Aipeny, M. FT. ..0. §&.5 21.3 22.3 24.8 12.8 13.8 8.9 9.1 12.2 8.5 11.2 8.0 8.2 10.7 8.14 5.59 
Binghamton 5.5 - oces osee 14.4 15.5 9.8 10.0 12.9 eee 12.6 9.6 9.8 2.1 cone seee 
Sap chews ane 5.5 20.5 21.5 24.2 13.8 14.8 9.9 10.1 13.2 10.1 13.0 9.6 9.8 12.5 a 8.4 
Jamestown 5.5 21.8 coe ovee 14.3 15.4 10.1 10.6 13.6 om 12.7 9.6 10.1 12.2 wos soe 
Mt, Vernon 5.5 oe +a is a cada 14.3 ry 9.3 12.5 vee 11.4 or 7.7 10.6 8.5 
Plattsburg 5.5 os Le aie 15.3 10.1 10.1 cae pi «ae 2 9.0 9.2 11.7 4° 
Rochester ........ 5.5 20.4 21.4 23.4 14.1 15.2 9.8 10.0 13.1 oe 12.5 9.4 9.6 12.0 ip 
SYTACUBO cccscccee §.5 22.0 23.0 25.0 13.8 14.8 9.8 10.0 13.1 9.5 12.1 9.0 9.2 11.6 
Bridgeport, Conn. . 5.5 ene nya — “6 14.3 8.6 8.6 ee sees ceee 7.6 7.6 10.3 
DOBBEEy ......... §.5 eee eee see e. 14.9 esos 10.7 eee eres sees eres 8.7 11.0 
ae eee 5.5 oe Eps oo 13.1 14.4 9.0 9.0 tee 8.9 11.6 8.0 so 8611.0 
New Haven ...... 5.5 20.3 ae Ma 13.0 14.3 8 8.6 ses 8.2 10.9 7.6 7.8 10.3 
Oe, BBs 2020 7.5 24.8 adele pean 13.4 14.8 9.5 co0e 13.5 9.2 12.3 8.7 sees 11.8 
PUREE £66 cecece 7.5 22.4 23.4 Tr 12.9 14.1 8.8 i 12.8 8.4 11.3 8.0 wae 11.0 
Boston, Mass. .... 4.5 19.0 20.0 22.0 12.9 14.1 8.8 ee 12.9 8.4 11.5 8.0 ones 11.1 
Concord, N. H. 5.5 a0 oeee bane wna 15.1 ccee aed silt Knee 12.2 ens 9.6 11.7 
Lancaster ..2...... 5.5 . oene iene 16.4 rr 12.4 14.9 ove 13.5 10.7 13.0 
Manchester ...... 5.5 nean ones Tr e208 14.6 ones 10.2 13.8 oe 12.3 9.5 11.8 
Providence, R. I... 5.5 18.9 19.9 21.9 12.9 14.1 8.8 9.4 12.7 8.4 11.3 8.0 8.4 11.2 
Burlington, Vt. ... 6.5 nas ica an 13.9 14.9 10.2 10.2 “sae 10.0 12.8 9.0 9.0 11.6 
Rutland + 6.5 abi 15.5 ¥e 10.7 os 13.0 9.7 12.1 
Tank Wagon Prices Buffalo N. Y. City Rochester Syracuse Boston Hartford Providence 
errr iikebenibe 16.5 15.0 18.0 19.0 16.0 17.5 16.5 
Ts SE. knee +eSbdnaweedansen eee oe 18.5 16.5 19.5 25.5 17.5 19.0 18.5 


Taxes: N.Y.C. prices do not include 2% city sales tax applicable to price of gasoline (ex tax). 
Discounts: Diesel—0.5c per gal. for single delivery of 800 gals. or more. 
Kerosine—Mt. Vernon, t.w. less 0.3c for deliveries of 300 gals. or more. 
Notes: Gasoline T. W. prices are to Consumers & Dealers. 
Notes: Syracuse V.M.&P. price is in steel barrels. Jamestown t.c. prices are delivered prices; all other t.c. prices are FOB bulk terminals 


OHIO 


Aviation Gasoline-Cons. T.W. Sohio X-70 Gasoline 
STANDARD Sohio Esso (Regular-Grade) Naphthas & Solvents—Cons. T.W. 
Avia, Avia. Esso Esso Con- Re- S.R. D.C. V.M.&P. Sohio , Ne. 1 Ne. 2 
Gasoline 62 80 Avia. Avia. sumer sell- Sol- Naph- Naph- Varno- Sol- Keros ne No. No. 
Taxes Clear Clear 91 100 T.W. ers 8.8. vent tha tha lene vent T.W. Sohio-Heat Sohio-Heat 
Akron - §.5 20.0 22.0 23.0 26.0 18. 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13. 13.5 12.70 
Canton ... 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Cincinnati . 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Cleveland 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Columbus 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Dayton 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
SE  bicees 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Mansfield 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Marion ... 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Portsmouth 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Toledo .... 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.30 
Youngstown 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Zanesville 5.5 20.0 22.0 23.0 0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 


Taxes: Effective Jan. 1, 1948, hangar operators can purcnase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State Tax 
Exemption Form A-10 to supplier. 
Discounts: Esso Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Fuel Oils—Prices shown are for t.w. & drum deliveries of 50 gals. or more; prices for deliveries of less than 50 gals. are 0.5¢ higher. 
Naphthas—To contract consumers off t.w. prices (except Lucas County) 300 to 999 gals., 0.5¢; 1000 to 2499 gals., 0.75c; 2500 to 4999 gals., 1c; 
5000 or more gals., 1.5¢c. Lucas County: less than 50 gals., tank wagon price, 50 to 249 gals., 0.5¢; 250 to 499 gals., 1c; 500 gals. or over 1.5c. 
Notes: Renown (third-grade) gasoline prices are same as X-70 unless otherwise noted. S.S. prices are at company-operated stations 





INDIANA Blue Crown (3rd Grade) Oleum V.M.&P. Stani- STANDARD Coowa Gase- Sero- I 


Red Crown (Reg. Grade) Spirits Naphtha _ sol Taxes te 
STANDARD Red Red Blue (Prices are base prices before discounts) KENTUCKY ss. m2 on 
Cr’n, Cr’n, Cr’n. Gaso- Kero- Chicago ...... 19.7 20.7 20.2 4.5 , Kouit 
Cons. Dir. Dir. line sine Detroit . - 21.4 22.4 21.9 4.5 Covington, Ky. ....... 13.8 8.5 14.3 
T.W. T.W. T.W. Taxes T.W. K. C., Mo. ... 18.2 19.2 18.7 1.5 I 16.3 8.5 14.0 
; ee s = vs St Louis. ; 19.0 20.0 19.5 1.5 exington eereceescseoses Fe ) 
Chicago, Ill. 17.9 os 4.5 =. Milwaukee . 19.9 20.9 20.4 5.5 EMGRITERS . concovecee - 15.5 8.5 13.3 
a pelle adele x He > aR isd Minneap'ls, .. 19.7 20.7 20.2 1.5 Paducah .......... .. 15.4 8.5 13.0 
Peoria verre,  & ae F . 4.5 14.9 Fuel Oils T. W. Jackson, Miss. ....... 15.4 7.5 12.9 
Evansville, Ind.. 17.8 16.3 5.5 15.0 Chicago Vicksburg ............ 14.9 7.5 12.4 
Indianapolis ... 18.0 16.5 5.5 15.2 sS Stanolex nee =m ‘i rs ; 
South Bend .... 18.5 17.0 5.5 15.7 peer ee ———_ oll Birmingham, Ala, .... 15.4 8.5 13.2 
Detroit, Mich. .. 16.9 15.4 4.5 14.4 ee 13.8 12.8 BOWES ace secssecececs 14.9 9.5 12.9 
Grand Rapids .. 16.9 15.4 4.5 14.4 100-149 gals. ....... 12.8 sae Montgomery .......... i5.5 9.5 13.3 
Saginaw ....... 16.9 15.4 4.5 14.4 150 gals. & over 12.3 = a a 
Green Bay, Wisc. 18.3 16.8 -» Se ee 100-399 gals. ....... a 11.8 Atlanta, Ga. .......-. 15.6 7.5 13.0 
Milwaukee .... : 1 ae 6 16.1 5.5 5 3 400 gals. & over ... 11.3 ABE 2 ovctcndsvssees 16.1 7.5 13.7 
a Crosse 8.0 6.5 5.5 §.2 = 5 75 
Duluth, Minn 18.1 16.6 6.5 15.3 Stanolex tanolex MACON ceseeseseeeeess 15.6 “ 13 3 
Mpls.-St. Paul 17.9 16.4 6.5 15.1 "Fuel A "Fuel Cc Savannah .....seee+++ 14.9 7.5 12.7 
“_oO os a. +4 a. . is 3 6.5 oe 1 >, FF area 8.9 7.75 Jacksonville, Fla. ..... 14.9 8.5 12.7 ' 
es Moines, _ - Gu 2.5 o .« v0.0 4.0 ae vals _ , - ” : c 
Mason City ss ate Deen 5.5 14.9 750 gals. & over ... 8.15 7 sess eeccbecceeocese ~ : : : _: j 
St. Louis. Mo, .. 17.2 15.7 15.2 4.5 14.4 . . GRORGGTR co ccccccceces c § 12 ' 
<ansas City 15.4 13.9 14.4 5.0 13.6 Stanclex Furnace Oil —_ Tampa ..........---e- 14.9 8.5 12.7 
St. Joseph 16.4 14.9 4:5 13.6 p- 
argo, N 189 17.4 169 5.5 16.1 eitaniaiaie — se 
furon, S. D 18.4 16.9 16.4 5.5 15.6 Deen is + : ‘3 4 Taxes: 
Vichite P « < _e 2 ay ** 0 mt A 
hens ag By 7 ‘ + 1 13.6 6 4 7 4 Milwaukee 13.8 12.8 Gasoline tax column includes these city & 
ey “i me <: 2 county taxes: Mobile, 2c city; Birmingham, 1c 
. sO 5 . - 
Stanavo Aviation Number 80 Kansas City Sti 12.1 111 county; Montgomery, 1c city & 1c county; Pen- 
Cons. T.W. Taxes T . sacola, lc city. Other taxes not included in 
troit, Mich. ....<. 22.6 4.5 aes ; prices: Georgia, kerosine, 1c; Montgomery, 
: N D on: a a Gasoline tax column includes these city ne 
icgo, N, o eesceees 21.9 5.5 taxes: Kansas City, 1.5¢; St. Joseph, & St. kerosine 1c; Mississippi, kerosine 0.5c. 
a aa 21.4 5.5 Louis, lc. Naphtha tax column includes 1.5c 
ndianapolis, Ind, ... 21.0 5.5 federal & state taxes, Iowa kerosine prices do Notes: 
re ee : ; not include 4c state tax. State sales, occupa- : 
‘ansas City, Mo. .. 19.4 5.0 tion, consumer & use taxes to be added where Consumer t.w. prices are same as net dealer 
(Cont’d in next column) applicable. prices. 
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CRUDE PRODUCTION AND RUNS TO STILLS (Total U.S.) 


(MILLIONS OF BARRELS DAILY) 
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RESIDUAL FUEL OIL STOCKS (Dist. 5 Not Included) 


(MILLIONS OF BARRELS) 


Crude Oil Stocks 


Pennsylvania Grade 


New Mexico 

















CRUDE OIL STOCKS (Total U.S.) 


MILLIONS OF BARRELS 
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East Coast 














(Bureau of Mines figures 
in thousands of barrels.) 


June 18 June 25 





3,004 2,954 

Appalachian 2,067 2,101 

Lima-Michigan 1,097 1,088 

Illinois-Indiana 13,294 13,296 

3,002 2,926 

9,476 9,173 

14,980 15.076 

3,339 3,288 

11.641 11,788 

3.277 3,318 

7.795 7.634 

30,926 31,319 

i ay 128,782 128,674 

East Texas 17,934 17,505 

Texas 51,368 51,439 

Gulf Texas 30,247 30,037 

Other Texas 29,233 29,693 

Panhandie 5.573 5,421 

6,806 7.098 

7.081 7.473 

9,773 9,701 

Mountain 14,233 14,078 
including 


S44 34,619 





crude stocks 


Ss 274.956 274,114 








Total located in Bu 


Mines’ 


District 


14.7 








Daily Average Crude 


Week Ended 
1949 





















To Stills 





by National Petroleum Ass 


of ail companies refining Pennsylvania 


rude Figures in bbls.) 














Week Ended 


June 18, 1949 June 











oo .dde 64,426 











NATIONAL PETROLEUM 














Runs 


Week Ended 







































American Petroleum Institute figures in Gasoline 
thousands of barrels of 42 gallous each. Production at Gas oil & 
Figures include reported totals pilus esti- Crude Runs to Stills Refineries Inc. Kerosine Dist. Fuel Oil 
mate of wumreported amounts and are Daily Average % Operated Natural Blended Production Production 
therefore on a Bureau of Mines basis.) Week Ended Week Ended Week Ended Week Ended Week Ended 
Districts June 25 June 18 June 25 June 18 June 25 June 18 June 25 June 18 June 25 June 1s 
Mast CORR occccscccccccccccccscececcoasese 700 695 78.6 78.0 1.951 1.944 243 112 663 787 
Appalachian (Dist. 1) ....-.0e+-eeeeeeees “7 7 82.2 73.7 27 272 24 13 50 69 
Appalachian (Dist, 2) ...-csssecescessecs 61 417 81.3 62.7 193 205 15 j 2s _19 
ee, Tes EK 20h oa cece se cecocscecece seve 900 S64 83.3 80.0 3.459 3,512 18 318 Si4 (03 
Okia., Kans., Mo. ........-. pth eheatanes 432 106 86.4 81.2 1,680 1,631 117 131 579 174 
Intam@ TERRS .ccccccccceces ni oc wah ai 218 195 73.6 65.9 1,067 966 67 sl 148 132 
TemNs Ge GORGE co occccecccccoccscccsces 1,254 1,241 80.4 79.6 1,706 4,449 187 168 1,218 1 302 
Louisiana Gulf Coast .........++6.:. nese 396 413 86.5 90.2 1,472 1,475 232 235 662 687 
BUe. EM. G ASUMMGRS 6 ccc cccccccesesecces 73 77 76.0 s0.2 207 231 40 5 64 68 
Rocky Mt. New Mexico (Dist. 3) ........ 11 11 73.3 73.3 10 43 11 12 
Other Rocky Mt. (Dist. 4) .....ccccceeees 165 178 83.3 89.9 583 554 44 38 191 191 
CORBOCMES occ ccccesccceccceccocsscccecce 1,015 957 96.3 90.8 2,833 2,716 71 79 720 wS4 
Total U. B.—B. Of M. Basis ....cccccsece 5,322 5,171 83.9 81.5 18,462 17,998 1,658 1,536 », 148 5, 228 
U. S.—B. of M. Basis, E. of Calif. ...... 4,307 4,214 $1.5 79.7 5,629 15,282 1,587 1,451 1,428 1.444 
Total E. of Calif., June 26, 1948 : 4,797 100.0 15.341 2,250 6,206 
Includes 374,000 barrels of foreign crude runs 
Per Cent 
Residual Total Total Stocks Total Stocks Stocks of Daily 
Fuel Oil Stocks Gas Oil and Residual Finished and Un- Refining Ca- 
Production Kerosine Distillates Fuel Oil finished Gasoline pacity Reported 
Week Ended Week Ended Week Ended Week Ended Week Ended Week Ended 
Districts June 25. June 18 June 25 June 18 June 25 June i8 June 25 June 18 June 25 June 18 June 25 
eee GORE sccccce 66602086 06 OH CORE oe 1,102 1,107 9,842 9,451 21,386 21,051 10,094 10.097 27.803 2s 286 100.0 
Appalachian (Dist. 1) 66 oS 395 359 711 717 493 $04 2,451 ee + ~ 
RETR CHEER. BD) occ cecccccviscecssss S4 416 163 147 201 220 255 1,106 1,119 7 
iG Mes Me 560 B whe 46 0.8 6s deen ct sesd anne 1,073 919 3,898 3.828 4 686 9.412 5.473 5.433 25,068 25,734 G0.8 
ee ewas 125 422 1,390 1,352 1,620 1,443 2.486 2,509 11,286 11,327 $1.6 
St Pn picevh tess. 60600 sos 6200.40 00.8 297 282 551 553 776 744 1,131 1,121 4,414 1,900 S2.4 
ie eee 1,667 1,628 3,516 3,220 9,761 9,459 8,334 8,167 15,473 14,924 97.3 
errr 287 297 1,955 1,878 3,564 3,665 2,231 2,270 5,564 5,188 ve. 
a I rere 113 119 440 = oat 912 248 249 2,663 2,617 (8.2 
Rocky Mt. New Mexico (Dist. 3) ........ 19 22 = = Bs = = = amen R. ~-¥- 
Other Rocky Mt. (Dist. 4) ............... 224 241 aes — ae. Se ee a ee wae + 
iin edad pk abe nb ded ab acne ua eed 2,499 2.552 S33 Oe 9,642 9,397 34,355 33,956 16,600 16,502 90.0 
Total U. 8.—B. of M. Basis ..........0.. 7,856 7,693 23,313 22,504 63,049 61,445 66,146 65,594 115.715 116,403 42.7 
{ S.—B. of M 3Zasis, E. of Calif. .. 5,397 5,141 22,480 21,737 53,407 52,088 31,761 31,608 99,115 99,601 
Total E. of Calif., June 26, 1948 eit 6,469 17,452 33,801 25,199 87,802 
Unfinished gasoline stocks included are: (+) 7,839,000 barrels 
U. S. Crude Oil Production GAS OIL AND DISTILLATE STOCKS (Dist. 5 Not Included) 
(American Petroleum Institute figures) MILLIONS OF BARRELS) 
WEEK ENDED 
June 25 June 18 
Barrels Barrels . . . = 
(Daily Average) S 
New York-Penna 13,500 44,550 oe 
Florida 1.300 1.400 & 
West Virginia s. 000 Ss 150 mtd 
Virginia 100 100 
Ohio—-Southeast ».450 5.900 
Ono Other 1200 4.550 - _ 
Indiana 25.000 23,200 Pa 
Illinois 180,900 175,850 ry Ge - “1 ——_ 
Kentucky 23.300 23.400 
Michigan IS. S00 39.150 & ry 
Nebraska 0 450 all _ . = * 
Kansas 294,300 281,150 Bi 4 
Oklahoma 107,250 105,850 * = on —_" 
Texas 
District 1 26.100 26,100 
District 2 118,900 118,900 
District 3 355,450 355,450 
District 4 185,750 185,75 ‘ 
District 5 34.350 3 ; <A 
East Texas 242 600 942. 19/49 
Other District 6 83,250 $3,250 .@) 
District 7-B 59.950 59,950 JISMANMNMNIJIA S OND 2 9 162330 7 142! 264 I! 18 25 
District 7-C $2,150 2,15 APRIL MAY JUNE 
District 8 529,200 
District 9 137.300 
District 10 43,000 493,000 
Total Texas 1.408.000 1.908.000 GASOLINE STOCKS (Dist. 5 Wot Included) 


North Louisiana 108,600 107,500 (MILLIONS OF BARRELS) 





South Louisiana 390,000 390,000 
Total Louisiana 198,600 497,500 
Arkansas. 72,600 72,550 
Mississippi . 97,500 96,250 
\labama 1,250 1,200 
New Mexico—-Southeast 136,000 136,000 
New Mexico—Other 350 100 
Wyoming 130,600 131,100 
Montana 26,850 27,000 
‘olorado 65,600 63,650 
Utah 950 900 
California 918,500 919,400 

Total U. §S 4.589.400 4,867,650 
Penna. Grade crude inc] 57,050 5S, 700 


istimated daily production in barrels of lease 
mndensate mixed with crude and moved in 
rude pipe lines (not included in above crude 


petroleum tabulation) week ended June 25 





\rkansas 3,750 Texas Inland. 11,300 +—-++ 
North La 1.800 Texas Gulf 16,200 ee | 
i. Guif 12,850 Wyoming .... 750 _ ' | } 
Mississippi 2.300 California 2,704 | | 
Total U.S 54.650 
M 7 4 


9 16 2330 


11 18 25 
* Okla., Kansas, Neb. figures are for week APRIL MAY JUNE 





nded 7 a.m June 23 
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Statistics 


Pennsylvania Oil Other Than Lubes at Refineries 


(Compiled by National Petroleum Assn, from report of all region 
refiners, Figures in bbls.) 


April March 
1949 1949 

1. Naphthas & Gasoline 

(1) Straight run, unblended and/or unleaded, 

for sale as motor fuel. Cebnatutesseane 2,311 2,251 
Naphtha and gasoline, for sale for blend- 
ing or further refining or held at refinery 
for further distillation, reforming, blending 


or leading ee pane ae pane 178,725 188,609 

(3) Below 65 octane, not included in (1) or 
(2) above ; , ‘ . 2,348 032 
(4) GB cotame and GBOVE 2... cccccccccccccoces 368,831 382,579 

2. Salable naphthas other than motor fuel material 
(does not include refinery process naphthas). 13,576 13,602 
3. Kerosine..... . er - wi 62,371 52,653 
4. 36/40 gas oil (include furnace Oil)............. SS,268 97,549 
5. Fuel Oil (not reported above) . ; 46,198 33,859 
6. Oils held as cracking plant charging stocks.. 219,519 199,013 
7. Non viscous neutral , . . 35,425 32,1158 
8. Wax distillate : eee ‘a iene 106,293 107,160 
9. Crude Petroleum ....... : nine ih me 27,785 31,602 
10. Wax (lbs.) . = . —ae 5,878,136 6,769,329 


Pennsylvania Lubricating Oils at Refineries 


(Compiled by National Petroleum Assn, from reports of companies re- 
fining Pennsylvania Grade crude oil. Figures in bbls, of 42 U. S. gals.) 


Pro- In- Pro- In- 
duction ventory duction ventory 

April April March March 

1949 1949 1949 1949 


1 taw Long residuum................ 34,406 40,927 11,068 7,332 
2. 600 steam refined stock..... .. e+ 189,577 190,110 223,301 229,445 
3. Other steam refined stock..... .... 61,186 102,004 57,708 98,580 
4. Finished dewaxed long residuum..... 11,236 47,439 9,169 44,171 
lO. errr er rer ‘ 159,743 434,888 152,319 455,867 
6. Viscous neutral, below 180 vis. but 

not below 142 vis @ 100 75,558 226,506 77,327 240,225 
7. Viscous neutral, 180 vis. @ 100 and 

above .. ea é0 ewes coceccecsce 108,375 303,738 117,208 207,471 


District 5 Demand 


(Bureau of Mines figures in thousands of bbls. daily) 


April March April 

1949 1949 1948 

Gasoline & Naphtha . one 361 349 356 
Liquefied Petroleum Gases 18 19 22 
Kerosine & Kerosine [istillates ... 13 11 10 
Lubricating Oils & Distillates 18 14 15 
Stove Oil & Diesel Oil 115 143 158 
Fuel Oil 305 32 357 
\sphalt & Road Oil 22 18 21 






Production of Natural Gasoline 


(Bureau of Mines figures in gals., 000 omitted) 


March February 
1949 1949 
East Coast ‘ sa ‘ 
W. New York 1 2 
W. Pennsylvania 995 905 
West Virginia 14,578 13,492 
Ohio ° 167 470 
Illinois 11,722 10,634 
Kentucky 5,847 5,361 
Michigan 144 124 
Kansas 8,703 8,529 
Oklahoma 11,487 39,421 
Texas 260,845 248,242 
Gulf 70,587 64,377 
East Texas 29,650 30,975 
Panhandle 51,628 52,644 
Other 108,980 100,246 
\rkansas §,292 7,984 
Louisiana 63,916 59,072 
Gulf. 29,309 25,694 
Inland 34,607 33,378 
Mississippi 3,842 3,818 
New Mexico 12,905 11,824 
Colorado . * 
Montana 999 984 
Utah ° ° 
Vyoming . *4,883 4,276 
California 96,820 91,797 
Total ‘ 536,446 506,935 
Daily average 7,305 18,105 


* Colorado and Utah gasoline products included with Wyoming 
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Dealer and Service Station Prices for Regular-Grade 
Gasoline in 50 Representative Cities’ 
June 1, 1949 


Cents per Gallon 
Gasoline Tax 
(Ine, 1.5¢ 


City State federal tax) 


Average United States 
Portland, Maine 
Manchester, N. 
Burlington, Vt. 
Boston, Mass. 

Providence, R. 
Hartford, Conn. 


Buffalo, N. 


New York, N. Y 


Newark, N. 
Philadelphia, 
Dover, Del. 


Baltimore, Md. 


Washington, 


Charleston, W. 


Norfolk, Va. 
Charlotte, N. 


Charleston, 8S. 


Atlanta, Ga. 
Jacksonville, 
Birmingham, 


Vicksburg, Miss. 
Memphis, Tenn. 
Lexington, Ky. 


Youngstown, 
South Bend, 
Chicago, Ill. 


Detroit, Mich. , 
Milwaukee, Wisc. 


Twin Cities, 


Fargo, N. D. 
Huron, 8S. D. 
Omaha, Neb. 


Des Moines, 
St. Louis, 


Tulsa, Okla. 
Little Rock, 
New Orleans, 


Houston, Texas 


Albuquerque, 
Denver, Colo 
Casper, Wyo. 


Butte, Mont. 


Boise, Idaho 


Salt Lake City, 


Reno, Nev. 


Phoenix, Ariz. 
San Francisco, 
Portland, Ore 
Spokane, Wash. 


* Includes 


** Includes city 
* Includes county tax of 1.5c¢ per gal 
API figures 


At. refineries 


Pipe line and tank 


Total 


(Compiled 


reporting 


Production: 
Shipments 
Domestic 
Export 
TOTAL 
Inventory 
\pril 30 
Days Supply 


Production: 
Shipments: 
Domestic 
Export 
TOTAL 
Inventory 
April 30 
Days Supply 





CO ee 


ew 


te OT Co OF Co OT 


ISU SS © 


ee ll eed 


— et 


ts ta 
on On Se 


Mo. 
Wichita, Kan 


heck pek ba fh fh fh a fh fh 
we 109 CO Oe me © 


of Ic 


0.5¢ 





Dealer’s 
Net Price 
(Ex tax) 

15.19 


10 


60 


90 


10 


40 
80 


10 
70 
20 
SO 
60 
00 
40 
40 
00 
40 


.60 


90 
40 


.90 


Ov 


00 
60 
SO 
70 


5.00 


30 


.40 
16.80 


90 
10 
70 


60 


reported by 


National Petroleum 


Total Solvent 
Bright 
Stock Stock Neutrals 


108,948 


128,714 
7,685 


136,399 


130 7 


102 


126,820 


129,75: 
1,337 


e990 





per 


Indicated 

Dealer 

Margin 
5.22 


5.00 


50 
20 
10 


40 


.90 
.00 


00 


00 
90 
50 
40 


: 


ou 
40 


80 


50 
au 
10 
00 
00 


5.00 


su 


ovo 


Texas 





April 30 
1949 
$17,153 


2,249,090 


666,243 


figures in 
APRIL 1949 


Solvent 
Viscous 
Neutrals 


226,445 
201,602 
13,976 
215,¢ 
2,689 534,416 
1948 
220,53 
236.335 
241,079 


,.954 128,849 545,169 304,719 


2G 
« 





5 
6.! 
5 § 
6.5 
2 
2 
7.6 
7 
8.! 
Sf 
7.5 
g.! 
8. 





ie OT) OO OT Or ee Or 


Dog 


_ 


> Bor Bor Bee Bol 


AA Ray 


Assn, 


50 
00 


5.50 
5.00 


50 


S.00 


2,610,536 


Midwestern Lubricating Oils 


42 


Paraf- 
fin 
Oils 
5 904 


S54 
107 


5 961 


90,150 


NATIONAL PETROLEUM 











Service 
Station 


(inc. tax) 


26.88 
26.60 
25.60 
26.10 
23.70 
24.50 
24.80 
25.30 
26.00 
23.80 
25.50 
25.00 
25.50 
25.00 
28.10 
27.00 
28.00 
27.30 
28.50 
28.00 
*29.50 
28.50 
29.00 
28.80 
24.50 
28.00 
25.00 
24.93 


27.60 


26.00 


30.60 





New Stocks of Pennsylvania Crude Oil 


(Compiled by 





Figures in bbls.) 
March 31 
1949 

447,672 


2,162,864 





April 30 
1948 
372,149 
1,853,607 


9 99r 


“—_ 


fot 


Western Petroleum Refiners Assn, from figures of 13 
companies; 


Steam 

Re- 

fined Blended 
Stock Oils 


391 488,028 


3 454,82 
27 19,407 


) 504,236 


166 334.018 


hae 4S 7) 
4 533,719 
{ 16,1¢€ 


77 «360.600 





NEWS 











SPLAYED: Advertisements set in special 
$10.00 per column incn. 


NDISPLAYED: “For Sale’’, ‘‘Wanted to Buy”, 
“Business Opportunities’’, Miscellaneous classifica- 
ns set in type this size without border—25 cents a word. Minimum 


arge, $6.25 per insertion. 


CLASSIFIED 


type or with border— 
Box number counts 3 words. 
preceding date of issue. 

All classified advertisements are payable in advance 


“Help Wanted’, 





“Position Wanted’’—10 cents a word. Minimum charge §2 per insertion 
Copy must reach us by Wednesday 


No agency commission or cash discounts on classified advertisements 





For Sale 


OR SALE: 1—1938 White Tractor with 3900 
illon Tank Trailer, price $1950.00. JACK B. 
ISHOP, Wayland, N. Y 


FOR SALE: 1948 Model (Frazier Tandem) 
insport. 6,000 gal., 3 compartment. Front 
600, Center 1875, Rear 1525. New 10:00 x 20 
res, air brakes, also equipped with Brady 
ravity flow meter Entire unit like new 
1ID-WEST OIL COMPANY, Box 704, Cedar 
tapids, lowa 





STEEL STORAGE TANKS 
74,000 BBL. Like New $7900 each 
10,000 BBL. Gov. Surp. $7000 each 

TANK CARS 
150—10,000 & 8,000 Gal. Class 3 


R. C. STANHOPE, INC. 
60 E, 42nd St. 


t te 











1142”-NEOPRENE HOSE-1'2” 

SS Fe Se ba ctaciceccedesis Oe 
50 Ft. Lengths..... gies ecg: “Oe 
(Mf'd.- by Metal Hose & Tubing) 
25 Ft. Lengths...... ” 7.50 
50 Ft. Lengths...... a< 15.00 
(Mf’d. by Electric Hose) 
INCLUDES M & F COUPLINGS AND 
STATIC WIRE 
ALL SALES CASH WITH ORDER OR 
C.0.D.—F.0.B.—-MEMPHIS, TENN. 
CRUZEN OIL EQUIPMENT COMPANY 
309-15 JEFFERSON 
MEMPHIS, TENN. 


For Sale 





FOR SALE 
STEEL STORAGE TANKS 


2—8000-Gallon, Tank Car Tanks, Coiled 
and Non-Coiled 


20—10000-Gallon, Tank Car Tanks, 
Coiled and Non-Coiled 


1—5500-Barrel, Vertical, Bolted Type 
OTHER TANKS TOO! 

Also Complete Tank Cars! 
IRON & STEEL PRODUCTS 
INC. 

Founded 1930 
13456A S. Brainard Ave. 
Chicago 33, Illinois 


“‘ANYTHING containing [RON 
or STEEL” 














BUSINESS FOR SALE 


Filling and Bulk Plant in port of New 
Orleans, Storage tanks, building, filling 
equipment Scales, Tools, drum eleva- 
tor, truck and trailer. Office, furniture 
ind fixtures and accounts complete 


Price $10,000 cash to prompt buyer 


BOX 218 








STEEL DRUMS 


We can furnish you with bung 
type and full open head steel 
drums and pails suitable for 
lubricating oils, greases, fuel 
oils, etc. At any point. Let us 
have your inquiries. 
BUCKEYE COOPERAGE COMPANY 
3800 Orange Ave. Cleveland 15, Ohio 
Phone EXpress 3383 











FOR SALE: 1600 gallon 1936 White, 6 com- 
partment Tank Truck, $1200.00 JACK B 
BISHOP, Wayland, N. Y. 


PERSONALLY OWNED Real Estate, 80 acres 
So. Mo. Free and Clear, Sacrifice at $35.00 
per acre. NATIONAL PETROIL CO., 6126 So 
Michigan Ave., Chicago 37, II 


FOR SALE: 3,200 gal. Columbian Single axle 
Transport. 3 compartment, 550, 1200, 1450 
10:00 x 20 tires, air brakes, new brake lining 
springs & hangers Tank and unit in very 
good condition Price $900.000 MID-WEST 
OIL COMPANY, Box 704, Cedar Rapids 
lowa 


For Sale 


FOR SALE: 2—1600 


gallon 1936 Mack T 


ank 


Trucks, $1000.00 each JACK B. BISHOP 


Wayland, N. Y 


FOR SALE: 1 used 4865 gal. gasoline trans- 


port dbl bulkheads 


tandem axles Budd 


Wheels, 10:00 x 20 tires, 3” lines, 2” valves 


ICC lights, guaranteed 1 year against leaks 
painted any color $3000.00 FOB Springfield 


SPRINGFIELD BODY & TRAILER CoO., P 


Box 431, Phone 7606, Springfield, Mo 


© 





STEEL STORAGE TANKS 
Horizontal or Vertical—New. State re- 
quirements and gallonage required. 

W. H. DYER CO:, INC. 

1859-P Railway Exchange Bidg. 
St. Louis 1, Mo. 











Wanted to Buy 


WANTED: 800-1,000 gallon late model t 


ank 


truck with power take-off, meter, hose reel 
etc Something you have outgrown Send 


photo complete description price 


etc 


SCOVELL OIL COMPANY, De Land, Florida 





FUEL OIL BUSINESS 
WANTED 
Preferably with barge terminal, netting 
over $20,000 a year. Partnership con 
sidered. New York City or nearby pre- 


ferred. $50,000 cash available 


Box 219 














FOR SALE 
USED TRANSPORTS 


3—Heil 4000 gallon 3-compartment tan- 


dem axle 


2—Heil 4000 gallon 3-compartment sin- 


gle axle 


1—Heil 4200 gallon 3-compartment sin- 


gle axle 


1—Fruehauf 4000 gallon 3-compartment 


single axle 
Good running condition, fairly good tires 
Address inquiries to 


INDIANA FARM BUREAL 


CO-OPERATIVE ASS'N., INC, 


47 SOUTH PENNSYLVANIA STREET 


INDIANAPOLIS 9, INDIANA 


Attention: Truck Transport Division 





Distributors Wanted 





DISTRIBUTORS WANTED 


A few Desirable Territories available 
on a nationally distributed motor oil 
$5,000 cash required and previous ex- 
perience necessary. This should appeal 
to successful oil salesmen who wish to 
go into business for themselves and 
reduce traveling. Reply with complete 
details, giving age experience and 
reference. Replies will be neld con- 


fidential. 
BOX 214 











Representatives Wanted 








SALES' REPRESENTATIVE 


Petroleum Sales Representatives to rep 


resent a proven quality line Petroleum 


3Zase Anti-Freeze Distributor and 
Dealer markets Fine future with ap 
proved product A few good territories 


still available 


WRITE BOX 223 
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CLASSIFIED | 





LUBRICATION ENGINEER, 


CHEMIST-ENGINEER, 






Positions Wanted 


broad sales ex- 


perience in oil business, excellent background 
n lubricants, excellent references, resume upon 
request BOX 217. 


several years experi- 
ence in research, development, operation, de- 
sign in petroleum and related products 
hemicals and processes and equipment 
would like petroleum company connection, BOX 


Positions Open 





LUBRICATION ENGINEER 


Independent company in Milwaukee 
Wise Applicant must be good indus- 
trial salesman Have ability to write 
formuli for compounding and blending 
Prefer engineer willing to take some 
Stock in company 

BOX 220 


























LUBRICATING SALES ENGINEER 


Permanent position as Assistant Man 
iger Lube Oil Sales in Northern 
California with major oil company 
Position requires technical engineering 
education, successful industrial oil sales 
experience and marked ability in ad- 
ministrative work and the training of 
field salesmen Prefer man 40 to 47 
years of age Good promotional pos 
sibilitie after i reasonable period of 
service For consideration write full 
details of background educatior ind 
experience first letter to 

BOX 221 





























































WANTED 


An opportunity to demonstrate 
the selling power of NATIONAL 
PETROLEUM NEWS’ Classified 


Advertising. 


If you’ve got something to sell 
to oilmen, whether it be storage 
tanks, compressors, tank trucks 
or your own talents, NATIONAL 
PETROLEUM NEWS’ Classified 
Ads will tell your story to the 
greatest number of potential buy- 
ers. 


If there’s something you want 
to buy from oilmen, whether it 
be a bulk plant, a gasoline station 
or an individual’s skill and know- 
how, NATIONAL PETROLEUM 
NEWS will tell your story to the 
greatest number of potential sel- 
lers. 

See advertising rates and con- 
ditions which appear immediately 
under the page heading of the 
CLASSIFIED SECTION of this 


issue. Then..... 


Write Room 532 
1213 W. 3rd ST., CLEVELAND 13, OHIO 




















A high point in public relations 
is the bench for bus and streetcar 
riders at the corner of the station 
property at Union Oil’s big, new 
station at Lake and Pasqual streets 
in Pasadena, Calif. In back of stone- 
flagged area is a semi-circular stone 
bench topped with a white painted 
wooden seat and back rest. Another 
novel touch in the station is a patio 
equipped with some garden furniture 
under a large umbrella for waiting 
customers. 


The story of petroleum’s progress 
was given a niche in Minnesota’s 
celebration of ‘‘Centennial Week,” a 
part of a year-long observance of the 
state’s territorial birthday. 

An exhibit set up in the entrance 
of the lobby of the Dykman Hotel in 
Minneapolis, in a jeweler’s window, 
by the district Oil Industry Informa- 
tion Committee told oil’s story. A 
model ox cart used in 1849 centered 
the simple display, with two model 
airplanes at either side. 

In the background two cards de- 
scribed how petroleum freed the farm- 
er from being a slave to the soil and 
how it has speeded traveling time 
during the transition from ox cart 
transportation to present globe-gird- 
ling aviation schedules. 

The display has been made avail- 
able to dealers of the Northwest OIIC 
territory, with the exception of the 
model planes which can be borrowed 
from local airline offices. Photos will 
be sent to aid in setting display up, 
according to OIIC office at 1105 Rand 
Tower, Minneapolis. W. L. Holm- 
gren, head of Barber Oil, is district 
chairman. 


Oil Company Advertising, Promotion 





Standard of Indiana has elected t 
sponsor a series of ads in a key news 
paper in each of 11 cities in its mar 
keting area explaining the America 
economic system. All of the ads wert 
prepared by the Public Policy Com 
mittee of the Advertising Council 
Inc., and each contains a coupor 
which may be clipped and mailed fo: 
a free copy of a booklet, “The Mir 
acle of America.” First ad in the 
series uses an illustration of a work- 
man in overalls and the headline 
“Okay—but what’s in it for me?” 


In another phase of its summe 
advertising program Standard of In 
diana is making use of a panel of 
type telling, in columnist style, about 
freedom of travel in America. Copy 
reminds motorists that American 
freedom of choice makes it possibl 
for them to travel where they please, 
and that the same freedom of choic« 
gives them plenty of sta- 
tions wherever they go. 


service 
* * * 


Co-operation with the driver train- 
ing classes of the Chesterton, Ind 
high school has paid dividends in 
favorable publicity to Martin J. Eric- 


son, a Standard Oil Co. (Indiana) 
dealer there. Mr. Ericson made his 
station available to the classes and 


personally gives the kids instructions 
on the upkeep of automobiles. 


Free 


distribution of picture post- 
cards showing Ohio scenes was in- 
augurated by Standard of Ohio on 


June 27. The cards will be reproduc- 


tions of scenes selected from several 
hundred color photographs of the 
state’s most popular tourist attrac- 











District Oil Industry Information Committee set up this display in jeweler’s windov 
in Minneapolis during the recent celebration of that state’s “Centennial Week. 
Model ox cart used in 1849 centers display, with two model airplanes on either sid« 
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Tax Rate+ 


Gasoline Consumption by 




























































These are state tax rates per gallon 





Not available at time of publication 
In general, 
ixable purpose 









March Feb., 1949 
Cents Gallons 
\labama : 6 36,588,000 
\rizona , ‘ti i) 16,.39,000 
\rkansas . . 61. 23,474,000 
‘alifornia P ; 41., 283,314,000 
‘olorado . 6 24.819.000 
‘onnecticut 4 31,152,000 
velaware 4 5,866,000 
Dist. of Columbia. i 12.877.000 
Florida 7 67,245,000 
Georgia ‘ 6 19,968,000 
daho 6 8,417,000 
Illinois 4 128,638,000 
ndiana 4 €9,739,000 
lowa . 4 449,689,000 
Kansas 4 38,822,000 
Kentucky 7 34,945,000 
ouisiana 4 34,146,000 
Maine 6 13,039,000 
Maryland 5 31,121,000 
Massachusetts 3 60,174,000 
Michigan ; 3 110,267,000 
Minnesota 4 417.470,000 
Mississippi 6 24,794,000 
Missouri 2 67,256,000 
Montana ) 9,579,000 
Nebraska 5 24,899,000 
Nevada i 3. 5. 000 
New Hampshire i 7,772,000 
New Jersey 3 82,046,000 
New Mexico 5 15,542,000 
New York H 154,953,000 
North Carolina 6 06,339,000 
North Dakota } 5,138,000 
Ohio 4 36,190,000 
Oregon 5 26,966,000 
Pennsylvania 4 139,466,000 
Rhode Island i 10,642,000 
South Carolina . 6 30,372,000 
South Dakota 4 13.808,000 
Tennessee 7 19,632,000 
Texas ‘ i 190,281,000 
tah i 10,986,000 
Vermont i 5,704,000 
Virginia 6 50,561,000 
Vashington . 6 37,412,000 
Vest Virginia 5 24,193,000 
Visconsin 1 52,719,000 
Vyoming . ‘ i 7,317,000 
Total 47 States 2,419,502, 000 
Daily Average $6,411,000 
‘hange from previous year 
Total Change 
Percentage change in 
Daily Average ; 
Oklahoma > 39,539,000 


Includes 1.5c increase effective March 21, 


these tigures include all gasoline sold or consumed within 


In addition there 
1949. 








Month of Mar., 
Mar., 1949 Mar., 1948 *48-'49 
Gallous Gallons | Change 
43,780,000 39,528,000 +10.7¢€ 
18,064,000 7,188,000 5.10 
29,115,000 24,889,000 +.16.98 
303,434,000 293,355,000 + 3.44 
31,782,000 28,061,000 +-13.26 
35,743,000 33,373,000 7.10 
7,240,000 6,616,000 + 9.43 
15,057,000 13,631,000 + 10.46 
78,894,000 68,211,000 + 15.66 
59,900,000 52,642,000 13.74 
12,934,000 12,642,000 2.31 
164,538,000 149,810,000 i 9.83 
87,221,000 $1,846,000 i 6.57 
63,954,000 64,014,000 0.10 
52,439,000 15,582,000 115.04 
41,436,000 47,622,000 12.99 
38,907,000 36,786,000 5.77 
14,220,000 14,318,000 0.68 
38,245,000 25,413,000 s.00 
70,668,000 65,253,000 + 8.30 
133,653,000 129,439,000 i 3.26 
59,564,000 58,321,000 2.1% 
36,965,000 28,917,000 $27.83 
78,416,000 73,517,000 + 6.66 
14,098,000 12,805,000 10.10 
28,200,000 28,109,000 i. 0.32 
4,408,000 4,456,000 1.65 
8,642,000 000 + 3.81 
93,343,000 2,000 + 10.14 
18,305,000 000 +. 23.46 
185,893,000 169,349,000 + 9.77 
70,594,000 61,298,000 15.17 
12,684,000 10,585,000 +19.83 
161,737,000 152,913,000 5.77 
36,495,000 34,102,000 + 7.02 
164,002,000 152,457,000 7.57 
12,647,000 11,595,000 + 9.07 
36,110,000 431,626,000 14.18 
16,245,000 16,681,000 2.61 
43,111,000 45,657,000 5.58 
226,095,000 244,993,000 7.71 
13,437,000 12,831,000 + 4.72 
6,277,000 5,965,000 9.23 
60,426,000 52,869,000 + 14.29 
50,121,000 49,214,000 + 1.84 
28,651,000 25,490,000 12.40 
66,438,000 64,039,000 3.75 
8,349,000 7,931,000 ». 27 


2 882.477.0000 2,723,843,000 
92,983,000 87,866,000 
158,634,000 

5.82 


ooo 





is the federal tax of 1.5c per gal 


the confines of the state 


regardless 


States in March 


——3 Months Ending With—— 





Mar.. 1949 Mar., 1948 
Gallons Gallons 
119,177,000 108,272,000 
50,626,000 49,913,001 
77,528,000 67,276,000 
S84.199,000 $25,175,000 
80. 526,000 74.613,000 
99,282,000 92,934,000 
19,409,000 17.418,.000 
41,659,000 tS. 222. 000 
212. 661,000 195,074,000 
164,108,000 146,852,000 
30,700,000 32 213.000 
126,592,000 407,494,000 
23 97,000 229 462,000 
161,621,000 166.768.0000 
128,369,000 27,449,000 
114,408,000 114,856, 000 
106,934,000 96,474,000 
40,546,000 10,176,000 
102,917,000 94,170,000 
192,687,000 180,232,000 
368,944,000 377,113,000 
156,606,000 157,211,000 
88,940,000 75,094,000 
210,332,000 10,.274.000 
33,921,000 32,749,000 
73, 000 79,804,000 
1 562,000 12,382,000 
2 7,000 23,939,000 

O00 229 953.000 

>, 000 41.841,.000 

5,000 $63,144,000 

5, 000 170,374,000 

7,000 28,335,000 

O00 $23,216,000 

ooo 94,022,000 

2,000 417,185,000 

2,000 33.583.000 

70,000 &6,.721.000 

72.000 44,.825.000 

000 118,268,000 

OOO 991,431,000 

000 35,730,000 

000 17,095,000 

000 141,867,000 

7.000 129.377.0000 

30,000 70,041,000 

56,000 175.910, 000 

22,371,000 21,279,000 

7.516.589, 000 7.400.806.0000 

S6,851,004 81 328 000 
+- 415,783,000 

6.79 
122,724,000 


of whether it w 


3 Months 
"48-'49 
‘| Change 


10.07 


taxable 


+15 


or 


1.43 


non- 














tions, both scenic and _ histor 





issued every two weeks. They 
be handed out to motorists at S 
service stations. 
lar plan was used by 
California last year. 







Standarc 






* * * 





The Atlas Co. 
nto national 


took 
magazine 


its first 










entleman. 







ct their rainy-day sales of oil 






ttorists are too considerate to 
r under-the-hood service. Solut 
oper rainwear in every station 









ly 6, 1949 








ical. 


Seven scenes were selected, one to be 


will 
ohio 


A somewhat simi- 


1 of 


dip 


advertising 
f TBA items on June 29. The cam- 
aign, which will run at least until 
ne end of the year, will employ full- 
age, four-color ads in the Saturday 
vening Post, Collier’s and Country 


Sunoco is urging its dealers to pro- 


and 


nder-the-hood items. They found that 
hen the attendant is getting soaked 


ask 
ion: 








Pan-Am has opened a new type 
of station in Texarkana, Ark. The 
design of the station is standard in 
that it still has the semi-circular 
facade with the “Pan-Am” name 
flanked by three horizontal lines. 
However, the new “streamliner” has 
more glass and merchandising space 
for TBA items. 


* * * 


The Cities Service Oil Co., Bartles- 
ville, Okla., is distributing through 
the company’s various marketing di- 


visions a Cities Service farm book 
containing helpful information for 
farmers. Sections are devoted to 


hints on farm machinery, trucks and 
tractors, poultry, soil, crops, home 
modernization and safety. 


* * * 


A skit at one of the spring dealer 
conferences of Standard Oil Co. 
(Indiana) consisted of two acts tak- 
ing place in the restaurant. A sign 





on the wall in the 





first 


“Treat Our Waiters Gently. 


mers We 
walls are 


Got.” 
covered 


In the 
Ww 


ith 





act reads: 
Custo- 
second act 


signs read- 


ing:“‘The customer is always right,” 


etc. 


the moral of the story. 


Guoranteed savings on 


steel drums—thoroughly (= 
reconditioned or raw. —= 


Our service assures eco- 
nomical delivery anywhere. 


Write or wire for full details. 


BINDER COOPERAGE CO. 


1440 South Water St., Philadelphia 47, Pa. 


No charge for extra cup of coffee,” 
Dealers had no trouble getting 
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About O 





Young Jobbers 





Mr. Sacks 


Although a relative newcomer in 
the petroleum industry, the career 
of Leon B. Sacks, now 31, has been 
an eminently successful one. 

When he entered the oil industry 
in 1944, Mr. Sacks brought with him 
a varied business experience, includ- 
ing positions as manager of an ad- 
vertising agency and insurance com- 
pany, and made it apply to retail oil 
distribution. He is now vice presi- 
dent and sales manager of the Simon 
Oil Co., Niagara Falls, N. Y., Gulf 
distributors for Niagara County. 


Simon Dimet, president of Simon 
Oil, felt that with the war’s end his 
23-year-old oil business could well 
afford a rejuvenation by hiring an 
energetic young’ sales executive. 
While on a trip to Cleveland, he met 
and was impressed by Mr. Sack’s 
business acumen. Mr. Dimet en- 
gaged him and found that his judg- 
ment of sales ability was well justi- 
fied. 





Within a short period Mr. Sacks 
was well oriented in the oil business 
and he began actua! solicitation of 
oil accounts. He was very success- 
ful, but soon found that the fuel oil 
and oil burner sales department 
needed revamping. The veteran 
salesmen of the organization were 
placed in key positions as wholesale 
burner equipment salesmen. Mr. 
Sacks hired and trained men of col- 
lege age for retail sales. Today the 
average age of five retail salesmen 
is 25 years. One of the salesmen has 
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an auxiliary job of carrying on a 
year round advertising and promo- 
tion campaign in the local news- 
papers. 

Simon Oil was appointed Gulf dis- 
tributor for Niagara County in the 
summer of 1947. New outlets be- 
came more readily obtainable from 
then on. Working in close co-oper- 
ation with Gulf’s district manager, 
Simon Oil has more than tripled its 
retail gasoline outlets to a 33-station 
operation. As a result of the ener- 
getic leadership of the distributor- 
ship, acceptance of Gulf products 
climbed from 1,000,000 to more than 
8,000,000 gals. a year. Simon Oil’s 
flect of trucks at present consists of 
three over-the-road transports, 10 
large fuel oil delivery trucks, two 
kerosine trucks and three utility ve- 
hicles. 

Where formerly four men sufficed 
to service the oil accounts, today 
there are eight. After having added 
a new double loading platform to 
the old facilities, it was found neces- 
sary to add new storage facilities of 
75,000 ga!s. at a nearby location. De- 


spite a general industry-wide lag in 
oil burner sales, Simon Oil’s sales 
continued to improve. 

Mr. Sacks attended Ohio State 
University, where he majored in bus- 
iness administration. While there 
he was a member of Sigma Alpha 
Mu fraternity. He also majored in 


accounting at Western Reserve Uni- 
versity. 
It was while he was attending 


Ohio State University that he met 
his wife. He is the father of a 
two-year-old daughter. His outside 
interests include the Exchange Club, 
golf and tennis. 


The gasoline interests of R. B. 
Gantt in Piedmont Oil Co. in Vir- 
ginia have been sold to Shell Oil Co. 
A reported $250,000 was involved in 
the transaction. Mr. Gantt will 
retain his fuel oil and coal interests 
in the company. Shell representa- 


tives took over the gasoline divi- 
sion June 20. Piedmont Oil serves 
approximately 50 stations in the 
area. 
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Substantial cash awards for suggestions submitted during 1948 under a company 
suggestion plan have been made by Tide Water Associated. Pictured here at an 
award luncheon in San Francisco are (left to right): L. F. Bayer, vice president and 
chairman of the Operating Committee, who made presentations to Louis S. 


Radeke and Paul S. Hawthrone, Avon refinery employes. 


Mr. Radeke took top 


honors in the Western Division and second place nationally, while Mr. Hawthorne 
placed second in the division and third nationally. Top national honors went to 


J. L. Cartisser, an employe in the Eastern Division manufacturing department 
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eo ‘ 1 Compare Super Pyro with any other 


> anti-freeze in its price range! 







1. The anti-freeze protection of Super Pyro 
is 3314% more effective than that of most 
other types! 

2. Super Pyro protects not just one or two, but 
all 7 metals in the cooling system of a car’s 
engine! 

3. Super Pyro—due to an exclusive U.S.I. 
ingredient—is longer-lasting! 

4. Super Pyro has a new freedom from odor! 


r=-Safe!l 


That’s you—if you order your supply of 
this Super Product now! Yes, there will be 
more Super Pyro—but still not enough to 
satisfy the demand for this super-popular 
anti-freeze. So play it Super-Safe—order 
your Super Pyro now! CALL YOUR 
JOBBER TODAY! 













Super Power! 


This Super Product deserves a super pro- 
motion .. . and it’s all set. Super posters 
will sell Super Pyro to over 41,300,000 
people. Super color ads in Look, Collier’s 
and the Saturday Evening Post will sell 
Super Pyro to over 130,446,000 readers! 
Super newspaper ads every week will sell 
Super Pyro 149,908,712 times! That’s 
Super Power! And that’s what’s going to 
send people right into your station for 
Super-Safe Super Pyro! 








The longer-lasting anti-freeze! 





ly 6, 1949 
U. S. INDUSTRIAL CHEMICALS, INC. 
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ABOUT OIL PEOPLE 


Frank S. Kiine is now jobber rep- 
resentative in Kentucky for the Con- 
tinental Oil Co., having been trans- 
ferred from the Conoco Kansas City 
Division. He succeeds W. M. Ryan 
who has been transferred to Ham- 
mond, ind., as Conoco city manager. 





a” * * 


The Hancock Oil Co. of California 
put Murray H. White’s 30 years of 
experience in the gasoline business 
back to work last month when he 
purchased the company’s San Rafael 








FOR THE LEAKS 


hie 


Faulty thread connections can 
cost many gallons of gasoline 
per month. 


Prevent such Joss by using REC- 
TORSEAL #2 a specially com- 
pounded, leak-proof, thread and 
gasket sealing compound on all 
connections when piping is in- 
stalled or repaired. It will save 
you money and you'll never be 
troubled with leaks. 

RECTORSEAL #2 is impervious 
to gasoline (regular or aviation). 
It's approved by major compan- 


ies ... has been proved by more 
than 10 years use in the oil in- 
dustry. 


Ask your dealer for RECTOR- 

SEAL #2 by name or 

Write RECTORSEAL, Dept. J 
2215 Commerce St., 
Houston 2, Texas 








RECTORSEAL # 2 





MAKING THE OIL INDUSTRY SAFER 











Before retiring he worked for th 
Union Oil Co. in various pos:-tions. 


* * * 


James MacPherson, formerly Ara- 
bian American Oil Co.’s_ resident 
manager in Saudi Arabia, has joined 
American Independent Oil Co. and will 
be general manager in charge of 
Aminoil’s Kuwait Neutral Zone op- 
erations. Mr. MacPherson, who was 
a vice president of Aramco, will be a 
vice president of Aminoil. 


* * * 


Charles E. Kramb, assistant gener- 
al manager of Gulf’s Toledo division, 
has been promoted and transferred. 
The new job: assistant general man- 
ager of retail fuel oil sales. The new 
locale: Pittsburgh. 

* * * 

Seaside Oil Co. 
has appointed C. 
W. Chamberlain 
to the post of 
manager of op- 
erations. Mr. 
Chamberlain will 
supervise pur- 
chasing, traffic 
and __ transporta- 
tion for the com- 
pany and, in ad- 
dition, will be re- 
sponsible _ for 
maintenance and 
repair of bulk 
plants and service stations. . .A resi- 
dent of Santa Barbara for the past 11 
years, Mr. Chamberlain has been with 
Seaside since 1931. Prior to his promo- 
tion he was in charge of purchasing. 


* * * 


Mr. Chamberlain 


C. J. Allen, a Sinclair Refining Co. 
man since 1921, has been appointed 
vice president of the company. Mr. 
Allen has been at the New York of- 
fice since 1926. Since 1946 he has 
been assistant treasurer. Following 
Mr. Allen’s promotion, I. J. Bergholt 
was advanced to the position of as- 
sistant treasurer. From 1942 to 1945 
Mr. Bergholt served as treasurer of 
the Sinclair Rubber Co. at Houston. 











Milwaukee 1, Wis. 





ALERT, AGGRESSIVE DISTRIBUTORS WANTED 


If you are interested in a franchise for the sale of the popu- 
lar Heil trailerized and truck tanks and your activities are such 
that you have close contact with oil jobbers, distributors and 
haulers, and if you feel that you can do an aggressive job in 
merchandising these products, then wire, write or phone us 
for available territories and further information. 


woe Hath eo, 


Hillside 5, N. J. 
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Mr. Page Mr. Shepard 


Howard W. Page, executive assist- 
ant to the president of Standard Oil 
Co. (N. J.), has been assigned to the 
post of shareholders’ representative 
for the company’s affiliates in the 
United Kingdom effective next Octo- 
ber (See June 29 NPN, p. 16). At 
the same time David A. Shepard of 
the Anglo-American Oil Co. Ltd. will 
succeed Mr. Page as executive assist- 
ant to President Eugene Holman. 

Mr. Page has worked for the com- 
pany in foreign and domestic refin- 
ing and economics for 20 years. A 


“native of California, Mr.’ Page was 


graduated from Stanford and from 
the Massachusetts Institute of Tech- 
nology where he received a master’s 
degree in chemical engineering. i 
Mr. Shepard, also an M.I1.T. gradu- 
ate, joined the company in 1927 as 
a research engineer. Before the war 
he was engaged in foreign markes 
ing activities of affiliated companies 
in Europe. 


To head the 
newly formed 
foreign depart- 
ment of the Con- 
tinental Oil Co., 
Millard K. Nep- 
tune has_ been 
appointed man- 
ager. Mr. Nep- 
tune’s depart- 
ment will have 
the job of search- 
ing out and ne- 
gotiating for op- 
erating rights on 
probable oil lands 
in foreign countries other than Can- 
ada. Continental already is operat- 
ing in Canada through its affiliate, 
Hudson’s Bay Oil & Gas Company, 
Ltd. ... Mr. Neptune is a graduate 
of the law and engineering schools 
of the University of Oklahoma. He 
started in the oil business in 1933 
working for Phillips Petroleum Co. 
After the war he spent three years 
in Venezuela as assistant manage! 
for Phillips. He has been with Con- 
tinental since last year. The new 
foreign department will have _ its 
headquarters in New York City. 
distributorship. Mr. White had been 
in retirement for the last five years 





Mr. Neptune 
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PARAMINS 


& TRADE MARK 


Good fuels and lubricants, for both pleasure and commercial planes, are made better 
with PARAMINS additives. Now used from coast-to-coast to stabilize high-octane avia- 
tion gasoline and improve light aircraft lubricants, PARAMINS show outstanding results 
in extra service with fewer overhauls. Continuing research...in America’s largest, most- 
up-to-date petroleum laboratories...assures continuous high standards of quality in PARAMINS. 


‘roved PARAMINS for improved oils and fuels! 9 FENJAY COMPANY, INC. 


15 West 5ist St., New York 19, N.Y. 
ARATONE, for improved viscosity index; PARAFLOW, for lower stable pour; PARATAC, for 


‘ P . . 28.20 eae PIONEERS IN CHEMICALS FROM PETROLEUM 
cky oils and greases; PARAPOID, for E. P. ge<r oils; PARANOX, for oxidation inhibition 


Additives, Alcohols, Esters, Ketones, Plastics 
vd detergency; PARASHEEN, for better appearance; PARADYNE, for improved gasoline. 


and Oil-Resistant Rubbers 
ily 6, 1949 
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Pictured above are members of the Production Research Ad- 
visory Committee of the Pennsylvania Grade Crude Oil Assn. 
conferring with representatives of The Pennsylvania State 
College regarding the association-sponsored secondary re- 
The meeting took place in Pitts- 
burgh in conjunction with the association’s annual meeting. 
Standing, left to right, are C. F. Terrell, Minard Run Oil Co., 
Bradford, Pa.; G. W. Holbrook, Bradley Producing Corp.., 
Wellsville, N. Y.. committee chairman; E. T. Heck, Quaker 
State Oil Refining Corp., Bradford; Jack Cashell, Preston Oil 


covery research program. 
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Co., Columbus, Ohio; J. P. Jones, association director of pro- 


Alumni of Lehigh University have 
elected M. J. Rathbone, Esso Stand- 
ard president, to a six-year term as 
an alumnus trustee. Mr. Rathbone 
was a member of the 1921 graduating 
class. 


* x 


Little River Oil Co., Goldsboro, 
N. C., has obtained a state charter 
to deal in petroleum products, listing 
authorized capital stock at $100,000. 
Incorporators are James Spicer, Lew- 
is Giddens and W. T. Sewell, all of 
Goldsboro. 


* * * 


R. J. Bannatyne, manager of lub- 
ricating and chemical sales for At- 
lantic Refining Co. in its western 
Pennsylvania marketing region, is 
retiring from active service with the 
company. <A _ reader of NATIONAL 
PETROLEUM NEWS for more than 25 
years, Mr. Bannatyre is a member 
of the “25 Year Club” organized by 
NPN. Mr. Bannatyne'’s successor in 
the Atlantic organization is Henry B. 
Elliott. 


An anonymous gift of $1,500,000 
which was given during a Cornell 
University fund drive was made by 
Mr. and Mrs. Walter C. Teagle of 
East Port Chester, Conn., the uni- 
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versity revealed. Mr. Teagle, a Cor- 
nell graduate, was board chairman 
of Standard Oil Co. (N.J.) from 1937 
to 1942. He is a former president 
of Imperial Oil Co. and the Interna- 
tional Petroleum Co. The gift will 
be used to build a men’s sports 
building at the university. 


* 4 * 


Re-elected as officers of the Pe 
troleum Industry Committee of Ohio 
were: Maurice F. Hanning, chair- 
man; W. L. Hahn, vice chairman; 
and John L. Marsh, executive secre- 
tary. Mr. Hanning is a member of 
the law firm of McAfee, Grossman, 
Taplin, Hanning, Newcomer & Haz- 
lett of Cleveland. Mr. Hahn works 
for the Shell Oil Co. in Cleveland. 
Mr. Marsh is from Youngstown. 


* * * 


Retirement of E. N. Shallenberger 
from his position as manager of the 
Decatur sales field of Standard Oil 
(Indiana) created an opening that 
will be filled by R. E. Lee. ... Mr. 
Lee started as a salesman for Stand- 
ard Oil 30 years ago in Indianapolis. 
Me has been assistant manager at 
Decatur since 1938. This position 
will be taken over by R. D. Sharp, 
who has been with the company since 
1941. Since last year Mr. Sharp has 





duction, Bradford: C. N. Pfohl, Kendall Refining Co., Brad- 
ford. Seated, left to right, are Dr. A. W. Gauger, director of 
the Mineral Industries Experiment Station, The Pennsylvania 
State College, State College, Pa.; D. T. Andrus, Bradford, Pa., 
Pennsylvania representative on the Interstate Oil Compact 
Commission; Dr. J. N. Breston, chief of the association’s Brad- 
ford laboratory: Prof. D. R. Mitchell, head of department of min- 
eral engineering at The Pennsylvania State College; A. J. 
Saxe, South Penn Oil Co., Bradford. Absent when the photo- 
graph was taken was R. B. Bossler, Brundred Oil Corp., Oil 


City. Pa. 


been working at the general office 
as sales manager, airports and air- 
lines. 

Another Standard Oiler promoted 
is W. O. Hunter, who succeeds Mr. 
Sharp. Mr. Hunter got his start in 
Standard Oil as a service station at- 
tendant in the Chicago sales division. 

The post of manager of the lubri- 
cating and industrial sales depart- 
ment, which has been open since the 
death of H. J. Saladin in February, 
has been filled by M. A. Dixon. Mr. 
Dixon has been with Standard since 
1924 when he entered the sales en- 
gineering school at the Whiting re- 
finery. His promotion left vacant 
the position of manager of the lubri- 
cating bulk sales department. J. M. 
Gower, 2 Standard Oil man since 
1929, has been appointed to fill this 
opening. 


Harold R. Deal, manager of ad- 
vertising and sales promotion, Tide 
Vater Associated, followed up a tour 
of Southern California with a 5,000- 
mile, 12-day trip through Oregon, 
Washington and northern California. 
IIe reported that all sections are ex- 
pecting heavy tourist travel this sea- 
son. He said facilities for travelers’ 
convenience are the best yet. 


NATIONAL PETROLEUM NEWS 

















This Week 
Contiriental Oil Company 
Salutes ... 


The problem bothering Pat Raben was where to get the elk. 


The hunting season hadn’t been good, and he’d delayed 
his trip until the last of the season. Suddenly he found him- 
self with nearly 70 customers coming to dinner—and no meat. 


But Pat is a good hunter—he got his elk. He packed, 
skinned, butchered and cut up the animal himself — and 
started a yearly treat for his customers and prospects that 
he has had to keep up for the past 5 years. 


Mr. Raben gives his annual elk dinner because he’s a 
friendly man who wants to thank his farm customers for 
their business, and get better acquainted with his prospects. 
To him, as to most of the independent jobbers in this coun- 
try, business is more than making deliveries and sending 
out bills. 


Pat Raben took on the oil jobbing business just as a 
sideline. Huntley is a small community near Torrington, 
Wyo., and Mr. Raben runs the grocery store there. But 
business wasn’t too good in 1937, so Pat decided to become 
a Conoco Jobber—as a sideline. 





In a nearby town, another oil company had closed its 
bulk plant, and Pat bought it. One of his neighbors offered 
a helping hand in moving the plant, in exchange for the 
pumphouse in payment, and the two hauled the two storage 
tanks to Huntley. But Mr. Raben underestimated the tre- 








ane acc bie 
W. O. “‘Pat’’ Raben 
Raben Oil Company 


er 
is 


Huntley, Wyoming 


mendous popularity of nationally-advertised Conoco N‘ 
Motor Oil and other Conoco Products among farmers. And 
he had failed to realize the amount of selling-help he would 
get from Conoco Marketers. Today, the plant in this small 
community includes 6 storage tanks, a warehouse and a 
pumphouse, and annual sales reach nearly a half-million 
gallons. The sideline that was to be the ‘“‘tail of the dog’’ to 
his grocery store has now become the tail that wags the dog. 


Continental Oil Company is proud to salute W. O. “‘Pat”’ 
Raben, and all the thousands of other independent jobbers. 
Their ingenuity, friendliness and community spirit have con- 
tributed heavily to the record of service, in small communi- 
ties and large, that has been set by the oil industry. 


The perseverance and integrity of men like Mr. Raben 
are the foundations upon which Continental has built its 
74-year record of stability and growth. Continental is mighty 
proud to be “‘partners’’ with men of such spirit. 


We want more partners like Mr. Raben. Are you inter- 
ested in this kind of teamwork—in growing with Conoco in 
your territory? Why not write to the Continental Oil Com- 
pany office nearest you, or to Ponca City, Oklahoma? If 
you’re not within reach of Continental’s gasoline supply, 
perhaps you would be interested in merchandising the na- 
tionally-advertised Conoco N“ Motor Oil. 


(Advertisement) 


July 6, 1949 
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Attending a recent three-day conference of Shell Oil Co. di- 
vision credit managers at the Berkeley-Carteret Hotel. Asbury 
Park, N. J. were these credit and financial executives from 
16 marketing divisions, the head office, and a representative 


of Shell Oil Co. of Canada. 


New York 


Appointments to several importart 
posts were made recently by Imperial 
Oil Ltd. of Canada. Among those 
receiving promotions were: 

George L. Macpherson, former 
manager of the engineering and de- 
velopment division of the manufac- 
turing department, was appointed 
general manager of the company’s 
refineries. He joined Imperial in 
1922 as a draftsman. In 1937 he was 
made assistant chief engineer and in 
1943 was given the post of chief en- 
gineer. His home is Markdale, Ont., 
and he is a graduate of the Univer- 
sity of Toronto. 

D. W. MeGibbon has been appoint- 
ed assistant to the treasurer. Mr. 
McGibbon has been with the com- 
pany since 1932 when he graduated 
from the University of Toronto. He 
held the position of budget controller 
until 1942 when he was transferred 
to the comptroller’s office in Toronto 
to direct financial analysis and spe- 
cial assignments. 

John E. Gibson, who has_ been 
with Imperial since 1945, was ap- 
pointed assistant manager of the 
advertising-sales promotion depart- 
ment. Mr. Gibson worked in the 
training division of the department 
of employe relations until 1947 when 
he was transferred to his present de- 
partment. During the war he served 
with the department of munitions 
and supply. 

Ernest A. Taylor, a veteran of 29 
years with Imperial, was named 
manager, cost and operating, genera! 
saies department. Since he first 
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In the picture are (front row, 
left to right): J. P. Robinson, San Francisco; P. H. Bergener. 
Cleveland; H. J. Kobusch, Indianapolis; 
roughs, general credit manager, New York; F. O. Dietlein. 
Atlanta; E. R. Lewis. New York: R. L. Dading, Head Office, 


Douglas E. Bur- 





joined Imperial, Mr. Taylor has held 
various positions of increasing re- 
sponsibility. Some of the positions 
he has held in the past were: district 
supervisor at St. Thomas, resident 
manager at Brantford, distribution 
manager for the Quebec division and 
later cost and operating manager for 
the same division. 
* + * 

Additional responsibilities of do- 
mestic purchasing have been added 
to the duties of Earl W. Beck, assist- 
ant purchasing agent in charge of 
foreign assignments at Socony-Vacu- 
um Oil Co. Mr. Beck has taken over 
the duties of Charles R. Auster, who 
is retiring after 45 years with the 
company. Mr. Beck has been with 
the company since 1923 when he 
joined the General Petroleum Corp., 
an affiliate of Socony-Vacuum. He 
was manager of purchases at Gen- 
eral Petroleum when he transferred 
to Socony-Vacuum in 1946. 

* * * 

L. T. White, manager of the sales 
promotion department of Petroleum 
Advisors, Inc., New York, has been 
appointed to the Small Business Ad- 
visory Committee. Mr. White orig- 
inated and carried out the Cities 
Service dealer information program 
which was held last April in the Ar- 
kansas Fuel Oil Co. territory. 

R. M. Brumby of the Interstate 
Gas Co., Lima, was elected president 
of the Ohio Liquefied Petroleum Gas 
“ssn. at its annual meeting in Co- 
lumbus. 


Second Row: R. H. Forbes, Portland, Ore.; L. T. Ritzel, Minne- 
apolis; R. H. Hummell, Albany; F. R. Merrill, Baltimore; F. H. 
McGregor, Shell Chemical Corp.. New York; J. R. Puett, 
Sacramento; I. A. Keller, Detroit. 
St. Louis: E. N. Anderson, Seattle: C. M. Rogers, Los Angeles; 
A. H. Rathert, head office, New York; A. G. Schei, treasurer, 
New York: R. W. Vanden Heuvel, San Francisco. Back row: 
J. P. McKeon, assistant general credit manager, New York; 
V. H. Ott, Shell Oil Co. of Canada, Ltd., Toronto; S. B. Waite, 
head office. New York; J. H. Ritter, Chicago; E. W. Taylor, 





Third row: R. C. Gordon, 


Boston 
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TAILOR-MADE FOR SKELLY WITH 
owe CRAFTSMANSHIP 


More than magic and metal go into this custom-styled tank 
body tailor-made to fit the needs of Skelly. Two gener- 
ations of truck body craftsmanship are reflected in 











this and every Brownie-built tank. Brownie builds 
bodies with exclusive patented features not available 


in other truck tanks. Brownie craftsmanship and 


T.M Reo. 


Brownie experience are responsible for a record of 
enduring, efficient and trouble-free service 


with users large and small. 





MODEL 415 
700 TO 1250 GAL. 





5 CONVENIENCE 

















PROTECTION | ExTRA STORAGE 


Bumperettes give extra protec- 
tion for skirting. By following the 
body contour around the rear 
skirt, the bumperette protects the 
area most subject to damcge. 





For loading and unloading, and 
smoother appearance, is provided 
by the higher drop-panel side- 
boards. They give added pro- 
tection to can-rack side and more 


Rear compartment has ample 
storage space for buckets and 





packaged items. Lift bumper af- 
fords convenient method for hold- 


ing rear doors open. 








storage space to cabinet side. 











a 


All space in Brownie truck tanks is scientifically utilized to give extra storage 








room, to give easy access to hose reel, pump and meter, and to speed handling and 
delivery operations. 

We will be pleased to receive your inquiry and discuss, without obligation, any tank 
problem you may have. Send complete details for a prompt reply. 


2901 FOURTH STREET S.E., MINNEAPOLIS 14, MINNESOTA 
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SUN LUBRICANTS 





